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Promotion News 


Enterprise’s annual Home Butchering Supplies Pro- 
motion, that rang the bell year after year before 
the war, will be back next year—and more ef- 
fective than ever in moving from your shelves the 
products used at butchering time. 





Prewar aud Postwar 
The ENTERPRISE 


SYSTEM of CUTTING! 


It's excldsive with Enterprise. Only in Enter- 


prise food machines will you find the System 
of Cutting that accounts for their fine perform- 
ance. In that exclusive system, all parts are 
engineered to a smooth efficiency that pro- 
duces better-looking, better-flavored, more 
nutritious food. 

We're happy to report that though our 
standard line choppers are still ‘‘short,” 


they'll be more plentiful soon. 





The ENTERPRISE MFG. CO. of PA. 


PHILADELPHIA 33, PA. 
79 YEARS’ EXPERIENCE BEHIND THE MODERN ‘‘ENTERPRISE”’ 








Wooster Foss-set Nylons Are Different 




























WOOSTER FOSS-SET NYLON BRUSHES are bristled with 
du Pont nylon tapered monofilaments which have been 
specially processed by Wooster for better holding and 
spreading qualities. The nylon monofilaments are tipped 
and ground by men experienced in making only the finest 
in painting tools — then blended into a tested and proved 
formula of graduated lengths. The WOOSTER method 
produces a nylon brush of just the right taper and resiliency 
to embody all the good working qual- 
ities demanded of any fine painting tool. 


WOOSTER FOSS-SET NYLON 
BRUSHES are uniform, hold paint, and 
let it flow on evenly — speedily. They 
wear three to five times longer than hog 
bristles and can be worked in all types 
of paints and thinners. What’s more — 
they’re made by the famous Foss-Set 
process! And the longer they are used, 
the better they become. 


Painters the country over are acclaiming 
the fine working qualities of WOOS- 
TER FOSS-SET NYLON BRUSHES. Let 
your customers prove these facts for 
themselves. WOOSTER FOSS-SET 
NYLON BRUSHES are available from 


authorized Wooster distributors. 






the 
complete!) satis) ld 
l hy So if you shouts 

neu nylon 


mem 
uld like to have. ple ase re 
di 


BRUSHES ° 4r¢ worth 


Naturally it will take time pls 
or these fine 
ly all you we 
SET NYLON 


NOTE - 
huge dé mand { 
+ obtain imme ATOLL: 


her WOOSTER FOSS 


waiting fo? 


OOSTE 
WOOSTER Nis: BRUSHES 
THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
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Meracte WIMMATIC IRON 


ELECTRIC 





Coffee Maker—Auto- 
matic; No-filter Cloth. 
Saves Time... Saves 
Coffee. 














Roaster — Auto- 
matic; 22-Quart; 
Tel-tale Light. 






flow Trough; Heat 
Indicator. 








@ See this speedy, streamlined Fore-N-Aft 

inted iron at the Housewares Show... with 
its Wrinkle-Finder Headlight, fabric heat se- 
lector, entire air-cooling, its twin points that get 
into small spaces without reversing. 

See all re new MIRACLE a speithigh To- 
morrow’s Food Mixer, only shelf-high with 
built-in power unit and 12 speeds... the Auto- 
matic Coffee Maker that requires no ‘cloth filter, 
that uses less coffee, makes it faster, keeps it hot 
longer ... the Steam Iron usable wet or dry... 
the extra-insulated automatic electric Roaster 
..«. Vacuum Cleaners, Portable Food Mixers, 
Waffle Irons, Massagers, the whole MIRACLE 
line, all will be there, and soon they will be 
ready for delivery. 

See the Miracle Appliances at the 


Housewares and Appliance Show 
Roam 930-W and 931-W, Palmer House, Chicago Toaster—Flip Type; ee ae 


A few MIRACLE FRANCHISES still available. — Fi aa 
Write for facts. j : #. —Powerful Suc- 


tion; Revolving 
\ Brush. 









Portable Mixer —= 
lew 
Patented Beaters, 


2-Burner Grill — 
Streamlined, 4-heat. 





Flour Sifter — Sifts 
Flour 3 Times in 
One Operation, 
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TO OUR FRIENDS 











lt is unusually heart-warming to give 
and receive the Season's Greetings this year, 
when the World is enjoying the first peaceful 
Christmas in six years. We wish our 
many friends a most happy Christmas and 


a year of great prosperity for all America. 


GLAS LAS * McKEE BAKE 
OVEN Br 


Established 1853 a McKEE GLASS COMPANY 


RANGETEL ssi 


TOP-OF-STOVE WARE tng tm 








THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
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3 metals™ 


combine to make 


EKCOWARE 


the most amazing line of utensils 
you ever handled 


Ekcoware is a brand new idea. But your 






customers will soon be reading all about it in 
their favorite magazines—and they'll be looking 
to you for this beautiful, work-saving line. 

The Ekcoware story is so simple it sells 
itself— pots and pans of Stainless Steel, 
with bottoms of CHROME over COPPER. All 
the advantages of 3 metals in each utensill 
And the designs add beauty to any kitchen. 


You'll want Ekcoware in your home, too! 


(EKCO ) 
EKCO PRODUCTS COMPANY 


Founded in 1888 as Edward Katzinger Company 
1949 North Cicero Ave., Chicago 39 


These famous products make EKCO the Biggest Name in Housewores: FLINT 
Hollow Ground Cutlery; EKCO Pressure Cookers; A & J Kitchen Tools; 
GENEVA FORGE Cutlery ; STA-BRITE Tableware; OVENEX 
Tinware ; TRU-SPOT Flashlights, and others. 





Patented and Patents Pending 
T. M. Reg. U. S. Pat. Off. 
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TAKE CARE OF ANY KITCHEN 


@ Shirley pressed-steel kitchen sinks and cabinets 
will modernize and beautify any type of home 
kitchen— tiny, middle-sized or large—square, rec- 
tangular or architecturally difficult because of oddly 
placed doors and windows. 

The Shirley line provides you with a variety of 
standardized matching units—simple to order and 
stock—comprehensive enough to meet the require- 
ments of any installation. 

For sales appeal to housewives, the Shirley line 


is unsurpassed—with baked-on enamel cabinets— 











Makes an 
Odd Corner Sparkle 




















with gleaming acid-resistant porcelain sink surfaces 
—linoleum-topped counter surfaces—ball-bearing- 
smooth drawer action—sound and vibration-proofed 
construction. Your customers can outfit an entire 
kitchen—or modernize by stages—adding a match- 
ing unit from time to time. 

Investigate! Let Shirley units become one of 


your profit-making major appliance lines. 


SHIRLEY CORPORATION «© Indianapolis 2, Indiana 








STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 
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Heres a sure -cure 


for that BUYING - itch! 


®@ No longer need you fret (and sweat!) trying to 
solve that BUYING-itch! FREEPORT comes through 
with a super-stainless steel line that will have you 
saleing merrily along again! No catch to this! So... 
get out that order pad and get busy... now! 








FINEST METAL WARE «- ALL STAINLESS STEEL 
FOR HOME USE + RESTAURANT and HOTEL SUPPLY 











STAINLESS STAINLESS STEEL 
STEEL SKIMMERS CAKE TURNERS 


LADLES 


2-4-7-9 o7. 


Turners and 
Spatulas — Plai- 
or Perforated 





PROMPT 


STAINLESS STEEL wa DELIVERY! 
COCKTAIL and JULEP STRAINERS 











{ SAUCE POTS 
ee WITH or 


FRYING PANS and SAUCE PAN WITHOUT COVERS 


of Heavy Gauge 
Stainless Steel or Spe- 
cial Pluramelt. Stain- 
less Steel Handles %& 
Panelyte Handles 


2-3-4 quarts 


and you can order our 
stainless steel RACKS— 
JIGGERS — BUTTER- 
CHIPS and ASHTRAYS 
Diameters 8!/2" and 10!/2" 


FREEPORT MACHINE WORKS, INC. 


OFFICE: 16 EAST 52nd STREET, NEW YORK 22, N. Y. Phone: PLaza 3-8225. FACTORY: FREEPORT, N. Y. 


: btai ace to show our new line at this year’s Housewares & Major Appliances Show — Palmer House — 
acess, whey od ‘SHOWROOMS: Rooms 502-503, 1150 Broadway, New York—Also Room 1424-A, Merchandise Mart, Chicago. 
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? 7 9, 7) 0 0, 0 0 0 This full color ad sets its cap for millions 


“If this cap fits... 
wear it!” 


SPEED 


/. Have you a magic 


touch in the kitchen? 
Can you come home late 

from a busy afternoon of 

Red Cross or other activities, 


and have a delicious din- 










mer ready in amazingly 
few minutes? 


SAVINGS 


3. without stinting 
your table, con you save 
for other little needs that 
give o lift to your morale? 

You'll soy a happy “Yes” 
to all these questions when 
e new Weor- 





’ : Does Your honey } 

- you Pretty ang Poised é ( 
instead of hotand wilted? 
Do you ang 

have a come i 


Ihty hard ¢ 
ora 
mere man to Fesist? 





















Your food 








you own th 
Ever Pressure Cooker. 













Have you ever tapped an impatient foot waiting for 
the potatoes to be done or the broccoli tender? See 
how kitchen hours melt to minutes when the fast 
Wear-ever Pressure Cooker reaches temperature 


Potatoes—8 minutes Spinach—1 minute 
Broccoli— 12 minutes Lamb stew—10 minutes 


This Aristocratic Pressure Cooker bears the WEAR- i 
EVER pride mark, an assurance of quality for over | 
forty years. It is made in convenient family size, of 

hard, thick sheet aluminum that spells long life and 

lasting satisfaction. Look for it at leading department, 
hardware and housefurnishing stores. 


WEAR-EVER @& 
ALUMINUM PRESSURE COOKER . 
wilh the patented Snap ile Cover 


—it can't be removed while pressure is on 





Made of the meta! | 


that cooks best. / 
fasy to clean y 


Use on any range f 









© 1945, THE ALUMINUM COOKING UTENSIL COMPANY 
NEW KENSINGTON, PA. 





Home . 
Journal, Woman's Day, Woman’s Home Companion. 


; a women in current issues of 
millions see December Wear-Bver ads in on arents’ Magazine. Additional 


CAPFITTINGS FOR * Swiee BeitesMagnine Lice Mccain Ne ee ame 


8, House & Garden, Ladies’ 


YOUR CUSTOMERS ssi A8 ition apical of he consent sles promotion 


way for more sales across your counter 
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HERE THE 


new 1946 MODELS rrom 















& | 





All brand NE Ww 1946 models . NE Ww cabinet beauty : 


7 ene ®, 
‘ Er 


: Te ; y , ‘ 
and construction, NEW dial designs, NEW mechanical features,” 


es hia hl 
Fs z5 





; 
ORT43. Radio-phonograph combination with 6RT42. Radio-phonograph with automatic re- 6RC46. Automatic record changer. Plays rec- 
automatic record changer. Walnut wood cabinet. cord changer. Attractive walnut wood cabinet. ords through any radio. Walnut wood cabinet. 





6102. Table-top radio in smartly styled plastic 6104, Table-top radio in beautiful walnut wood 6T05. Table-top radio in walnut cabinet... & ‘ 
cabinet. Ivory or mahogany finish. cabinet. Easy-to-read, “Stretch-out”’ dial. walnut wood at its finest. Slide rule dial. ; ' 
* & 


MAKERS OF ADMIRAL RADIO— 
emeucas Fmart Sot 


WORLD'S LARGEST MANUFACTURER OF RADIO-PHONOGRAPHS WITH AUTOMATIC RECORD CHANGERS 
10 HARDWARE AGE > I 





ARE! 


@ Table-Top Radios 





































@ Radio-Phonographs with 
Automatic Record Changers 
(tabie and console) 


@ Farm Radio 


(battery operated) 


@ Automatic Record Changers 


(use with any radio) 





sal features,” 





6C62. Radio-phonograph console 
with “Slide-a-Way” automatic record 
changer. Beautiful walnut wood cabinet. 


RC-1. Record Album 
Cabinet of beautiful 
walnut wood. Pro- 
vides convenient Rec- 
ord Changer stand, 
handy storage space 
for ninety-six 12-inch 
records in albums. 





Plays rec- § 6RP48,. Electric Phonograph with automatic 6RP49. Electric Phonograph with automatic 
od cabinet. record changer. Ivory or mahogany plastic. record changer. Beautiful walnut wood cabinet. 
5RP47. Automatic 
record changer... 
plays records through 
any radio. . 








Admiral Tubes. Most types 
now available. Guaranteed for 
excellence and high fidelity per- 
formance. Get your share of 
the huge radio tube replace- 
ment business. 


Ensign Radio Batteries — Per- 
fect for replacements in all 
types of battery-operated port- 
able and farm radios. Every 
: battery guaranteed for long life 
abinet... é 6T01. Table-top radio in streamlined ivory or 6706. Battery operated farm radio in walnut and excellence in workmanship. 
ial. mahogany plastic cabinet. Slide rule dial. wood cabinet. Easy-to-read, “Stretch-out” dial. 





N-1. Lifetime Precious 
Jewel Needle in lucite case. 
Individually packaged. 


4a, CHICAGO 47, ILLINOIS ey ES 


without changing. 





GERS : DUAL-TEMP REFRIGERATORS... HOME FREEZERS... ELECTRIC RANGES 
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At long last you don’t have to be content with postwar promises. Here is actual merchandise you 


can soon sell your customers! Here are Hodgman’s promises and plans coming true today! 


Yes, the eight Hodgman Sporting Specialties on this page are now being manufactured. And, 
as our production steadily increases, more and more items will be on their way to you to complete 


the full Hodgman line 


We're sticking to our word—those dealers who sent in their orders in accordance with Hodg- 
man’s PLANNED PROGRAM are getting first call on all deliveries. But as we come closer to 
manufacturing capacity, we will be able to fill the orders of other dealers. That's why we urge you 
to send in your orders for spring now. In that way you will have a better chance of getting the mer- 


chandise you need to meet the rising demand for Hodgman’s Sporting Specialties. 


So don’t delay. The orders you send today are your first step tow ard profitable selling tomorrow! 


HODGMAN RUBBER CO. 


FRAMINGHAM MASSACHUSETTS 
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WHOEVER YOU ARE... 
WHEREVER YOU MAY BE 


4 


wow GET IN THE GAME wth the/Great 


a i a | a 


Sfpungfild ive OF 


eee tS and SOFT BALLS 


aS 


y Sur 


OR the past seven years She demand for \ :{ Wise in the sporting goods field, nation- 

the SPRINGFIELD Lineff Baseballs and ally known for ‘“‘kyow how” in the national 
Soft Balls has been syfging steadily up- merchandising of sorting goods, they will 
ward. Such a demayd deserved proper carry the ball for SPORTING GOODS, 
recognition. Deseryéd to be efficiently jC — makers of ths famous SPRING- 
serviced. Enlarged manufacturing facili- FIELD Line of Baseball\and Soft Balls. 


ties were built . /. skilled personnel were f . 
sought and foyfd . ‘ . but it remained to They're going to make SPRINGFIELD 


secure a wige and experienced and ca- 

pable orgapfization that could and would 

bring the SPRINGFIELD Line to merchants And with smart merchants froky coast to 
. in thwn, village and city from coast to coast the slogan today is... 

coast. Ahis organization we have found in 

the yationally famous sporting goods sales 


copipany .. . MUNRO SALES, Inc. “Play Gall with S 


- 


the byword wherever bal games are 
played . . . from sand lot to\big league. 


Distributed by MUNRO SALES, Inc. New York office at 230 Fifth Avenue, 
p) and Chicago office at The Republic Building, 209 South State Street. 


IT 1S THE PERFECT SPHERE BALL THAT COUNTS 


“bag, ‘6: SPORTING GOODS, INC.2 


‘NG. ° 88 BIRNIE AVENUE. SPRINGFIELD 7. casetoannaees 
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Advertising to consumers, architects, con- 
tractors, operative builders. 

Continuing research as to trends, require- 
ments, packaging. 

Deliveries on schedule through application 
of “war precision” manufacturing methods. 
Simplification of designs, construction, speci- 
fications, catalogs. 

Co-ordination from architects through dealers 
through factory to installation. 





Stylish, strong, amazingly easy to install... 





) pduentising 


To reach Consumers... in Better Homes & 
Gardens... American Home. 


To reach Architects, Contractors, Operative 
Builders, Mortgagors . . . in Architectural 
Forum, Pencil Points, American Builder, Archi- 
tectural Record. 


To reach Dealers and Jobbers . . . in Hardware 
Age, Hardware Consultant, American Lum- 
berman, Building Supply News. 


CORBINLOK @¢ ¢ « 
Pin Tumbler security 
for every door 


The new Corbinlok is aluminum die cast, has 
retractable latch (by brass knob), and an alu- 
minum bolt. It is streamlined . . . it will be at- 
tractively priced 


no boring or mortising for lockcase . . . 2 saw- 
cuts opening .. . solid frame cost in one piece 
. .. complete factory as- a 
sembly...for 1%" doors 

—2” knob...can be com- 

pletely masterkeyed. 
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> & F. Corbin 


DIVISION OF THE AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONNECTICUT ° SINCE 1849 
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The Crosley Kitchen Salesman 
is NOT a hatchet man! 


"You FURNISH a kitchen, the Crosley 
way. No tearing out or rebuilding. 
Listen—here’s a prospect!” 





PROSPECT: What a beautiful sink! 2 SALESMAN: Here’s how we furnish the range 3 SALESMAN: Crosley Shelvador and food prep- 
SALESMAN: Lots of clear work surface—cabi- and cooking center. The wall cabinet hangs aration center—goes together the same way. 
net storage space—recessed knee-hole for on that hanger strip just like a picture—no PROSPECT: So sensible—so beautiful—so prac- 
working while seated. fuss or bother. tical! 
PROSPECT: How perfectly simple—and how SALESMAN: Yes—and so economical! 
convenient! 


2 
4 
: 
% 
53 
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Crosley-NEW Way to Modern Kitchens! 


Women sell themselves when they see how easily any kitchen can 
be modernized the Crosley way—simply by furnishing, instead of 
the usual building job. 

And it can be done one step at a time or all at once—from a single 
cabinet or a complete work center to the entire kitchen. 

Only a dozen items are stocked by dealers to furnish practically 
any kitchen with modern beauty in convenient, time-saving arrange- 
ment. Crosley dealers are ready to promote this completely new 
and practical method of furnishing better kitchens—for old houses 
as well as new ones, for modest homes as well as mansions. 


CROSLEY 


THE CROSLEY CORPORATION, CINCINNATI, OHIO 4 You just can’t keep a woman from showing off her new Crosley 
furnished kitchen! She becomes your best saleswoman—sending 
a steady stream of good prospects to you. 
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Radio « Radio-Phonographbs « FM e¢ Television e Short Wave 
Electronics . Radar ° Refrigerators . Home Freezers 
Kitchen Sinks and Cabinets ° Laundry Equipment ° Ranges VISIT parr nces aye gl EXHIBIT 


Home of WLW, “The Nation's Station” AMERICAN FURNITURE MART—SPACE 525—FIFTH FLOOR 
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Ki J Shoal represented amo 
(CG ‘appliance gilts enthe gener 
Hh on your back. dn another yeor ee 
ond 4 will be normal and we con ag 
account for abig share of your 
Vnrecnudhile ule ore profoundly 
aE ‘thankful forthe end yond w 


wir “there never be ano 
iat, ts clean chimneys’ &) 
and good sledding! 


Cheeric, 


e bi | CS Dominion ul f 
4 . ? a _ 


PRODUCTS 
Flat Irons, Toasters, Waffle Irons, 
Sandwich Toasters and Grid-A- 
Bouts, Table Stoves, Heaters 
Poppers, Curling Irons, Hair 
Driers, Mixers, Heating Pads, 
Infra-Red Lamps, Fans. 


DOMINION ELECTRICAL MFG.., INC. 
MANSFIELD, OHIO 





VISIT 
OUR DISPLAY 
Room 888 at the 
PALMER HOUSE 

HOUSEWARES 

SHOW 

Dec. 30 to Jan. 4 
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@ Reconversion at Murray Ohio is progressing steadily 
—Steelcraft production is growing and will continue to 
grow! If at first you should find deliveries a little slow, 
please be patient—any delays that may occur are due to 
material shortages beyond our control, plus the prob- 
lems inherent in any change from war work to peace- 
time production. If necessary, during this temporary 
period, we may continue our allocation system because 
of its fairness to all buyers— both large and small. 


As soon as our reconversion is completed, our output 
will readily satisfy al] requirements. Buyers who have 


———— 


recently visited our plant and seen our extensive equip- 
ment and capacity will readily recognize the validity of 
this statement. Meanwhile we are making every effort 
to increase production as rapidly as possible without 
compromising the quality standards that have distin- 
guished Steelcraft Wheel Goods for almost 25 years. 


THE 


MURRAY ° OHIO 
MANUFACTURING COMPANY 


CLEVELAND 10, OHIO, U.S.A. 


Army-Navy “E” flag 
awarded April7, 1943; 
stars added August 25, 
1943, February 26, and 
October 9, 1944, and 
August 28, 1945. 
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DUSTMASTER 


World’s Finest Dustmop 
Sw VA 


SN) 4 
He 


“Ce iy 


oe = PRESS THE BUTT ON ‘ 
7 and off comes the cotton 
swab, 


MORE a BETTER FEATURES THAN 
ANY OTHER DUSTMOP 


1 Swab slips on over a flexible steel coil spring 
that fits into the tubular, steel head, which 
locks automatically. PRESSING THE BUT- 
TON releases one end of the spring and 

the swab slips off for cleaning. 


Ss 
S 
i 

Si 


2 Fluffy swab made of finest grade 
of mop cotton—holds more dust. 





3 Handles beautifully lacquered 
in assorted, attractive colors, 
with swab colored to match. 


4 Built for a lifetime of 
satisfactory service. 


BY PRESSING ~S ~~ 
BUTTON SPRING IS 


AUTOMATICALLY 
ss —y STEEL 











Chemically treated—Reversi- 
ble—May be oiled if desired. 


ALL PRICES FAIR TRADED 


Ask your jobber for particu- 
lars, or write us for literature. 


DUSTMASTER CORPORATION 


600-608 First Ave., North Minneapolis, Minnesota 








HARDWARE AGE 





Look for WAX-O-NAMEL 


The most stunning finish ever developed 
for household appliances and equip- 
ment is now available for manufacturers 
to use on their new merchandise. It’s 
Johnson’s WAX-O-NAMEL, the pat- 
ented enamel that actually contains wax! 


Mr. Dealer, because women buy with 
an eye for beauty, WAX-O-NAMEL 
appeals instantly. To the eye, its lustre 
is utterly unlike that of any other finish. 
To the hand, WAX-O-NAMEL has a 
satin smoothness. The wax lustre lasts 
as long as the finish itself. Along with its 
virtue of beauty, WAX-O-NAMEL gives 


extra protection; in the home it keeps its 
good looks longer and is easier to clean. 


Your customers are learning 


about WAX-O-NAMEL 


WAX-O-NAMEL is being merchandised 
to consumers through special messages 
in Johnson’s Wax national advertising. 
Millions of readers see these messages, 
and will be eager to buy products fin- 
ished with WAX-O-NAMEL. 

You will be interested in the complete 
WAX-O-NAMEL story. To get it, fill 
out and mail the coupon today! 


Johnson‘s WAX-0-NAMEL 


Trademarks Reg. U. 8. Pat, Off. 


is made by the makers of Johnson’s Wax (a name everyone knows) 


S. C. JOHNSON & SON, Inc., Racine, Wisconsin 


DECEMBER 20, 1945 


MAIL THIS 
COUPON TODAY! 


§. C. Johnson & Son, Inc., Dept. HA-125 
Product Finishes Department, Racine, Wis. 
Gentlemen: I'm interested in WAX-O-NAMEL, 
and would like to have a copy of the WAX-O- 
NAMEL brochure, “What Her Dreams Can 
Mean to You.” 


Name 
Address 


Company Name 








G-E IRONERS, G-E DRYERS 
NOW ROLLING OFF THE LINE! 


© Plan to start 1946 in a big way by featuring 
complete equipment for the G-E All-Electric Laundry! 


G-E Automatic lroners and G-E Automatic Dryers will 
be on their way to you next month. 


And what “sellers” these wonderful, work-saving 
beauties are going to be! Fitting companions for the 
famous G-E One-Control Wringer Washer! Just in time, 
too, to start off 1946 with the biggest of all bangs! 


There’s a huge market waiting for home laundry equip- 
ment. And 53% of them prefer G-E appliances. (In a 
recent survey, 53 out of 100 women said they thought 
General Electric made the best electrical appliances for 
the home.) 

So feature the complete G-E All-Electric Laundry to 
your customers. Tie in with our big, nationwide adver- 
tising campaign. Use the life-size “Wash-Dry-Iron” 
display—the direct mail pieces that are in the G-E 
Promotion Package. (If you haven’t ordered the 
Promotion Kit, do it now.) 


; Sell G-E Home Laundry equipment to the hilt—and 
IRON watch those orders pile up! General Electric Co., Ap- 
anal 


pliance and Merchandise Dept., Bridgeport, Conn. 


New life-size display, beautifully printed in 8 colors. Yours now! 
New, improved G-E Washer 


is bringing cheers! 

G-E’s famous One-Control Wringer Washer is now 
precision-engineered to the nth degree . . . to turn 
out “Quicker-Cleaner” washings! G-E’s gentle, 
thorough “Activator Action”. . . exclusive One- 
Control Wringer operation . . . the long-lasting 
**Permadrive Mechanism” . . . are features women 
everywhere are cheering—and buying! 


G-E Automatic Dryer 

is new—and women want it! 

Your customers will go for this new, quick way 
to dry clothes indoors. They'll like the way the 
G-E Automatic Dryer does away with clumsy 
clothesbaskets and clotheslines. It gently 
“tumbles” clothes dry in a very short time! 


G-E Automatic Flatplate lroner And remember! There’s a revolutionary new 


saves hours of work G-E Automatic Washer coming! Watch for it! 


Once a customer sees the G-E Automatic Flat- 

plate [roner at work, she'll be convinced. Show 

her how she can sit down and iron. Let her see G-E Promotion Package loaded 

the beautiful work this G-E wonder turns out, 

, ; : . with sales helps—send for it! 

quickly, easily. Show her the big 300-square- bi \ _ a 

inch ironing surface . . . the automatically con- To help you cash in on the vast market t at’s ready 
to snap up home laundry equipment, we’ve prepared 

a really mammoth back-in-business kit! 

G-E Automatic Portable Rotary Ironer Life-size displays, folders, booklets, demonstration 

Lightweight and simple to move about. Turns ideas, catalogues . . . everything you need to make 

out all types of ironing beautifully. 1946 the biggest home laundry year in history! 





trolled heats for every fabric. 


See your distributor for your G-E Promotion 
G-E Portable Rotary Ironer ; 


Weighs only 33 pounds, but does a heavy load 


Package—today! 











of work. Inexpensive to operate. 


Help win the peace — Buy and hold Victory Bonds 


- 
AUL-Elitie Loundy THE APPLIANCES MOST WOMEN WANT MOST 


GENERAL @ ELECTRIC 





TELL YOUR CUSTOMERS to listen to Art Linkletter, in “The G-E House 
Party,” every afternoon, Monday through Friday, 4 p. m., E. S. T., CBS. 
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Jobbers and retailers hail the new discount 
setup on PAX TAPE as the most important 


news in the tape industry. 


The new PAX discount is straight, simple to 
figure and allows the trade its best profit on 


pressure sensitive tape sales. 


PAX better discount insures bigger profits— 
PAX better tape makes satisfied customers— 
PAX unconditional money-back quality 
GUARANTEE protects everyone — jobber, 


dealer and consumer. 














PAX DISPENSERS 
Heavy Duty 
and Desk Type 


Here’s the new, 
modern, streamlined 
PAX Dispensers—designed 
for speed, efficiency, 
sturdiness and 
eye-appeal. 








THE COFAX CORPORATION « Lynbrook, N. Y. 


DECEMBER 20, 1945 
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Staying-Power! 
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Small boys, as you know, are unshakeably 
curious. Once they get hold of something they 
really want to know about, they are practically 
undetachable. Moreover, they teach their dogs 
to excel in this same tenacious spirit. If ever 
a small boy and his dog could actually get hold 
of Old Saint Nick, it is questionable whether 
even that magical gentleman could escape such’ 
stay ing-power! 


You can look for—and find—this same quality 
in Hodell Chains. Staying-Power is built into 
every link of every Hodell chain. And among 
the 157 varieties of these famous chains, welded 
or weldless, with or without attachments, 
there’s always the right Hodell to do the job. 
This combination of power and purpose means 
the right kind of customers for Hodell and for 
you—repeat customers! 


We'll gladly send you literature describing the 


full Hodell line. Meanwhile, we're bearing down 


with all our manpower and available material 


to fill every order in the shortest possible time. 


JACK + SASH + SAFETY - LADDER - PUMP - LIBERTY MACHINE 
PROOF COIL - STEEL LOADING + LIBERTY COIL - PASSING LINE 


BULLDOG + SAMSON ~- FLAT LINK 


ESTABLISHED 


* REGISTER + DREDGE 


1886 


THE HODELL CHAIN CO. 


CLEVELAND 2, 


OHIO 
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* Simplified Thret 
and Clutch Centrels 


7 








% Extra Pewerful 114 
H. P. Engine Unit 








(* One Piece Welded 
| Steel, Unbreakable 
\ Chassis 


dite ee 








(+ Rugged Six Spider 
Welded Steel Reel 20 
and Cutter Bar Unit INCH 
penetne CUT 


a 





Aggressive Dealers want a Modern, Dependable Power Lawn 
Mower with Outstanding Performance Features to Satisfy the 
trend of customer demand. 


FIRST—The New Pincor All Steel Power Mower is strong 
and tough, for STEEL eliminates costly breakage, insures 
longer wear and DEPENDABILITY. 


SECOND—Pincor Power Mowers have been engineered with 
EXTRA POWER, for rugged performance and new handling 
ease, assuring CUSTOMER APPEAL AND DEMAND. 


THIRD—The Common Sense Pincor Direct-to-Dealer Policy 
will make Pincor Power Mowers a fast selling, profitable line 
for aggressive dealers. 

WRITE DEPARTMENT HA 1145 


PIONEER GEN-E-MOTOR 


corporation 
5841-49 West Dickens Chicago 39, Illinois 
Export Address: 25 Warren St., New York 7, N.Y. Cable Address: Simontrice N Y. 


DECEMBER 20, 1945 
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& Cutting Height Hand 
(* Adjusted frem ‘4 te 


214 Inches 


Pee 


Power Lawn Mowers 


Hand Lawn Mowers 


Electric Hedge Trimmers 


Electric Power Plants 


Water Systems 











We f9 YO EVAN sunt 


, int ae 


THE SEVENTY— THE FORTY— THE STANDARD— THE STANDARD— 
DeLuxe Low - Boy - Boy DeLuxe Low - Boy $0,000 B.T.U.Rugged 430,000 B,T.U. output. 
Console 70,000 B.T.U. Console, $0,000 B.T.U Console 40,000 B.T.U. and economical. For small areas. 


Superlatively styled, revolutionary in engineering, for-dollar value with any other heater on the 
unique in its “down-flo” air circulation and amaz- market—and see how much more EVANS offers 
ing heating economy. * * * * Compare dollar- in every way! 


Walter Dorwin Teague 


Walter Dorwin Teague is one of the great names in { 

creative design. The list of his industrial clients reads pi 
like an Honor Roll of American industry. In his superb S 

styling of the EVANS line, he has surpassed himself. He 

has achieved a masterpiece. Clean, functional lines. . . 

rounded corners and smooth surfaces . . . simplicity and 

good taste . . : all these distinguish the new EVANS 

triumph. More eye-appeal! More sales appeal! More 

drama! The EVANS line is the beautiful line. 


. 


For Volume Production 


Volume production is the key to lower manufacturing 
costs. In the new EVANS plant—big, modern, scientifi- 
cally planned—mass production is streamlined. War- 
time Fessons are put to peacetime use, new manufactur- 
ing techniques perfected. The result—more and better | 
heaters, bigger value for the buyer, greater volume and 
profit for dealers. “Deal yourself in” when the sparkling 
new EVANS models start rolling off the assembly line. 


WESTINGHOUSE ?\oe eo “ge 


The mighty marketing organization of Westinghouse and independent distributors (in 
the U.S.A. and Mexico), plus Fairbanks-Morse (in Canada), gives EVANS a powerful, far- 
flung distributor set-up—spanning the continent. Every local EVANS dealer will benefit by 
this national tie-up. . . in better service, in stronger sales assistance, in the prestige of being 
associated with successful, aggressive merchandisers. Join this BIG-TIME operation! 


E 
Get going WOW wits EVANS @ AN]. ES 


Out Burning HEATERS! 


STANDARD~ 
0 B.T.U. output. 
mall areas. 


* on the 
VS. offers 


The EVANS Flame Thrower 


As sensational in performance as its name implies, 
the new EVANS Flame-Thrower Oil-Burner 
achieves a miracle of heating efficiency. It throws 
a double-length U-shaped flame inside the heat 
chamber, squeezes more USEFUL heat from the 
walls—and actually burns Jess oil! Its famed ‘“‘econo- 
mizer” method of re-circulating warm air cuts 
down heating bills. 


EVANS Magic Carpet of Comfort 


EVANS unique “‘down-flow” circulation pulls hot 
air from the ceiling and rolls out a floor-level carpet 
of warmth—in a full 180° radius. EVANS 3-way heat 
—Fan forced, Circulating, Radiant— is a story worth 
telling, a feature worth selling! 


Covers The Continent - Canada, U.S.A., Mexico 


JOHN T. URBAN 


—General Appli-. © 


ance Manager, 
Westinghouse 


J. A. COWAN 
—Westinghouse 
distributor for all 
of Mexico, says— 


Electric Supply “Its beauty, effi- 
Co., New York, d ciency and econ- 
says—‘' We've omy will make 
aes te this the cag age 
E S proposi- space heater 
tion from every biggest seller in 
angle and recom- the Mexican 
mend it to all ° market.” 

dealers as the 

leading line of 


4. C. RINDFLEISCH 
—Fairbanks 
Morse Co., Ltd.. 
Montreal, says— 
“After a thorough 
survey of che 
ce heater. in- 
lustry, we are 
convinced that 
we are offering 
the Canadian 
market a product 
second to none. 
We are proud 


space heaters + + + + » * 7 to be exclusive in 


with tomorrow's 
greatest sales 
possibilities.” 


Every so often a product flashes into leadership through 
sheer merit, through advantages so outstanding that it 
towers head-and-shoulders above its competitors. That's 
the sensational EVANS Oil-Burning Home Heater Line 
for 1946! All the EVANS achievements listed on these two 
pages make a combination that’s unbeatable . . . for sales, 
for profits, for popular appeal. 


* * * Capturing public acceptance with features of proven 


worth, dramatizing the EVANS Flame-Thrower principle 
and the U-Shaped Golden Flame, EVANS is the hottest 
thing in the home heater market today. Let this merchan- 
dizing leader pile up profits for you during the coming 
year. Ride with a winner in 1946! WRITE OR WIRE 
TODAY tw the Evans Products Company, or get in touch 
with your nearest Westinghouse or independent distribu- 
tor (in the U.S.A. and Mexico) or Fairbanks-Morse (in 
Canada). 


PRODUCTS 


Canada for the 
EVANS line."’ 


COMPANY 


DETROIT 27, MICHIGAN 














2 NEW MOWERS 
WITH UNIQUE FEATURES 
THAT WILL INCREASE YOUR 
SALES AND PROFITS 


Now 
The VAWN 


qv" cut 


You've never seen hand or power mowers like 
the new Trimalawn Power Mower or the new 
Michigan Noiseless. The men responsible for 


them have spent years in the mower business. ’ 


’ They are old in experience, but young in ideas. 
Long dissatisfied with conventional design, in- 
convenient adjustments, and the absence of pre- 
cision manufacture, they've made the first im- 
portant contributions to the comfort, convenience 
and pride of America’s grass-cutting legion. 


Reo Motors, Inc., one of the oldest and most 


"he Ne 
MICHIGAN 


dependable names in the automotive industry, 
is a guarantee of enduring quality. Reo continues 
to make outstanding commercial vehicles. The 
mower division has been added to take advan- 
tage of built-to-order precision-manufacturing 
facilities, developed and used for certain imple- 
ments of battle, which were released at the war's 
end—and to help maintain Reo’s wartime peak 
employment of highly skilled workers. 


Ask your jobber about the new sales-building 
mowers, or write direct for descriptive literature. 


17” cur 


LAWN MOWER DIVISION, REO MOTORS, INC., LANSING 20, MICH. 


REVOLUTIONARY 
HAND ADJUSTMENTS 


These are views of the new hand adjustments on 
the Michigan Noiseless. They are the same on 
the Trimalawn Power Mower. One convenient ad- 
justing handle and an automatic leveling device 
take care of height of cut adjustment. Cutting 
level is always maintained. 


The second adjusting handle provides micrometer 
adjustment, regulating distance between cutting 
blades and bottom knife. Adjustment finer than 
.001"" can be obtained by a partial turn, keeping 
alignment constant, not on one side, but full width. 
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PRESENTS THE POSTWAR 





..-PLACE ORDERS NOW 
FOR EARLIEST DELIVERY 


Armstrong, the famous name that is in 
itself a guarantee of quality, is completely 
reconverted and in full swing on peacetime 
production. , 

Ask your jobber for popular Armstrong 
products ... NOW! 


Wie tow FOR DETAILS OF THE 
AACE (ECX \MPROVED POSTWAR LINE 


ARMSTRONG PRODUCTS CORP. 


Quality Products Since 1899 
DEPT. HA, HUNTINGTON, WEST VIRGINIA 


Rete eae: PE isos .oin 58 ode e nackte us onesrews 
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dvertisement below, now running in 
E TO DEALERS! The a , ial situation 
: SPECIAL MESSA® magazines, is an attempt to a? er aa a alee 
pense by the sudden ending of the war and the consequen a te ete in @ 
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i ssible. 
brush manufacturer; he will help you to meet your demands as rapidly as po 


IF YOU HAVE TO WAIT FOR YOUR 
NYLON-BRISTLED PAINTBRUSH 








...here’s why 


IT’S BECAUSE THE DEMAND 
EXCEEDS THE SUPPLY 


my lt's the old story, with important 
i variations caused by the war. To be- 
=== gin with, the civilian painters of 
America have been on a starvation diet of 
brushes for four long years. Nearly all of you 
need brushes— now. Nearly all of you would 
like to buy nylon-bristled brushes. . . because 
of the good things you’ve heard about them. 
While we are turning out bristles_as fast as 
we can, there just aren’t enough to fill the 
needs of the paintbrush manufacturers, and 
will not be for some time to gome. 


WE «su Pont is increasing its capacity 
‘4  _—sfor producing nylon—in bristles and 
— in other forms as well. We are erect- 
ing a new plant at Washington, W. Va., 
which will greatly increase our production of 
nylon. However, it will take some months to 
get the new plant into operation. Unfortu- 
nately,even this will not increase your chances 
of a new brush by tomorrow, or by next week. 


Mp Keep trying your dealer. Some ny- 
k 3 lon-bristled brushes are going out to 
oe" dealers each week. The paintbrush 
manufacturers, too, are doing their best. It 
may be that your dealer will have your brush 
sooner than you now hope. Meanwhile, be 
assured that we regret this delay, and that 








we are exerting every effort to get nylon 
bristles into the hands of brush manufacturers 
so that they can supply painters everywhere 
just as soon as possible. 


x When you do get your nylon-bris- 

4 tled brush, you’llsay it was well worth 
===" waiting for. Reports now coming in 
from civilian painters support in every way 
the reasons for the widespread use of nylon- 
bristled paintbrushes by the Navy during 
the war. These brushes spread paint evenly 
and well, and they outlast the best natural 
bristles from 3 to 5 times. - 


* * * 


So please be patient a little while longer. 
We'll get these finer bristles for finer brushes 
produced just as rapidly as we can. (Du Pont 
does not make paintbrushes, you know; we 
supply the bristles to the paintbrush manu- 
facturers.) E. I. du Pont de Nemours & Co. 
(Inc.), Plastics Dept., Arlington, New Jersey. 


OU PONY 


Du Pont NYLON BRISTLES 
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Superior 365 Has 
Many Uses For 
Interiors of 


Barns 

Poultry Houses 
Dairy Houses 
Factories 
Warehouses 
Food Plants 
Homes, Basements 
Garages 

Out Houses 
Packing Plants 
General Farm Uses 
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This Is the New Paint Product Your 
Customers Have Been Waiting For— 
It’s Yours For Sales and Profits Now 


After many years of laboratory and 
field testing under actual conditions, we 
are proud to announce the perfection 
of Superior 365, the high quality, 
miracle-working wall paint containing 
amazing DDT. This new paint marvel 
works two ways at once—it covers 
interiors with a sanitary coating... it 
remains an active insect-killer up to one 
year. Superior 365 covers every square 
foot of surface with 200 milligrams of 
DDT in its most potent form. Yet, 
Superior 365 is non-toxic.* 

*Except when taken in large doses internally. 

IMPORTANT 

Actual tests prove that even after 16 months, 
Superior 365 paralyzes and kills houseflies 
in 30 minutes, after only 7 seconds exposure. 


i - e 
© Efficient because SUPERIOR 365 provides a long-lasting, dean 
white, sanitary coating 
@ Effective because SUPERIOR 365 paralyzes and kills 
most insects at slightest contact 


@ Safe because SUPERIOR 365 is non-toxic* 


ECONOMICAL— PRACTICAL 


SUPERIOR 365 is inexpensive. Reduces in water. 25 lbs. make 
approximately 5 gallons of paint. 

Be the first to offer your customers SUPERIOR 36S. |If your Job 
ber cannot supply you, w to 
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FOR THE 13d YEAR, WE ARE SENDING 


Season’ (Sreetings 


TO ALL OUR/FRIENDS IN THE 
HARNESS AND/HARDWARE TRADES 


COVERT 


SQUARE BRAND 











COVERT MFG. CO., TROY, N. Y. 








(I Luenl rmée-> PLASTIC 
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We shall be pleased ater age pwned teten of ao all ' 

to welcome the trade, at our epee el (=) — @, Spri ~ 
Exhibit Room 1033 W 

Housewares Show, at Palmer 


House, Dec. 30 to Jan. 4, incl. ' Fee O 
“necunroce acer” St | (Qe 
COME AND SEE THESE Simple, sofe, dependable trouble shooter. Se Pe f 


90V, DC, 60V, AC, to 500V, AC or DC. 


ULTRA-MODERN, General Electric Neon Lamp. 
FAST-SELLING ITEMS | @UMBT DY uditilice ft 


BABY TRAINER 
Comfortable. Holds CLOTHES HOOKS «pRaiNMORE” PLASTIC 


y } a (Steel reinforced). Util- N 
Z . Fes ny pe mrncre ren ity with beauty! Bes mm SINK a 
/ y ontal ha a ngs 1h" x 2%". Hook 2%" area. sn'ts Eeeen ic 
‘ mee tle t against wall. long. 2 doz. assorted = sink, Non-rusting. Non-chi 
/ = octen 
‘ 





Bright ¢ ates lors. te carton. ohne, Easy to clean. 


I-azzzs] 1758 NORTH HONORE ST., CHICAGO 22, ILLINOIS 
PHONE ARMITAGE 3045 Plastic & Metal Specialties 
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‘COVERS THE NATION 


North or South, East or West—you will find Film-X or Protex lubricants in many of the 
best independent hardware and implement stores in 40 states as well as in Mexico and 


Canada. 
Apex products include every kind of oils and greases for auto, 


FILM-X truck, tractor, farm and industrial machinery for which there is 


a profitable demand. 
And Apex is growing—every month more customers are asking 
for Apex, more dealers are stocking Apex, more jobbers are 


“v 
PROTEX handling Apex—proof that the Apex line is a fine business 


proposition for both jobber and dealer. 

Through conveniently located jobbers Apex is the largest supplier 
of motor oils'and greases to independent hardware and implement dealers in America. 
For 1945 profits see your jobber about Apex today, or write direct to us. 


APEX O1 PRODUCTS CO. 


MANUFACTURERS OF PETROLEUM PRODUCTS 


ToloPyloloM vill. Wits ab 16) en (Oe MINNEAPOLIS, MINN 
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TO MOISTURE 
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TO FUMES 














PLEDGE 
OURSELVES 


to limit the 
production of 
SYNCHROME 
Aluminum Paint, 
rather thon reduce 
the quality or quan- 
tity of OIL, PIG- 


MENT or SYNTHETIC ‘@) ‘\ : 
RESIN used in it. CENT BR ° _ —l 


CRESCENT == 


116 W. ILLINOIS ST., CHICAGO 10, ILL. ° 1841 





Cres-Lite SYNCHROME is a quick-drying, 
synthetic resin, oil paint. It contains 
325 mesh pure aluminum pigment. 

One coat of SYNCHROME completely 
covers most surfaces with a chrome-like 
finish unsurpassed for its resistance 

to heat, moisture, fumes, weather and 
corrosion. 

Its high hiding power and durability 
make it the best protective coating for 
tanks, stacks, roofs, metal, concrete, 
brick and other types of structures 

and equipment. 


S. FLOWER ST., LOS ANGELES 15, CALIF. 


WRITE FOR YOUR FREE COPY OF *‘A GUIDE TO USING ALUMINUM PAINT” 
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The Sprinkler that Sprayo Squane 


RIEGER 
MAS 


SQUARE 














This Rotary Sprinkler Sprays a Square Pattern! 


The RIEGER “ROTO-MASTER” square sprinkler is a natural for 
a natural market... developed and engineered to assure entire 
energies of sprinkler and water being devoted to the lawn—and 
not to the side of the house, windows, porch furniture, side walks, 
etc. The ROTO-MASTER Square approaches the pinnacle of pre- 
Cision, in its equitable distribution of water throughout the pattern, 
of up to 2500 square feet! Solid brass assembly—and instead of 
easily broken CAST—a base wrought out of heavy gauge steel, and 
baked enamel. The extra large, trouble-free spindle minimizes 
wear; arms screwed in and locked in the rotor hub. With the bal- 
ance of a fine watch, the ROTO-MASTER Square embraces features 
not found in any other spinkler—regardless of price—yet priced 
to retail at only $3.49! 


A Rieger Product— NATURALLY a Guaranteed Product! 


TO RETAIL 
FOR ONLY 


*3.49 


NATIONAL 
ADVERTISING 
will introduce 
the entire 
Rieger Line in 


the Spring of '46 











ANOTHER NEW 


RIEGER 


SPRINKLER 


Covers an Area of 
2800 Square Feet! 


RETAILS 
FOR 


$3.19 


ENGINEERED FOR EVEN WATER 
DISTRIBUTION AT ANY PRESSURE 


The RIEGER “ROTO-MASTER” Round sprinkler 
operates effectively under any pressure, its rotary dis- 
tributing head with two arms, radiating water from 52 
to 60 feet in diameter. Wear is reduced to the minimum 
by the oversize spindle. The “ROTO-MASTER” Round 
is skilfully engineered in modern design, embodying 
precision and balance rarely expressed in any sprinkler, 
regardless of price. Like the ROTO-MASTER Square, 
the assembly is of solid brass, with non-breakable 
wrought heavy gauge steel base, finished in baked 
enamel. 

The acme of dependability and efficiency is the ROTO- 
MASTER Round—and at only $3.19 retail. 


A Rieger Product—NATURALLY a Guaranteed Product! 





QESED 


ROTO-MASTER § 


PAT. PEN, 





NATIONALLY 
ADVERTISED 


Rieger Sprinklers will be 
advertised in all the 
national flower and gar- 


lo 


den magazines. 
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PL1EGEF 


SPIN-MASTER 


PATENTED 


PRICED TO SELL Ag 


1.892 





NATIONALLY ADVERTISED 


Rieger Sprinklers will be advertised in 
Flower and Garden magazines and 


local newspaper garden pages. 


Che Fated 


Selling Sprecher 


0 GAS 


WITH MANY NEW 
IMPROVEMENTS 


Ga Ready 


f+ Fou 
MW 


NEW TURBINE PRINCIPLE 
ASSURES EVEN SPRAY, 
LONG LIFE AT LOW PRICE 


Features the Spinning Turbine Principle! 


Many customers prefer this guaranteed RIEGER “SPIN- 
MASTER” Sprinkler which operates at all pressures, 
spreading water over an even, perfect pattern 32 feet in 
diameter at only 35 pounds pressure. The popularity of 
this model has been substantially enhanced because of 
its fine misty spray that settles itself gently on the lawn, 
slowly seeping its way to the roots. Particularly adaptable 
to newly planted lawns—where dislodging of new seed 
is a concern. The spinner spindle and bearing are large, 
trouble-free. The body and spinner are of rust-proof 
aluminum, with the stud of brass. Coincident with the 
Rieger policy of refraining from use of cast parts—-the base 
is of heavy, unbreakable steel, with baked enamel finish. 
The service and complete satisfaction the Spin-Master 
will give, will many times off-set the retail price of $1.89! 


A Rieger Product—NATURALLY a Guaranteed Product! 








RILEGEB 


ASUSTO-SPRAY 


COSTS LITTLE MORE 
THAN A HOSE NOZZLE— 
LESS THAN A SPRINKLER 


A nozzle—a lawn sprinkler—and over-head garden 
sprinkler, serves each function without removal 
from the hose. The Rieger AJUSTO-SPRAY is 
made of rust-proof metal with a brass spray ajustor 
that can be operated to produce a fine, saturating 
mist or a steady stream at long range. The Rieger 
“AJUSTO-SPRAY,” in addition to its outstanding 
capabilities as a nozzle and a lawn sprinkler, can be 
hung on a fence or a clothes line for fixed target 
spray for flower and vegetable gardens. The grip 
diverts dripping water from hand and sleeve, per- 





AS LAWN SPRINKLER 


Adjust readily to any desired spray 
—place on the lawn and a most 


effective lawn sprinkler is yours! 


AS FIXED TARGET SPRAY 


The Rieger A susto-SpRay 
be hung on a fence or a clothes 
line for fixed target spray for 
flower or vegetable gardens. 


mitting it to run directly down hose. Complete cross 
sectional market testing assures real volume con- 
sumer response — with its remarkable versatility 
offered at a retail price of only $1.39. 


*1.39... 


A Rieger Product— 
NATURALLY 


A Guaranteed 
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HERE ARE THE FACTS: A top quality item that's priced to sell— 
that’s the key to profitable business for hardware dealers! And in 
Swan Rubber Hose, that's the kind of a deal you get—a first grade 


product, priced to meet all competition. 


Expanded Production 
Modern Equipment 


How do we do it? First, Swan, the world’s largest manufacturer of 
small diameter rubber hose, produces a tremendous volume that 
assures utmost economy. Second, only the highest quality materials 
—seamless inner-tubes, high tensile yarns, non-kinking, durable 
covers — are used. Third, Swan's expanded plant facilities and 
modern production equipment (including the 2100-ton encasing 


press, the stripping machine and the hydraulic pump illustrated) 
ete Cross 


me con- 
ersatility 


| 


enable Swan to manufacture this first quality hose and distribute 
it at prices competitive with ordinary, low-priced hose. 

Here's quality. that will please every customer, in every price 
range, selling at attractive prices that will mean more sales, and 


more profits, for you! 


RETAIL 


od pulletin 
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’ illus plete 


Hose. Ask for com 
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describin . and do wt today 
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Soon, you're going to be building [> 
up your set of fine tools. Here | & 
are. assortments to include in | — 
your tool chest of the future— | 
selections that can be added to | 

as needed. — Plomb Tool Com- | 
pany, 2227C Santa Fe Avenue, 

Los Angeles 54, Calif. 


SOCKETS and 
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100,000 new appliance prospects 
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»- ready now! 


INCE 1940, some 700,000 additional farms have been 
electrified. There they are—all wired and ready to 
go; and you know how much equipment they’ve been 


able to get. 


Here’s a huge present market, over and above the 
gigantic market that postwar Rural Electrification 
plans are opening up. Here’s a market ready now, eager 
to enjoy the electrical conveniences for home and farm 


that you'll have for sale. 


To reach this present market, and the even bigger one 
being ripened by REA, tell your story in Country 
Gentleman. Tell it there for three good reasons: 


1. RURAL ELECTRICAL DEALERS 
PREFER COUNTRY GENTLEMAN 
In a recent survey among rural electrical 
dealers, they preferred Country Gentleman, 
as the best rural magazine to help them sell 
their prospects, by better than 2 to 1. 


2. ELECTRICAL MFRS. PREFER 
COUNTRY GENTLEMAN 
For the past 8 years for example, manufac- 
turers of electrical equipment have invested 
31% more advertising dollars in Country 
Gentleman than in any other farm magazine. 


3. FARMERS PREFER 
COUNTRY GENTLEMAN 
A recent survey revealed that Country 
Gentleman subscribers, who also take one or 
more other farm magazines, give Ist prefer- 
ence to Country Gentleman by almost 2 to 1. 


You’ll soon be working hard for sales. Make your 
sales come easier, quicker, oftener— with the help 
of the No. 1 farm magazine. 


rm f* ountry 
= Gentleman 


A 


S 
ac “ r ERTISER 
F ALERS 
¢—_ RURAL DEAL 
th FARMERS . 
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“Don’t worry, Wilbur... 
drinks always stay cold in a THERMOS shaker” 


@ “Keeps hot, keeps cold.” This life-long 
principle of Thermos vacuum insulation ig 
more than a theme of Thermos advertising 
—it’s the theme of your sales. 

Because “Thermos” has faithfully kept 
things hot or cold for countless users, this 
reputation is firmly established. 

Thermos advertising has continued regu- 
larly through the war years, keeping your 
customers informed and interested. (The 


illustration above is from the current Ther- 
mos advertisement in Time and the Post.) 
Thermos is designing many attractive new 
products to add to the peacetime line of 
old favorites. 
All this forecasts greater demand and 
more sales for you. 
THE AMERICAN THERMOS BOTTLE COMPANY 
NORWICH, CONN. 
Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 


These THERMOS products 
will be back again. 





KEEPS COLD THINGS COLD + KEEPS HOT THINGS HOT 
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WE’D LOVE TO PLAY SANTA CLAUS! 


Our fondest wish on this, the first peacetime Christmas in five years, would be 


to pack up enough American Wire Fabrics Insect Wire Screening to fill all our 
orders and deliver it to our thousands of friends in the hardware business who 
have been so patient and cooperative. 

But fantasy must yield to fact . . . and the fact is that the day of shortages 
has not yet passed . . . that the entire wire screening industry is faced with the 
task of trying to meet the tremendous demand which customers are placing 


upon hardware dealers. 


We want to express our sincere wish that yours will be a very, merry Christmas 
... and to give you our promise that we will do our utmost to make the New 
Year a happy and prosperous one by supplying you with as much insect wire 


screening as we can possibly produce. 


AMERICAN WIRE FABRICS INSECT SCREENING MADE BY 


A DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
500 FIFTH AVENUE NEW YORK 18, N. Y. 


Abilene (Tex.) + Boston + Buffalo + Chattanooga - Chicago + Clinton (Mass.) 
Detroit + Heusten + Los Angeles + Philadelphia + San Francisco + Tulsa + Worcester 
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Insecticide 


Profit News 


-—SrONY-VACUUM ANNOUNCES = | 
aue.A-BOO WITH AND WITHOUT DDT!) 


Bug-a-boo, the Super Insect Spray, to be Advertised 
and Promoted Both Ways! 


showed how D.D.T. could best be used in com- 


F of your customers will continue to prefer an bination with Bug-a-boo to produce com- 
does not require the extra pre- pletely efficient results. 


50 : insecticide that doe 
cautions involved in the use of D.D.T. They That’s why now—in time for early spring 
will ask for tried-and-proved Bug-a-boowithout gelling, you'll have Bug-a-boo with D.D.T.—a + | 
product containing not only Bug-a-boo’s time- 


D.D.T. 

Socony-Vacuum’s policy therefore will be to tested insect-killing ingredients, but all the 
advertise and promote both Bug-a-boo with D.D.T. that’s required for residual or long- ti 
and without D.D.T. But regardless of what type lasting effect, and the full amount considered 1a 

- % you sell them, you can be assured it will be justified for home uses. 

> =  Bug-a-boo quality. That means it will still be 

; the super spray that far exceeds Government Bug-a-boo’s price to the trade will be the same 
f *, requirements for a Grade AA insecticide, and for Bug-a-boo with and without D.D.T. 








INVESTIGATIONS have shown that many 










f “" . . 

S ! . : ag will kill all 9 most troublesome pests. Contact your Bug-a-boo salesman or send in your order ; 
" Ss Before putting D.D.T. on the market under ‘t? the nearest Socony-Vacuum office or to 26 Broadway. j 
[ the Bug-a-boo brand, Socony-Vacu om Re New York 4, N. Y. In the Southwest, order from the 
ae ; : Magnolia Petroleum Co., and on the ’ 
ee search Laboratories tested it thoroughly. These West Coast from General Petroleum th. OF ; 
ae tests, made in homes, buildings and barns Corp. of California. j 

e: pecans — { 
| 
| 

= 





po corti Sevke with 3% D.D.T. ! 

; -U.1.—a laboratory- , | 

: eae know they can aus ee 

a : a pe acuum Research Laboratories, birth- 
y of the great developments in the 


chemical industry and allied fields. 
O'BYE BOYS, ITS BUG-A-B00 iO- 
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KELLOGG 


Koiled Kords 


No Tangling—No Dangling 





—No Kinking 


T 


Users Say - 
“A Kellogg Koiled Kord is just 


swell on flatirons—fine for a 
lot of other appliances, too.” 


*,.. certainly gets rid of a long- 
time ntisance—long cords 
dragging all over the place.” 


cord all the time—never too. 
much—never too little.” 


o 
7 


. makes it a lot easier to 
. store an appliance—no long 
cord to wind up.” 


‘... just the right length of . 


APPLIANCE coRD THAT 


Here is one of those once-in-a-blue-moon naturals—an item so visibly 
better and more practical—that sales are almost automatic. Why? Because 
prospects can visualize the advantages of Kellogg Koiled Kords at a 
glance: No more kinking, no more trouble with dangling cords, an end 
to frequent repair and replacement. 

Kellogg Koiled Kords, perfected before the war, proved during the 
war, are now available to the public for the first time—through your 
store. They use no metal springs, no elastic bands. The rubber covering 
itself is permanently formed into spiral shape providing permanent re- 
tractability and maximum conductor life. Outlasts ordinary cords! 

Be the first in your area to offer Kellogg Koiled Kords—the appliance 
cord sensation with applications in every electrified home. We can make 
immediate shipment on early orders through your jobber. Order today! 

A KELLOGG KOILED KORD lee isin 
> _ KELLOGG SWITCHBOARD & SUPPLY COMPANY 
6646 South Cicero Avenue, Chicago 38, Illinois 
Leading Manufocturers of Telephone Systems, Radio Apparatus ond 
~*~ © Industrial Electrical Equipment 


+ 


HARDWARE AGE 











Perfect 
for lrons— 
Equally 
Perfect for 


these and other 
’ appliances 


HATE S-T-R-E-T-C-H-E-S WITH EASE... 


o visibly weTHEN CURLS ITSELF 
Because 
nih ab a OUT OF THE WAY 


3s, an end 


ring the 


igh 
aaccanell Onder Ylow-FoR QUICK DELIVERY 


aunent re- PNilcelai has 


is! FROM YOUR JOBBER 


ppliance 
‘an make Yes— Kellogg Koiled Kords are available Carton of 


2x today! for immediate shipment. Don’t delay—get ot Monde 
them on your counter now. They'll move in 
profitable volume the first day you show 
them. Remember—there’s no competition Easy Lo Onder 


for this patented, exclusive item. Simply order by these code numbers badiahdiddhinininsinton 


No. 6000-2— No. 6000-1— wenroce os 
: Kcided Kor! 


“ 
Self-Display 


AROWS « ROASTERS «HEATERS « WAFFLE (ROWS + HDT PLATES «TOASTERS 


with attachment plug with attachment j 
ond heaterjack plug only SEEN Cote rsmen | 
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EARN MORE PROFITS 


HUDSON —~ 


LOW 
INVENTORY 


PLAN 


Satisfies 90% of Your 
Customers’ Needs 


Here is another step in Hudson’s Merchandising Program to 
help dealers make more money. It’s the Hudson “Low 
Inventory” Plan. From long experience Hudson knows 
customers’ needs — knows the fast-moving patterns of 
Sprayers, Dusters, Poultry and Livestock Equipment. That’s 
why Hudson is able to endorse the “standardized” inven- 
tories shown here —patterns that furnish 90% of your 
sales in these lines. “4 

Think what “standardized” inventory means: (1) Lower 
investment, more money for other purposes; (2) Larger 
quantities of fewer standard patterns, more floor and shelf 
space for other merchandise; (3) No slow-movers, no loss 
at “close-out” prices. All this, with fast turnover assured 
by Hudson quality, Hudson brand acceptance and 
Hudson nation-wide advertising makes Hudson your 


profitable equipment line. 


H. D. HUDSON MANUFACTURING COMPANY 
589 E. Ilinois St., Chicago 11, U!., Branches in Principal Cities in the U.S. 








Tested and Prowed 


* POULTRY 
Seecceeseeeeeseseeeres 


© 1948 uw. H. mre. co. 


ay % Gs 
{na 
ie HOOOR 


Ue - 
HOO OOO 








Get this handy folder 
and latest prices 





BRANCH OFFICES AND WAREHOUSES 


YOUNGSTOWN MANUFACTURING, INC. 


YOUNGSTOWN, OHIO 
363 Peachtree Street NE, Atlanta, Georgia 
363 $. Wall Street, Columbus, Ohio 
217-719 WN. Alabama Street, Indianapolis, indiane 
126 N. 3cd Street, Philadelphia, Penna. 
Expert Department —20 Vesey Street, N.Y. C. 








TRADE MARK 


ALUMINUM TRIM 


PRODUCEO UNDER THE SCHULER PROCESS 


You'll find many profit advantages in dealing with Youngs Manuf: ing, Inc., 
which pioneered in the metal trim industry . . . a “Superior” product, backed with good 
service and the right price set up. Write today. 





Company 





Your Name 





Address 
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NEW BLACKSTONES 


.--are on their way! 








WRINGER WASHERS ¢ CABINET IRONERS © AUTOMATIC WASHERS 
PORTABLE IRONERS ¢ DRYERS ¢ COMBINATION LAUNDRIES 


The wheels of industry are humming at Blackstone. Yes, Blackstone dealers are readying for the greatest 
Close on the heels of wringer washer production profit period in electrical appliance history. A few 
will come Ironers, followed by Automatic Washers, attractive dealerships are still available. 
Dryers ...and then the sensational new Blackstone Get the full facts now, and you'll reap sound profit 


Combination Laundry. in the busy years to come. 





BLACKSTONE CORPORATION, JAMESTOWN, N. Y. 
Vv I C T O R Y BO NDS A Division of Jamestown Metal Equipment Co., Inc. Visit BLACKSTONE'S Exhibit 


WILL BRING aes eo ee 


THEM HOME Space 77 and 78, 17th Floor 


Aceh on Seyieg TESTO A900) a ———— 


PRODUCT of 
Nw AMERICAS OLDEST WASHER MANUFEACTURER 
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Sentinel 


See us at the Show, American - 


Furniture Mart, Space 17-L 


A GREAT NEW YEAR 
A GREATER NEW RADIO 
GREATEST DEALER PROFITS! 


Dealers, customers, everyone, hail the wonderful new 
Sentinels! New materials bring new beauty—color—durability 
... New designs—classical and modern—bring fresher 
loveliness to any surroundings ... New marvels of engineer- 


ing precision—assure unmatched reception-perfection! 


Here’s the complete radio line that builds better dealer 
profits ... with models for every purse and purpose— 
FM or AM, battery or electric, portable and table, 
console and combination record player. Sentinels 


look better—sell better—are better! 


Make 1946 your best business year. Sentinel, the finer, 


faster selling radio will help you do it! 


JentinerD |, | 


SENTINEL RADIO CORPORATION + 2020 RIDGE AVENUE +» EVANSTON, ILLINOIS 
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If you can, there is money to be 
made with 


Delta Homecraft* 
Power Tools 


re 6.A stock 
a city ° 
pres”. 
\ rat- hobbyist* 
cabinet 
Freedom 
. with any 


\er. 
4, Adeavat® = 


5, Facilities for 


Sits.’ ORS 9h oo te em Med 

The nation-wide wave of interest in 
the woodworking hobby which start- 
ed before the war and continued 
through the war years points to one 
thing: There is a large and profit- 
able volume of business in Delta 
Homecraft Power Tools waiting for 
the right kind of dealer. 

In a few short years before the 
war, the Delta organization grew 
tremendously, even through the worst 
years of the depression, as popular 
interest in woodworking hit new 
peaks. A year 4go we ran a contest 
on post-war plans for home shops. 
It was not a simple contest, yet thou- 
sands entered, We had an impartial 
research organization interview men 
all over the country, found that a 
high percentage of them know Delta 
tools, want Delta tools, and plan to 
buy Delta tools. 

Our advertising has featured a free 
booklet on the woodworking hobby. 
Tens of thousands of these booklets 
have been sent in response to inquir- 
ies. The great wave of interest in 
home power tools is continuing. 


- reac 
7. Ability ms oo! 








Here is what Delta offers you 

The best-known name in the field 
and a reputation as the quality lead- 
er. You cam be proud to sell and 
stand back of Delea tools, for their 
accuracy, dependability, and safety 
have been proven in thousands of 
home shops, in war plants, on ships, 
and in foreign lands. 


Here is what Delta does for you 

In addition to providing colorful, 
eye-catching display material, and ad- 
vertising helps, Delta backs up its deal- 
ers with advertising read by millions. 
Mass circulation magazines like This 
Week and Parade, fan magazines like 
— Mechanics, Popular Science, 
and Mechanix Illustrated carry pow- 
erful ads that tell of the satisfaction 
of using quality Delta tools. 


The Delta franchise is valuable 

Delta franchises are restricted to a 
limited number of dealers in each 
general trading area. Delta refers di- 
rect orders and inquiries to dealers, 
refuses to sell direct. 

If the list above describes your 
store, write today and ask for full 
details, 


The Delta Mfg. Co. 


raft 752N E. Vienna Avenue °* Milwaukee 1, Wisconsin 


*Trade Mark Reg. U. S. Pat. Of. HD-10 
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np THE QUALITY PLIERS 
on ships, 
for you GOOD WORKMEN PREFER 
colorful, 
» and ad- Klein Pliers are made for the man who Klein reputation. He has used Klein Pliers 
a appreciates exceptional quality in tools. for years as his father has before him, and 
ike This He knows of the individual handcrafts- they have always stood up, even under 
ines like manship that is so much a part of Klein tough service. 

Science, quality. He appreciates the “hand fit” of Klein Pliers are now being produced for 
(ry pow- the handles with the spring tempering that those workmen who recognize the advah- 
isfaction cushions his grip. He is familiar with the tages of quality tools. Everyone cannot be 

honed knives that stay sharp and assure supplied at once, but your customers know 
sluable clean cutting—the serrated jaws that give a that Klein Pliers are worth waiting for. So 

sure hold—the fitted hinge that operates keep Kleins on your “want list” and your 
me ooh smoothly. Beyond all, he recognizes the ‘jobber will supply you as soon as he can. 
refers di- 


dus marerenanned THROUGH JOBBERS 
eaiers, ign Distributor: i St Electric Corp., New York 


EVER oom WO EER 


32006 


This book on the care and 
safe use of tools will be 
sent without charge. 
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IS BACK AGAIN! 


DISCONTINUED at the beginning of war be- é es CLEAN AND EASY TO USE—Does not stain or 
cause of the critical shortage of ingredients, ** discolor surfaces—it’s white! Noninflammable 
this popular adhesive is again available in © too! And since no heating is required, it’s quickly 
new and improved form. F ‘ and easily applied. 


Here's what it can do for your customers in, ORDER YOUR SUPPLY of Casco Flexible Cement 
a pms qeund Ge See em oe from your jobber today—with each attractive 
- 6-tube carton you get a FREE supply of folders. 


Also available in Ya-pint, pint, quart, and gallon sizes. 


Bonds a Wide Variety of Materials 


Such as: 
Wood Fabric 
Wallboard Leather 
Plaster Felt 
Concrete Canvas Paper 
to 


Metal Linoleum 
Plastics Sheet Rubber 

Glass Painted Surfaces 
Enamel Foil Ete. 


WITHSTANDS SHOCKS—Won’t crack loose. 
Keeps joints flexible—absorbs shocks and ex- 
pansions of widely dissimilar materials that crack 
ordinary “‘brittle’’ cements. 


RESISTS MOISTURE— Makes heat- and moisture- 
resisting bonds in bathrooms, kitchens, etc. 


- co 
Gasen 350 Madison Avenue 
New York 17, N. Y. 


DIVISION OF THE BORDEN COMPANY 
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/T SURE LOOKS GOOD, 
THIS 


ALCOA ALBRON 


Good appearance is only one thing 
you'll like about aluminum paint made 
with Aleoa Albron pigment. Mixed 
with the proper vehicle in correct pro- 
portions, this top grade aluminum pig- 
ment assures satisfaction in many 
other ways, too, 

Painters find aluminum paint spreads 
quickly and easily, gives good coverage 
per gallon, hides well. And when the 
job is completed, they can kiss it good- 
bye for a long, long time. A good 
aluminum paint job doesn’t soon call 
for repainting. 

So it pays to be particular about 
aluminum pigment . . . pays to know 
it is made, as Alcoa Albron is, of metal 
that is 99+% pure aluminum. In Alcoa 

ADVANTAGES OF Albron you get a pigment whose manu- 
ALUMINUM PAINT facture has been rigidly controlled 
from start to finish . . . has been tested 
ai again and again, while in process, to 
high durability assure you of urfiformly high quality, 
High reflectivity good color, — complete satisfaction 
in every possible way. 
High hiding power There you have the reasons why 
s ce te moisture Alcoa Albron has won its reputation 
Resistan as the best aluminum pigment and is 
Resistance to fumes used more widely than any other by 
i heat those who demand best results. 
Resistance to he ALUMINUM CoMPANY OF AMERICA, 
* attractive appearance 1984 Gulf Building, Pittsburgh 19, Pa. 





This means GQ+... assures better Aluminum Print 


When you buy aluminum paint insist on getting Alcoa Albron pigment, made from 99-++% pure alumi- 
num. Purity is vital for best results. Also important is a good manufacturer's name behind the paint. 


ALCOA ALBRON PASTE IS MADE UNDER PATENTS OF THE METALS DISINTEGRATING COMPANY, INC. ALB RON 
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Fert... in IBBZ 


The ORIGINAL Hay Carrier 


@ Here is the world’s first hay carrier, patented Sep- 
tember 24, 1867 by William Louden. 
beginning of the barn equipment industry. It revolu- 
tionized barn design by making possible two story 
buildings in which farmers could store a winter’s supply 
of feeding and bedding. /ust one of Louden’s many firsts. 


This was the 





THE Fret NAME IN 


BARN EQUIPMENT 














STALLS & STANCHIONS 


WATER BOWLS 





—/ 
LITTER CARS 
{i 4 ten 
Si. . 
i 


COW, CALF, 
BULL & HOG PENS DOOR TRACK 


A COMPLETE LINE OF MODERN BARN EQUIPMENT 
Stee! Stalls and Stanchions—Water Bowls—Feed and Lit- 
ter Carrier Systems—Ventilating Systems—Hay Unloading 
Tools—Sliding Door Track—Hog House Equipment— 

Horse Stable Fittings—Barn Plan Service. 








56 


®@ There's good money to be made 
selling barn equipment. But it 
stands to reason you'll make the 
most sales and the most profit with 
the leading line. And the first name 
in barn equipment has always been 
Louden. Louden invented and pat- 
ented the world’s first Hay Carrier 

. . upon which the entire industry 
was founded. Louden also invented 
the first flexible door hanger, and 
introduced the first litter carrier, 
the first practical all-steel cow 
stall, and the first individual Auto- 
matic Drinking Cup for cows. In 
fact, Louden has pioneered and 
introduced practically every piece 
of modern equipment found in to- 
day’s barns. 


Still Peat in 1940 


The MODERN Hay Carrier 


@ An easy running, big capacity carrier, that handles 
loads such as the Iron Claw Fork takes up. Adjustable 
to fit any track. Easy on rope. Roller bearing pulley 
wheels at no extra cost. Swivel that takes out rope 
kinks. Reversible. Attractive, compact design. 


Right now Louden engineers a 
developing other new product 
which promise to help lighten 
farmers’ load, reduce his costs, an 
increase his income. 


So line up with Louden... th 
leader. Even though all the Louder: 
equipment you want may not bk 
presently available, there are many 
attractive money-making dealef 
ships open. Write for full detai 


THE LOUDEN MACHINERY CC 
(Est. 1867) 

512 N. Court Street Fairfield, lows 

BRANCHES: Albany, N. Y. Toledo, ie 
St. Paul, Minn. 


| So) Oho) =.’ 
EveryTHine For FARM BU/LD/NGS 
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MERICAN FEncE is built with 
line wires closer together 
at the bottom to discourage 
rooting—to keep small animals 
in—and to keep predatory ones 
out. It is made of specially 
strong steel to hold even the 
largest, toughest animals. 

Farmers know from experi- 
ence that U-S-S American 
Fence is a permanent fence; 
that it is resilient, springs back 
into position, stays tight winter 
and summer. That’s why there’s 
more in use than any other 
brand. 

We are now in full produc- 
tion on American Fence, and 
we hope that soon we shall be 
able to keep up with the de- 
mand for this popular and fast- 
selling fence. Send for our free 
catalog which gives full infor- 
mation about the complete 
American line, including fence, 
gates, barbed wire, poultry 
fence, netting, and other steel 
products. 


EVERY SUNDAY EVENING, United States 
Steel presents The Theatre Guild on the 
Air. American Broadcasting Company coast- 
to-coast network. Consult your newspaper 
for time and station. 











AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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Note concealed sm 
pipe in above illust 
tion, Write for “ 
to” instructions. 


1946 is Monarch’s Golden Jubilee Anniver- 
sary. This 50th year of successful opera- 
tion is important to you as a dealer. It is a 
convenient milestone to emphasize the 
value of Monarch experience ... . of 
Monarch stability .... of Monarch’s repu- 
tation for quality . .. . of Monarch’s 
hundreds of thousands of satisfied users 
that form a broad reservoir of consumer 
good will upon which to build dealer profits. 


MALLEABLE IRON RANGE CO. 
2425 LAKE ST. BEAVER DAM, WIS. 
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Where You See 
THIS SIGH 


it’s a Big Iron with 26 square inches of ironing surface—with arm- 
saving lightness—only 3 pounds—because it’s built of aluminum. 
Heats Faster because the 1000-watt element is molded’in an 
aluminum sple plate which conducts heat three times faster than 
cast iron. 
Automatic Heat Control with selector dial holds correct tempera- 
ture for any fabric, protects against scorching and saves current. 
Easy-Grip Handle is shaped and placed for perfect balance. Design 
of heel stand makes it easy to tilt iron back gn board without lifting. 
A Big Advantage of this automatic iron is what technicians call 
“fast recovery” when ironing damp material. This means that it 
maintains the h@&t more evenly. 

With these and many other features, this iron is 

a real satisfaction to use. It’s built for years of 

dependable service. And the low price $ 9 27 


makes it by far your best buy . . . only 


The Arvin-All Metal ‘ = Strong, tubular frame. 
froning Table with Down... Firm, cross- braced top 


Perforated Top hetps Through Pertorated top and many other new 
speed up your work. +? features you tl like. 


. ARVIN is the name on Products of Experience Coming from 
NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana 


ARVIN 7emly PRODUCTS | 


DEALERS EVERYWHERE will be shawing Arvin Aptomatic Electric !rons and All-Metal Ironing 
Tables —Alsa Arvin Top Flight Radios, Arvin Metal-Chrome Dinetté Sets, Arvin Outdoor Metal 
_ Forniture, Arvin Portable Electric Heaters, Arvin Roll-a-Round Laundry Tubs, Arvin Car Weaters. 
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the safer 
no-burn heater 
most people 


prefer 


WITTIE 


Honea | LStzerty 


NATIONALLY ADVERTISED IN 


Wey bi 1 | ee 


2 Cs 
ool WOESPRET TING 


OU’VE never seen a heater like this! Wittie 
Portable Electric Heater provides real STEAM 
heat . . . quickly and economically. Not just “fire- 
place” heat . . . but uniform warmth that’s air-circu- 
lated to every corner of the room. Wittie is safer 


and cleaner, because it has no exposed glowing coils 


to cause fire or burn. In light-weight luggage design 
—handsome as a piece of furniture. 


* 
SPECIFICATIONS: 2142 x 17 x 7% inches; automatic 
safety shut-off; 2-stage heat regulator; operates on AC 
current; three attractive colors; in “Fan-Blow” or Con- 
vection models to suit individual needs. 


Established 1932. Wiitie's War Role—designing, en 
gineering, and building ventilating equipment used 
in tanks, planes, and ambulances. 


W iTT fe M F G. & SA L f Ss C o. General Offices and Plant: 1414 S. Wabash Ave., Chicago 5, it 


Branch Offices and Representatives in New York, Kansas City, Los Angeles, and Detroit. 
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Certain Smart stores are 
due for extra fan profits in 4p! 


% | said “EXTRA!” or 


won't be sold on every corner. 


eS U7, 


rt tee P : ; 
better stores ‘(el get first crack at this -real opportunity for 
&& 
extra fan sales. ¢ $ >} Victron extensive advertising will help plenty. 
"ab T\, oV 


The new Victron - fans are better looking, better quality than 


ever. Your eyes BS will tell you. They're whisper quiet-- 


$ 
ae ; 
your ears Ri will tell you. They're priced right-- Vee 


Vittie 
EAM . = 
% your customers will tell you. So, be smart and get aboard the 
fire- nag 
- oe  — 
ircu- . ‘ r . ‘ 
Victron Profit Special. Write today for details. 
safer G 
coils 
et MANUFACTURER OF VICTRON DESK AND PEDESTAL FANS —VICTRON AIR CIRCULATORS—VICTRON EXHAUST 
"sign FANS—VICTRON VENTILATORS —VICTRON PORTABLE IRONERS—VICTRON F.H.P. MOTORS 


VICTOR @p ELECTRIC 


PRODUCTS INCORPORATED 
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What do you think the 
rowd is looking at? 


Wes / 


FER 


- 


Va 
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HE New 1946 Lionel Trains! — 

better than ever after four years 
of absence during the war. Beautiful 
pe in their sleek, swift lines! Dif- 
ferent too!—because they boast brand 
NEW electro magnetic remote con- 
trol rea! railroad knuckle couplers, 


solid steel wheels, and new die cast 
trucks! There weren't half enough of 


wf What else—but the sensation of every Toy 
‘7 Department this glorious Christmas 1945 


them we know. But that's to be ex- 
pected when we had so short a time to 
reconvert and when we are making 
precision - built trains of watch - like 
accuracy. But there will be more and 
more LIONELS as each week passes. 
You can tell your customers that — 
because the real model railroad fans 
will wait for their LIONELS! 


It’s “Full Speed Ahead” at Lionel! 
More Trains are on the way to your store! 
Sensational surprises coming in 1946! 


THE LIONEL CORPORATION, 15 EAST 26TH STREET, NEW YORK 10, N. Y. 


Y, Vig 


LIONEL 





CHEM-LAB I 


Chemistry Sets 





WHO SAID 


"Jt Cant 


Roem ae), lcm Vcleom) ia) 43.3: 
STARTLED TO READ IN\A 
REPUTABLE MAGAZINE A 
VERY "SCIENTIFIC’’ ARTICLE. 
THE ARTICLE STATED ( WITH- 
OUT PROOF) THAT "JET 
PUMPS ARE NOT PRAC- 
TICAL FOR LIFTS OF OVER 
100 FEET.'' IN FACT, THE 
AUTHOR REALLY STUCK 
HIS NECK OUT, BY CLAIMING THAT 
JET PUMPS WERE BEST EMPLOYED 
AT LIFTS\NOT EXCEEDING 60 FEET. 


WE WOULD HAVE RE- 

FUTED THOSE STATE- 

MENTS SOONER, BUT 

WE HAVE BEEN VERY 

BUSY DESIGNING 

AND BUILDING JET 

PUMPS WHICH ARE 

EFFECTIVELY DELIVER- 

ING WATER FROM 

DEPTHS VARYING 

FROM 180 TO 300 FEET!... AND NOW WE 
HAVE A REAL SURPRISE FOR THE GUY WHO 
WROTE THAT ARTICLE... 








THE NEW 
JACUZZI 
Custombull 
PUMP IS DOING 
A SPLENDID JOB 
PUMPING FROM 
A DEPTH OF 600 


WHICH ALL ADDS UP TO i 
ONE TREMENDOUSLY IM- 
PORTANT FACT: IF YOU 

WANT TO STOCK A PUMP & 
LINE THAT INCLUDES EVERY ES) V 
TYPE OF SHALLOW WELL 
CENTRIFUGAL AND DEEP 


FEET! 
*PROBLEM 

IN LEXINGTON, KY.) 500 G. P. H 

620 TO WATER — 6 (1.D.) WELL 
SOLUTION 

A JACUZZI 10 H.P. CUSTOMBUILT 

MULTI-STAGE DEEP WELL INJECTOR 

PUMP. CAPACITY 650 G.P.H. FROM 

620’ TO WATER 


et 


WELL INJECTOR PUMP...A 

A PUMP LINE THAT IS NOW, ( ‘ 

AS IT HAS ALWAYS BEEN, 

THE PIONEER IN JET PUMP DEVELOPMENT... 


INVESTIGATE THE JACUZZI LINE AT ONCE. 

P. 5S. OH YEAH! FOR YOU-KNOW-WHO’'S BENEFIT, WE WANT 
TO EMPHASIZE AGAIN THAT THE CUSTOMBUILT IS A JET 
PUMP, TOO 


LGCUZZE 


The Original Tujector Type 
PUMPS 


AND WATER SYSTEMS 


FOR SHALLOW WELL LIFTS TO 25 FEET and/or 600 LBS. 
FOR DEEP WELL LIFTS TO 600 FEET 


FURTHER INFORMATION REGARDING THE CUSTOMBUILT PUMP IS AVAILABLE ON 
REQUEST. SEND ALSO FOR OUR NEW 64 PAGE GENERAL CATALOG, SHOWING 
THE COMPLETE JACUZZI LINE. ADDRESS 


- , JACUZZI BROS. Inc. ec eats 
DEALERS AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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When he asks for a 
Swiss Pattern File... 


atti ee ee 























— 
You know your customer is doing precision filing—cutting and finishin ae a 

dies or tools to exact specifications . . . sudan diab as clocks . iz APPLICATIONS of HELLER “NUCUT™ SWISS PATTERN FILES 
working on delicate and intricate parts. More than anyone else, he will be SHAPE CROSS SECTION GENERAL USE 
interested in the file that will do the best and most accurate work possible. a ——— 

What shape, size and cut of file is best adapted to the job he has to do? 
The accompanying chart will give you the answer. It lists the more com- 
monly used Heller NUCUT Swiss Pattern Files. It also itemizes a number WARDING Slots 


of other shapes that will prove successful for certain highly specialized SQUARE Corners, Holes 
work. 3-SQUARE Corners, Holes 


ROUND Corners, Holes 
3g ROUND Corners, Holes 











PILLAR Flat Surfaces, Slots 

















But don’t stop with Swiss Patterns. Tell your customer about Heller 
NUCUT Machinists’, Mill-and Saw Files. . . the files that feature the 
patented “Wavy Teeth” . . . the files that have both coarse and fine teeth Knere Slots 

for both cutting and smoothing at every stroke! We shall be glad to CROSSING Corners, Holes 
help you select the right sizes, shapes and cuts of Heller NUCUT to EQUALLING Slots 

meet your needs. BARRETTE Corners 


CROCHET , Slots 
HELLER BROTHERS COMPANY ann 
Needle +f ie. or wotch mokers. Die Sinkers’ Files: For moki ies. 
America’s Oldest File Manufacturers — Good Tools Since 1836 Poroliet med pay rt mo poms ean ah ‘Sten For rnin on 
Newark 4, New Jersey * Newcomerstown, Ohio sts sa lag 





























| WAVY-TEETH 
HELLER FILES 
W 
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"ll H “Ss 
put... YOU ave it Soon 
New and improved Star Brand Wire Cloth is still 
under wraps .. . but not for long. 
You'll have it soon . . . finer and stronger wire 
cloth, stamped with the famed Hanover Star... 
symbol of complete protection against insects 
HANOVER in any and all climates. 
STAR BRANDS Star Brand quality, combined with new point-of- 


sale promotion, provides increased sales and 
AVAILABLE NOW increased profits for hardware dealers from 


* Electroplated Steel coast to coast. 
gg A) Saal These are sound reasons why you should write 
* Bright Bronze for the complete Hanover Star Brand story... 


Available in 24”, 26”, 28”, 30”, 32”, Today. 


36”, 42” and 48” widths. 


WIRE CLOTH COMPANY 
HANOVER, PENNSYLVANIA 


Awarded for quality and quantity 
production of Hanover Wire Cloth 
for the Armed Forces. 
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Millions Want Them’ 


THESE SHEARS THAT MAKE 
HOME DRESSMAKING EASIER 














SELL A LINE THAT'S FAVORABLY KNOWN 


Today’s equipment buyers are “quality” conscious. They will not 
accept “unknown” brands. They want to not only know what it 
will do for them, but who makes it. If you can tell your prospects 
that the equipment you are selling is a product of General Motors 
it will help you turn prospects into customers. 
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DELCO Shallow Well 
Water System, 
Model AAT42 
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Delco Water Systems are built in thei» 
entirety by the Delco Appliance Division 
of General Motors Corporation. Quality is 
controlled to General Motors standards of 
precision in each step of manufacture to 
final inspection. Result: Delco Water Sys- 
tems will give your customers superior per- 
formance and long, trouble-free service. 
A franchise may still be available in your 
community ... write for full information. 





I am interested in your plan for dealers. 
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cencens wanowane U. EVERYONE & CO. wu surruis 


EVERYWHERE, U. S.A. cones 


ind 

















w 12 INCH WAM q ; my NEW 12 INCH 
MERCULAR saw ‘ e ; : CIRCULAR SAW 

















Oth. 
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MEANS OF FASTENING * 


+. 
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OF 20,000 DIFFERENT % 


The complete Republic 
Upson line gives you one 


source for your needs 


We could set up 3333 different sets of sixes and 
never use a single item twice—so broad is the 
Republic Upson Line of headed and threaded 
products. And that means time and money sav- 
ings to you in locating and ordering fastenings. 
For whatever you need, Republic Upson prob- 


ably has it. 


Republic Upson Quality means dependable per- 





formance—bolt heads that are sharp cornered and 
straight sided, that fit wrenches perfectly—shanks 
that have accurate diameters—threads that are 
precision formed and clean. Upson assemblies 


start quickly and turn up easily to a tight grip. 


That kind of bolt and nut performance may mean 
better service for you. So, remember the 20,000 Re- 
public Upson Quality items. Standardize on them. 


REPUBLIC STEEL CORPORATION 


BOLT AND NUT DIVISION e¢ CLEVELAND 13, OHIO AND GADSDEN, ALA. 
Export Department: Chrysler Building, New York 17, N. Y. 


REPUBLIC 
STOUR RL 


Other Republic Products include Woven Wire F 
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y non- 
Every Farm, Home, breakable, 
Plant in your non -inflam- 

Territory } mable. 
Needs It *% Only 3 parts, 
can't get out of 

S order. 
Literatere w& Instantly inter- 
changeable, precision 
fitted nibs. No tools 
required.. 

%& Marks at a touch. Speeds 
work. Eliminates fatigue. 


to use. 


%& Unconditionally guaranteed for 
mechanical perfection. 








* 


% Quick, clean, always ready — 














4 THE 
S297 cOLUMBIAN \ 
ee | VISE MPC. 


CLEVELAND / 
4, OHIO mers. 


WORLD'S LARGEST MAKERS OF VIS 


BOILER 
PLUGS 


Easy to install, permanent, 
inexpensive. 
Tested under 225 pounds di- 
rect steam pressure. 
The new. simple way to stop 
boiler leaks positively. 
Anyone can install ‘em. 
/ A —_ _— profitable 
BZ quality e. 
), WWSTALLATION Just display ‘em. they sell 
themselves. 


MOLLY CORPORATION 


Sales Headquarters 
2-260 GENERAL MOTORS BLDG 
DETROIT 2, MICH 


122 E. 42ND ST 
NEW YORK 17, N.Y 








MODEL 1437 
1% INCH DRILL 

MALLDRILLS put extra torque into drill bits that speeds 
heavy production and general maintenance drilling of 
metal, plastics and wood. Light-weight — compact design 
and perfect balance add to their adaptability. Special +t 
alloy gears and self-lubricating bearings assure increas 
speed, cool operation and long service. Easily serviced— 
commutator can be inspected and brushes replaced without 
dismantling drill. 4” model is available in two spe 
Both 4” model and %” model operate on 110-volt AG 
or D.C. or 220-volt A.C. or D.C. 


Ask your Jobber for these nationally advertised power tools or write dirett. 


MALL TOOL COMPANY Chicago 19, filinels 
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Wl WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 





Universal Pietures’ Popular Character 


Fauorcte of Willions of Children 


WITH THE NEW FLEXIBLE 


MAGIC SKIN FINGERS 
THEY DO ALMOST ANYTHING 
THAT HUMAN HANDS CAN DO 





We approach the Christmas Season 
with humility and gratitude...thankful for 
the return of peace to our country and to 
the democratic peoples of the earth... 
humble in the realization of the glorious 
future that patient understanding and 
wise use of atomic energy have in 

' store for all of us. 
We, of Camillus, dedicate our- 
selves in the New Year to further the 
interests of our coworkers, custom- 
ers ‘and sources of supply by a 
liberal and just labor policy, by 
producing pocket knives of good 
quality at reasonable prices and 
by a fair attitude toward our 
competitors. ; 
In that spirit we shall go 
forward toward greater 

achievement. 

Cordial Holiday Greetings, 


Wa, 


Chairman of the Board 


_Ideal’s. new glamour boy bunny... A 
great big 22” soft stuffed rabbit that will 
delight millions of youngsters who see 
him bouncing on and off the screen. 
“Oswald” retails for $3.98. 


“Oswald” is but one of dozens of new 
numbers in Ideal’s. 1946 line of Deluxe * , 
' Easter Toys. 








we | WRITE FOR CATALOG OF IDEAL’S 1946 EASTER LINE. 
IDEAL NOVELTY & TOY CO. 


NEW YORK 17, N.Y. 200 FIFTH AVE., NEW YORK 10. N.Y. 


CAMILLUS CUTLERY COMPANY 
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cHICAGo TP ELASR 


No. 181 
Successful Rubber Tires 


“CHICAGO ex (it 
WARE Th. - states 


cHICAGo ==. SCOUT 
FLY iy “ter Skates 


-cnICAgg’S r ie, 
WARE Rolle 


The war is over — but three major problems still confront us. 
. Materials — which are not available. 
. Labor — shortage in productive help. 


. Reconversion — adjustments required due to present 
material and labor costs to provide adequate pricing. 


We are hoping that relief will come shortly so that we can serve our 
dealers in 1946. But until it does, we cannot make any promises on 
roller skates. 


CHICAGO ROLLER SKATE CO. 


4456 WEST LAKE STREET CHICAGO 24, ILLINOIS 
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QUALITY CONTROLLED 


A few of Buffalo 
Bolt Company’s 
modern threading — 
machines. Ii 


Foon billet to the final 
threading, the processing of every 
circle © bolt and fastener 
is controlled in one plant—the 
largest integrated independent in the 
country. This accounts for the 
uniform dependability and accuracy of 
Buffalo Bolt Products. 


COMPAN Y 


NORTH TONAWANDA, NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


Nae 








ed 





QUEEN 


ALB 
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BETTER 
CODER 
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All our priceless war-gained experience is now 
being incorporated into the manufacture of LUX 
Clocks. Soon your share of the finest LUX Clocks 
ever made will be on its way to you. 

Dependable, handsome clocks of precision-ac- 
curacy .. . clocks you will be proud to display 
and recommend. 





What better time 


than now 


All LUX Clocks are being distributed under an 
equitable and fair allotment plan. Shipments to 
all customers within any given territory are being 
made simultaneously. 


Buy More Victory Bonds ... 


LUX CLOCK MFG.CO., Inc... WATERBURY, CONN. 


Sales Division - DE LUXE CLOCK & MFG. CO., Inc. | 


New York—1107 BROADWAY « Sen Francisco—833 MARKET ST. 
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NOMA ELECTRIC CORPORATION 


HE NOMA BUILDING 
a WEST I3T*® STREET 


| NEW YORK 11,N.Y. 


HeENR! SADACCA 
PRESIDENT 


Dear Friends: 
Merry Christmas/ 


What a fine ring that greeting has this year, for at last we have 
*"Peace on Barth"s For us at NOMA it is an/ exceptionally happy 
holiday seasons Our third Christmas in toy business finds us 
enjoying the wonderful cooperation and confidence of our friends 
everywhere. . 


We have come through the war more deteriiiued than ever to continue 
to justify the faith you have had in us a by providing a line of 
NOMA TOYS UNPRECEDENTED IN SALES APPEAL = and by backing you every 
inch of the way with a consistent program of top~drawer adver tisinge 


What's more = NOMA'S Research Department is now investigating new 
materials developed during the war and new methods of toy manufacture 
so that very shortly we will swing into production on some of the 
spectacular toy ideas that have come out of NOMA'S $50,000 Toy Fund. 


As the 1945 season comes to a close and we look ahead toa great . 
Yew Year, let me reiterate ny pledge to you eee we will do every thing 
in our power to make NOMA the greatest name in toys just as NOMA has 
long been "The Greatest Name in Christmas Lighting"e 
With best wishes for a happy and profitable 1946+ 

Sincerely» 


NOMA ELECTRIC CORPORATION 


Henri Sadaccatdd 


eS EE ee 
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Bi FIRST to Show this NEW 
Line in Your Locality - - - 








STEEL KITCHEN SINKS 
DESIGNED TO WIN THE HEART OF 
EVERY HOME-MAKER 





The Promise of After-the-War Improvements has many a housewife looking forward and 
eagerly planning to refurmsh her home. And the first to keep this promise stand to reap 
a mighty harvest. That's where you come in. Display Paragon’s complete line—(Every 
one a De Luxe Model) — and you will soon discover that sales are boundless as the sky above. 


AND what’s more—our policy of selling direct to the trade 
means you cash in on all the profit there is to be made. 


Be the first to show this Paragon Steel Sink line in your locality. Get your order in ahead 
of time. Do it today! 


YOU CAN SEE these FAST Selling Models Plus our HANGING WALL CABINETS 


at the | * * x FURNITURE SHOWS xxx 
CHICAGO Furniture Mart. N. Y. Furniture Exchange 


710 10 SPACE 1044 “srr. SPACE 1613 














DETROITER 6666 REGAL 6665 TRAYMORE 6488 





EEO SN For the lete 19 


Paragon Utilities Corp. - 50 Ven Dam st. - Brooklyn 22, N. Y. 
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Paragon 


Super-Self-Selling 
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WALL TYPE FAUCET 


STAINLESS STEEL 
BOUND LINOLEUM TOP 


wet 


RUBBER BUMPERS 


rr 


OUNTER TOP 
INSULATED DRAWERS 
AND DOORS 
CHROMED HARDWARE + 

SELF LOCKING 

DOOR HINGES 
BREAD BOARD 

WITH SALAD FACING 


SERVICE DRAWERS 


BULLET DOOR CATCHES 


BEVELLED GRILLE 


REENFORCED GIRDER 
ON WALL PANELS 


SOAP AND 
POWDER BASKET 


THE KING 666 - THE QUEEN 654 


CHROME BRASS 
FLAT STRAINER 
—s" AND TAIL PIECE 


NON POROUS 
CHINA SINK 


CUTLERY DRAWER 


CAKE DRAWER WITH 
VENTILATING COVER 


TOWEL BAR 





VEGETABLE BIN WITH 
PERFORATED SIDES 


RECESSED TOE 8ASE 





THE COMMANDER 660 














ORDERS SHIPPED IN ROTATION RECEIVED 


CHIEF 642 GRENSTED 6441 


Efficiency keynotes this compact 42"x2S° 
tingle-bow] unit. Constructed to provide 
complete equipment and « maximum of 
storage space, it also lends an appear- 
ance of sise to the kitchen of limited 
dimensions. 


TUDOR 641 


' Charming in its simplicity, this 42” x25" 
two-door single-bow!l model nevertheless 
has all the standard equipment features 
of the larger unite, such es insulated 
doors, bullet catches, towel bar and 
soap-and-powder container. 


Iucluding All Steel Hanging Wall Cabinets! 


PERMANENT DISPLAYS: NEW YORK FURNITURE EXCHANGE © CHICAGO FURNITURE MART © SAN FRANCISCO WESTERN MERCHANDISE MART 
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Ps e , All mats are made of 
Bi ; . heavy insulation ma- 
ee uM ag as terial. Surfaces have 
&: hard finished plastic 
cs: _ Betty sreun niet sia 


lacquer. Washable— 


display at the or durable—heat re- 


sistant. 


© wousewant SHOW —— 


Dec. 30th—Jan. 4th 


: 4 “¥ 3-PIECE SETS 
S (TZ The new “Betty Brewer Plastic fas ‘ he Consist of One 
Mats—to be introduced at this show. - @& : 7 x 10 inch, Two 
td ea p ee 866 x 8 inch Mats. 
The first 4-piece Betty Satie ot , 
“Bleed Edge” Litho Mats — New ~ 4-PIECE SET 
beauties with worlds of sales appeal. Sah ’ we He a 


Mat—Pi Mats 
Sq The new Betty Brewer Display ' b Sen a “9 
and Sales Helps for dealers. . . No. 59—3 Pes. 





* Betty Brewer Sales Representatives: 
R. H. BARKER, Route 2, Sand Lake, Michigan - sae 
LEWIS C. BRADY CO., 483 S. Race St., Denver 9, Colo. 
8. A. BROMWELL, 723 12th St, N. W., Washington, D.C. 
BOUDROT & GARSIDE, 157 Federal St. ‘Konan iy : 


“elm Paced RS >; No. 53—3 Pes. No. 58—3 Pes. 
THE MARTIN CO., qos ae aves arog ae 





® All mats come transpar- 


PLASTIC MATS S  enty wrapped and pact- 


ed in attractive Betty 


~ ve ) ll Brewer display boxes. 
<= —— 
- ~ 


4 
A NEW LINE OF MATS TO 
BE ANNOUNCED SOON 
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 Llse Two Burners for 
COLD WEATHER 


© Use One Burner for 


CHILLY WEATHER 


Write us 
FOR NAME OF YOUR 
NEAREST DISTRIBUTOR 


- ¥#*LO-PILOT 


Exclusive Feature 


Patent Pending 


Ne. 4428 PARLOR FURNACE 


Disptay CHICAGO AMERICAN Furniture Mart — 17! Floor — JAN. 7 


pp 


| ALLEN « MANUFACTURING CO., INC., NASHVILLE, TENNESSEE 
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Doctor Russell H. Conwell 
tells the story of 4 Persian who 
sold his farm to 9° forth into the 
world and seek his fortune. 

On the very farm he left, the 
new owner discovered dia- 
monds which ultimately led to 
Leet. 8. ewere 6 J er the founding of the fabulous 

Portland, Oreste Golconda Diamond Mines. 

Countless businesses, large 
and small, are today overlook- 
ing the vast "Acres of Dia 
monds” that can be theirs for 


the mining. 














w. M- wyeth. president 
wyeth Hdwe- & = Co. 
Chorles L. Wheeler, Pres- 5 Gen. Mar. + ard 

The Salt Lake Hardwere Co- 

Salt Lake City. Uper 














E. W. Hordin. oe 
Amarillo Hardware ce: 


Amarillo, Texas 





President 
-dware Co. 
$. Calif. 





























Jj. Fred Ryan. Gel. Mgr- 
Momsen Dunnegon Ryo" Co. 
El Pose. Teqes 


Edwin F. Floto. president 


¢ 
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After ten *y a 
years of proving the sou 
. _ united in Liberty Di . te nee te 
a stake in their ACRES OF DIAMONDS. | a 


Through their combined visi —— 
: . vision and str 
rpc han ef tl male ry 
90 help ands forth as an American Giant of Distributi erty Dis- 

you mine ACRES OF DIAMONDS. on, ready 


U Masee*: 
D ol ee Oe DISTRIBUTION 





TO YOU AS A MANUFACTURER— 
These 24 great Hardware Wholesalers, 
united in Liberty Distributors, offer you 
immediate nation-wide distribution 
through 70,000 established retailers. 

The 1200 trained and experienced 
Liberty salesmen sell over One Hundred 
Million Dollars ($100,000,000) worth of 
merchandise annually. Let these alert 
salesmen go to work for you. 

Liberty's 43 strategically located 
warehousing facilities are at your 
service, 

You can gain tremendous volume at 
low cost, while reducing your problems 
of national distribution to a minimum. 

» Start mining ACRES OF DIAMONDS 
\ with Liberty Distributors NOW. 


1 YOU RETAIL DEALERS—Cash 

p huge buying power! Your nearest 

Eiberty Distributor member, united 

with 23 other great wholesale hardware 

houses, concentrates on buying values 
that let you beat competition. 

No matter where you live, one of the 
Liberty's 43 warehouses is near you, 
stocked with money-making merchan- 
dise for you. 

Every minute of each day 125 Liberty 
buyers search the market to find the 
lines your customers want most. 

BE YOUR OWN BOSS—while min- 
ing ACRES OF DIAMONDS. Contact 
your nearest Liberty Distributor. 
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AT THE NEW STANLEY CABINET HARDWARE! 





Dealers who have their eyes on the future 
will be happy to know that the new line 
of Stanley Cabinet Hardware is in 
production. 

Although we are not quite ready to 
show you the new designs, we can tell 
you this much: The new Stanley Cabinet 
Hardware was created by two of Amer- 
ica’s leading product designers. It has 
been consumer-checked and enthusiasti- 
cally okayed by a nation-wide “jury” of 
housewives. It embodies many new style 
and operating features no other cabinet 
hardware offers. It is complete . . . with 
patterns to suit every taste at prices to fit 


every budget. And it will be nationally 
advertised in leading homemaker 
magazines. 

Remember . . . it will be a cinch to sell 
cabinet hardware — any cabinet hardware 
for a short time after production gets roll- 
ing. The Stanley Dealer will not only get 
his full share of that business, but once 
the spending spree is over, he'll also get 
the long-pull profits that will continue 
with Stanley leadership in cabinet hard- 
ware beauty and quality. Watch next 
month’s issue for complete announce- 
ment. The Stanley Works, Cabinet Hard- 
ware Division, New Britain, Conn. 


STANLEY 


TRADE MARK 


Catercet Marwtwaer 
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Informal Editorial Comments ... 


Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








Merry Christmas! 


kr the first time in four long years, the 
e 


ntire staff of HarpwaRE AGE is able to 

extend — without reservations — its best 
wishes for a very Merry Christmas to all hard- 
ware men and their families. 

Four years of bitter war are behind us and 
victory at last belongs to the cause of right and 
justice. At last, during the approaching festive 
season we can have a Christmas like unto those 
we enjoyed in the past. But we should pause in 
our joy to be humble with gratitude to God and 
to the millions of men and women of the armed 
services who brought us peace with victory. 


Our country has never heard the crash of ex- 
ploding bombs and, from ocean to ocean, our 
land remains unscathed by the ravages of war. 
We have much to be thankful for and we 
should, in large measure, enjoy a truly Merry 
Christmas. At the same time, we should pause 
in our joy to offer up a heartfelt prayer of sym- 
pathy to the families of those who have borne 
the battle and have paid the supreme sacrifice 
or have been maimed. And also let us offer 
a prayer for the safety of the millions who 
still remain overseas in the hope that another 
Christmas will see them home again in a land 
that will be forever peaceful. 


Peace on Earth to Men of Good Will 


WHORE 


Would You Believe It Possible?— 
We Wouldn't But We Heard It Over the Radio:— 


PLEASE remember at least 

a few of the many news- 
paper and radio stories (for 
many years) which have men- 
tioned, favorably or other- 
wise, the movements of the 
two largest organized labor 
groups, i.e., The American 
Federation of Labor and the 
Congress of Industrial Organ- 
izations, more familiarly 
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known respectively, if not al- 
ways respectably, as “A.F.L. 
and C.I.0.” 

And then realize that a pre- 
sumably normal American 
audience attending a nation- 
al radio broadcast program 
of a spaghetti factory offering 
substantial sums of money as 
well as what sounded like very 
attractive merchandise prizes 


failed to identify the meaning 
of “A.F.L.” and/or “C.I.0.” 
despite great prompting by 
the “anxious-to-pay” radio 
program men. This took place 
Saturday, November 24, 
1945. If we hadn’t heard it, 
we would find it difficult to 
believe. In fact, we almost 
disbelieved our own ears. 

It seems to us, that, under 
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present badly upset labor-in- 
dustrial conditions, it should 
he truly impossible for any- 





one to not know what “A.F. 
L.” and “C.1.0.” mean. Per- 
haps not knowing is a_ basic 





* + * 





Retail Conventions Are Back 





factor which has _ enabled 
“strange” strike situations to 
continue in so many places. 










And Many Without Exhibits:— 


RACTICALLY all retail 
hardware associations will 
have conventions in 1946 but 
many will not have exhibits 
—an obviously important 
source of income for most 


state association activities. 
As we understand it, the con- 


vention exhibit idea was not 
started by state retail organ- 
izations as a means of obtain- 
ing additional and, at the 
same time, probably sorely 
needed income, but came into 
being because manufacturers 
and wholesalers felt that an 








x* * * 








Retail Conventions Have Many 


exhibit would be a worthwhile 
investment from their stand- 
points. On that basis, the ex- 
hibit idea is very sound and, 
when and where needed, 
should be resumed. On any 
other basis it should be dis- 
couraged. 








Serious Problems to Consider:— 


HEN retail hardware 
associations meet in 
1946 theré will be many prob- 
lems meriting the very earnest 
attention of all retail hard- 
ware men who attend them. 

Fundamentally, it may be 
assumed they will consider 
and discuss retail hardware 
problems and the probable 
competitive conditions, both 
new and old, that can be 
expected. 

For collective and individ- 
ual action, there are several 
very important matters to be 
considered. Outstanding  a- 
mong these are: 

1.—The Co-ops enjoy an 
unwarranted tax exemption 
on what any tax-paying bus- 
iness operation would be 
forced to call “profits”. The 
Co-ops should be taxed and 
can be, in our judgment, if 
there is fast action on the 
subject. See any recent issue 
of Harpware AGE, for the last 
two or three years, for fur- 
ther data. 

2.—Millions of dollars in 
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what are actually retail sales 
are made without any retailer, 
in any field, making a prof- 
it. These “trade diversion” 
transactions are wrong. Six of 
our 48 states have said so 
with appropriate legislation. 
These states are: Minnesota, 
Pennsylvania, Michigan, [II- 
linois, Wisconsin and Ohio. 
The other, 42 states have 
either not paid ariy attention 
to this obviously unfair com- 
petition, or at least have done 
nothing about it. 

3.—OPA’s price absorp- 
tion policy is fundamentally 
unsound. In fact, we feel its 
entire attitude toward tax- 
paying business operations, 
especially distribution bus- 
inesses, which is our chief and 
only concern—are completely 
unsound. We feel it is time 
for OPA to either quit com- 
pletely or to listen and heed 
some of the suggestions which 
many competent business men 
have offered. Always when 
talking about OPA it is neces- 
sary to advise readers to start 





off any and all discussions 
about OPA matters with a 
firm declaration that no hard- 
ware men favor “inflation”. 
Otherwise any complaint may 
be knocked out, before it 
starts, by the official, though 
not especially impressive 
“comeback”, literally snarled 
out, “Oh so you favor infla- 
tion’. Of course, no sane man 
does. 

4.—‘Regulation W” is on 
the fire. Well organized retail 
credit associations favor its 
discontinuance at an_ early 
date. The last word we had 
from hardware wholesalers 
and retailers indicated very 
positively that a great major- 
ity of hardware distributors 
wanted this, and this alone 
among all war-time govern- 
ment restrictions, continued. 
If retailers who gather in con- 
vention in 1946 feel the same 
way about it there should be 
some co-ordinated action on 
the subject. Otherwise there 
may not be any “Regulation 
W” in a few months’ time. 
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First—Sell Wiring | fo 


G. P. SCHWABACHER 


Mae: has been 


written during the last year about 
the tremendous size of the rural 
electrification market. It has been 
pointed out that the farmer un- 
doubtedly would buy many home 
appliances and electrified farm 
equipment provided electric sup- 
ply lines were extended to his 
farm. It is also a fact—and a 
most encouraging one—that farm- 
ers who now are served with elec- 
tricity will want to own additional 
electrical equipment as soon as it 
becomes available. 

The electrical industry will 
surely develop new appliances and 
improved farm equipment so that 
a continuous market for replace- 
ments and additions will develop. 

This long term business—the 
development of the rural customer 
from a one-time buyer to a steady 
year in and year out patron—can 


best be promoted by helping the 
farmer to use his present equip- 
ment under the most favorable 


conditions, at the same time facili- 
tate the addition of new equip- 
ment without undue expense. 

A sound, well designed wiring 
system will do just this. It will 
make equipment work at its best 
efficiency. It will make it possible 
and feasible to add new equip- 
ment whenever and wherever 
needed. 

This is the reason why the wir- 
ing system on the farm becomes 
as much the responsibility of the 
rural dealers as it is that of the 
farmer. Appliances and equip- 
ment can work well only when 
properly supplied with electricity 
—appliances and equipment that 
work well create the demand for 
more—but appliances and equip- 
ment that do not operate efficient- 
ly will stop future sales. 

The wiring system on the farm, 
provided it is well planned and 
properly installed, is the farmer’s 


Power supply lines will connect more and more farms and an 
increase in the use of electrical equipment should result. 


———— 


Rae 


“They shall beat their swords into ploughshares 
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The sixth of a series of articles il- 








lustrating the huge and profitable 
sales possibilities the farm market 
offers on electrically-operated equip- 
ment and appliances. This series will 





assurance of proper operation of 
every bit of machinery and every 
appliance. It is also the founda- 
tion upon which the dealer can 
build additional sales for many 
years to come. 

A farm wiring system is divided 
roughly into three major parts: 

a. The feeder distribution sys- 
tem. 

b. The wiring in the farm 
buildings. , 

c. The wiring in the farm 
house. 


be continued in subsequent issues 


Each of these parts needs care- 
ful attention. However, the most 
important part of the entire wir- 
ing system is the feeder distribu- 
tion system which affects the oper- 
ation of every light, appliance 
and motor on the entire farm. 


The Feeder 
Distribution System 


This feeder distribution system 
on the farm begins at the point 
where the power suppliers’ power 
lines end. This point in most 


The power pole is the central distribution point 
for all the electrical current used on the farm. 
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and their spears into pruning hooks.’. . . . ii, 4; Michah, 1v, 3 


By G. P. SCHWABACHER 


General Electric Company, 
Bridgeport, Conn. 


Hardware Age 
Post-War Forum 











“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


cases should be at a specially 
erected power pole. This power 
pole is best located as centrally 
as possible to the farm electrical 
load—probably halfway between 
the barn and the house. 

The power supplier will extend 
his lines to the top of the power 
pole and on it will install the 
meter. 

The wiring from the power pole 
to the various buildings is the 
responsibility of the farmer him- 
self. 

The electrical load which is 
used in each building and its dis- 
tance from the power’ pole deter- 
mine the size of the feeder. To 
determine the load in each build- 
ing, it is necessary to know what 
type and how much electrical 
equipment is used and how much 
lighting is installed. 

Adding the power requirements 
of machinery and lights together 
results in a figure called the total 
connected load. Since all the to- 
tal connected load is normally not 
used at one and the same time, 


the feeder can be proportionally 
















A well lighted yard is a necessity for the modern farm. Good lighting 
will make evening chores easier and will provide burglar protection. 


smaller than the total connected 
load figures indicate. 


Building Service Entrance 


After the size and type of ma- 
terials for the power feeders has 
been settled the proper methods 
for bringing these feeders into 
each building must be considered. 
They must be attached to the 


building as high as possible so 
that they will not obstruct normal 


farmyard traflx. In no case 
should they be less than 18 ft. 
above the ground. For this reason 
a low building may have to be 
equipped with a suitable frame to 
keep the feeder conductors at 
proper height. 

The service entrance conduc- 
tors must be installed down the 
side of the building from the point 
where the feeder it attached. 
These conductors should be at 
least the same size as the power 
feeders and should terminate in 
the service entrance panel. The 
most commonly used material for 
the service entrance conductors is 
service entrance cable which is 
flexible, tough and easy to install. 

The service entrance panel 
which must be installed in each 
building serves, to use a mechan- 
ical analogy, as the main safety 
and protective valve through 
which electric current flows into 
each building. Service entrance 
panels, which must be carefully 
selected, have to have a sufficient 
number of circuits to serve the 
needs of each building. One or 
two “spare” circuits should be 
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provided to take care of future 
expansion. 

The service entrance panel may 
contain either fuses or circuit 
breakers. Both serve the same 
purpose. They protect the wires 
inside the building from being 
overloaded. They disconnect the 


service in case of dangerous over- 
load or short circuit. 

One fuse or circuit breaker is 
needed for each circuit in a 
building. A circuit is an electrical 
supply line to a number of con- 
venience outlets or lights or both. 
How many outlets can be con- 
nected to one circuit depends on 
the load which is to be carried. 
Heavy equipment may need a sep- 
arate circuit. Small tools and 
average lights can be connected 
to a circuit which provides cur- 
rent for a number of uses. 


Wiring the Farm Buildings 


The wiring inside the many 
buildings on the farm presents a 
number of varying problems. 

In the house, electricity is used 
for human comfort and well be- 
ing and there is little difference 
indeed between the needs of a 
farm and city home. In farm 
work, however, electricity’s main 
purpose is a productive one. The 
production of a better product or 
crop with less labor cost is the 

(Continued on page 126) 
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This isometric plan of a farm house shows the series 
entrance conductors, circuits, main panel and branch 
panels for the modern, fully electrified farm house. 
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A store reborn—new display fixtures, windows and modern fluorescent lighting did the trick. 


Sales Took a 125 Per Cent Jump 
When the Store Went Modern 


O.: with the’ old— 


in with the new and Due’s Hard- 
ware & Furniture Co., Jasper, 
Texas, jumped its business 125 
per cent. It all came about from 
a modernization program that in- 
creased floor and display area 
without increasing the original 
space by as much as a single foot. 
Out came partitions, old hand 
elevators, a stairway, old glass 
showcases, and the ceiling-high 
shelving that had cluttered up the 
sale floor. In went a completely 
modern fixture arrangement, new 
display windows, an additional 
side entrance and display window, 
and a new awning on the front. 
Fluorescent lighting—30 four- 
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light units providing 160 watts 
per unit—supplanted the inade- 
quate, old-fashioned fixtures and 
there was a store reborn. 


Changes Take Place 


Modernization came when the 
30-year-old hardware business was 
purchased by G. G. Due and C. T. 
Singletary in February, 1945. 
They immediately set about con- 
verting an out-moded, 70 by 130- 


ft., two-story, brick structure into 
as up-to-date a hardware store as 
may be found anywhere. The 
plans and fixtures were secured 
from W. C. Heller & Co., Mont- 
pelier, Ohio, through the Shap- 
leigh Hdwe. Co., St. Louis, Mo., 
wholesale hardware firm. 


Selling a complete line of 
hardware, sporting goods, and 
electrical appliances, Due’s Hard- 


(Continued on page 124) 


Due’s Hardware & Furniture Co. did 
a revamping job on a 3U-year old 


store and it brought in business 








“The only way to 
get the most from 
copy is to sell 
the idea instead 
of merchandise.” 





Part 4 
Advertising the Hardware Store of Today 


66 

l USED to think of 
advertising as a sort of necessary 
evil,” a dealer frankly told me, 
‘and I would grab up almost any 
mat or electro that happened to 
be handy when the newspaper ad 
nan came around. There was no 
planned promotion of any one 
type of goods, and naturally the 
results were vague, to say the 
least. Finally, I began to study 
advertising and to put in real 
work writing ads that I thought 
suited this community—and I 
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honestly think the only way to get 
the most from any copy is to try 
to sell ideas instead of merchan- 
dise!” 

That hardware retailer hit the 
nail on the head with that last re- 
mark, for whatever else we may 
say of it, advertising simply means 
the transmittal of the news that 
something is for sale. If that 
“something” is an interesting idea 
to a fair segment of the public 
then there is no doubt it will bring 
results. Pick up any small to me- 
dium size newspaper and observe 
how much ad copy fails to adver- 


tise anything. Instead, a lot of this 
copy is wandering and offers no 
idea, and no specific merchandise. 
It merely tries to say the store has 
been in business for 40 years and 
they always did sell the best of 
everything. 

Due to the fact that effective 
newspaper advertising is of such 
vital importance let’s make a very 
brief inquiry into what we can do 
to get the most from it. First, a 
newspaper is bought for the news 
and other editorial matter it con- 
tains. But the average reader 
wants the ads (as shown in recent 
newspaper suspensions during 
strikes), and they will read the 
ads that have something to say. 

The paper is bought because it 
gives these things: 
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By 
JAMES A. LOCKHART 


“Take it to your 
home some eve- 
ning and spend an 
hour going over it 
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l. News about people and 
places near home—personals. 

2. News and editorial material 
concerning what is best for the 
citizens of the town, their homes, 
their gardens and farms, their 
hobbies, etc. 

3. National news. 

The fact to remember is that the 
editor gives the readers what they 
want! The moment that editor 
crowds his newspaper with fancy 
words of praise for his own busi- 
ness he is well on the way to slash- 
ing his circulation to nothing. The 
advertiser, too, will find many 
more readers by saying, “Here’s 
how to cut wash-day work in half” 
rather than to boast that, “This 
store has had the best for 50 


years,” 
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carefully.” 


Tell the potential buyer what the 
merchandise will do for him—that 
type of approach results in sales 


The hardware advertisement 
might well be built around a head- 
line that tells a positive story; 
copy that can prove why the prod- 
uct is going to help the reader; 
and a very plain statement of 
where the product may be bought. 
The following sample advertise- 
ment will illustrate that basic 
theme: 


“New MILKerR Apps 50% 
To Locat Damy Farm Prorir” 
“When we called on Clyde 


Humber out at his fine dairy farm 


the other day we were scarcely 
surprised to find he was very 
much pleased with the new 
milker he bought here several 
months ago. But we were im- 
pressed when he proved to us that 
it has added a good 50 per cent 
to his profit. It has not only saved 
a large amount of work for him 
but it also cut down on extra hired 
help and enabled him to handle 
extra cows in less time. 

“The Harvey Hardware Store, 
located directly across the street 
from the First National Bank, is 
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the distributor for the 
milker and many other topnotch 
lines of farm equipment. We 
would be glad to tell you about 
this equipment whenever you stop 
in at this store with the white 
stone front.” 

While there is no claim that this 
ad is especially good, it does con- 


tain the essential elements of good 


copy for the majority of small to 
medium size newspapers. It starts 
off with a headline that mentions 
a specific person who is known 
and respected, and the old time 
testimonial ad still produces re- 
sults. It tells why and how the 
equipment is worth investigation 
and proves what it has already 
done. It closes by giving a very 
definite location for the store. 
(Every local resident knows where 
the bank and the courthouse and 
the post office may be, but they 
may not be sure where 246 E. 
Maple St. is—hence the tie in with 
a well known location for adver- 
tising.) 


The Idea Is the Thing 


To get back to the comment 
made by the hardware operator at 
the first of this article, the idea of 
making extra profit is the thing to 
sell rather than the milker. To 
further cover this subject, take an 
ad that has been headed, “Re- 
ceived New Shipment of Bathroom 
Fixtures,” and it can be made to 
sell an idea by using these words: 











“Beautiful Chrome Fixtures Will 
Remodel Your Bathroom for a 
Few Dollars.” The housewife read- 
ing that last headline is likely to 
read the body of the ad and find 
out all about how this can be done 
and where she can buy these fix- 
tures. 

Here’s another instance of the 
“idea” that can be planted: “Don’t 
leave ‘Club’ Early—The 
Electric Roaster Will Prepare Din- 
ner Automatically!” In short, the 
advertiser doesn’t present a dull 
statement—he promotes the “idea” 
of what the product can do for the 
purchaser. Before me is an ad for 
stoves and ranges that begins by 
claiming that “Again 
Comes Up With the Best!” What's 
“best?” There isn’t a thing in the 
body of the ad to prove it. 

The direct selling force of re- 
tail advertising rests in the ways 
and means of telling the reader 
what the product will do for them. 
A good illustration is very much 
in order, but it is the job of the 
copy to do the selling. The job, 
then, is to first attract attention; 
tell the reader why; and where to 
buy it! 

There are many hardware men 
who write first class “column” 
type ads that appear every few 
days or once a week in their local 
papers, and when well done these 
ads are thoroughly effective. For 
instance, one retailer publishes a 
column each week for the home 
owner. The whole matter is writ- 














“No editor likes to be shoved around even by a good advertiser.” 





ten very informally—with a great 
many short notes of interest to 
men and women alike. It tells how 
to clean chromium quickly; how 
to get Junior up in time for school 
—with an alarm clock of his own; 
what can be done to keep the lawn 
in shape through the winter, and 
a half dozen other things each 
week. Some of these little items 
are “plugs” for certain items at 
the store and others are general 
information that the home owner 
will be able to use without buying 
a thing. 

Such column ads can be pub- 
lished with almost endless variety, 
but a few of the best seem to fol- 
low sports (to be run on the sports 
page), one on home painting and 
decorating, and another called the 
“Work Saver” on the latest elec- 
trical appliances. 


Classified Ads Improved 


Recent years have shown a de- 
cided improvement in the style of 
classified ads, and the hardware 
store carries almost countless lines 
that may be pushed in this man- 
ner. These ads cost from one cent 
per word in the small town papers 
to three or four dollars in the 
large city dailies, so that a com- 
plete series of them may be em- 
ployed at extremely low cost. 
Here’s an ,example that brought 
many extra sales. “Going Fish- 
ing? Take the youngsters along, 
too—with the new life jackets that 
insure absolute safety. And we 
have the best in life-vests for you 
adults as well.” 

A second example is this one: 
“It’s an easy matter to stretch wire 
fence alone—if you have a new 
——— wire stretcher. It will han- 
dle plain, barbed, woven or open 
mesh wire—can’t slip!” It is a 
case of making each word count 
and sticking to one specific sub- 
pect that will appeal to a definite 
audience. Many hardware men 
say they have sold many hundreds 
of dollars in merchandise with no 
promotion whatsoever except for 
these small ads. 

In hundreds of the smaller com- 
munities there is no advertising 
medium save the local weekly 
paper which is usually published 

(Continued on page 120) 


HARDWARE AGE 




















h a great 
interest to 
tells how 
kly; how 
for school 
f his own; 
p the lawn 
inter, and 
ings each 
ittle items 
items at 
e general 
me owner 
ut buying 


1 be pub- 
ss variety, 
em to fol- 
the sports 
inting and 
called the 


atest elec- 


roved 


wn a de- 
e style of 
hardware 
tless lines 
this man- 
1 one cent 
wn papers 
rs in the 
at a com- 
y be em- 
low cost. 
; brought 
ing Fish- 
rs along, 
ckets that 
And we 


s for you 


this one: 
retch wire 
ye a new 
will han- 
| or open 
— sy 
rd count 
cific sub- 
a definite 
are men 
hundreds 
> with no 
xcept for 


aller com- 
lvertising 
| weekly 
published 


120) 


RE AGE 


es | | i 
~~ ea 


By, 


—_ 


a 


Paint is featured on this counter where it catches the eye of many a customer. 


Three-Point Program Promotes Prosperous 
Paint and Wallpaper Department 


Meusel Bros. co-operates with home 


owners and contractors, gives aid 


to Customers and stresses display 


= BROS., 


Charles City, Iowa, uses a three- 
point promotion program that 
pays dividends in a large and pros- 
perous paint and wallpaper de- 
partment with a wide range of 
customers. Simply stated, the 
three-fold plan hinges on: 

1. Cooperating with painting 
contractors as well as the home 
owner who does his own painting. 
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2. Advising customers on their 
painting problems. 

3. Intensive display. 

Because H. A. and C. R. Meusel, 
owners of the store, make an in- 
tensive effort to get paint contrac- 
tor business, they have won the 
support of painters from a wide 
area. When residents want some- 
one to paint a house or other 
building, the firm recommends 
painting contractors who patron- 
ize the store. This naturally brings 


in a considerable volume with 
many painters placing sizable or- 
ders in advance and drawing the 
paint as needed. 

When it comes to display, the 
firm does not rely entirely on its 
wall section but utilizes a large 
counter with a broad display sur- 

(Continued on page 122) 
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Six and One-Half Turnovers 


That's what Kingsbury & Young has 
done so far this year. Attractive 
displays help cultivate browsing 


instincts among women customers 


Vee Kingsbury 


& Young, Inc., of Osage, Iowa. 
started its gift and glassware sec- 
tion several years ago, there was 
little reason to assume that it 
would become a sure-fire hit. But 
from the moment it began to 
catch on, an all-out effort was 
put on display and methods of 
selling to women. From only two 


stock turns the first year, it in- 
creased to three on a larger stock 
the second year, and then four 
and one-half turns. For 1945 the 
department has achieved six and 
one-half turnovers. 

Today, also, the entire women’s 
trade has been more than doubled 
because of the successful display 
and promotion ideas put into ef- 
fect. Town and farm women from 
miles around visit the store and 
buy because they like what they 
see. 

Hugh Young and F. W. Kings- 
bury, proprietors, use some excel- 
lent means to attract and hold 
their feminine patrons. They 
have set up an impressive depart- 
ment along a wall near the front 
of the store. Glass shelves for dis- 
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playing the lines have mirrors as 
backing in order to provide a 
sparkling, all-around view of the 
merchandise and at the same time 
to create mass effects. The wall 
is of a pastel shade, heighthened 
hy fluorescent lighting. 

As the demand for gifts and 
glassware grew—for once a 
woman comes to the store to buy 
she can be counted on to patronize 
the department several times or 
more a year—the space alloted 
was increased. Where at first only 
a small wall area was used, later 


two center aisle tables were added. 


Because the’ display windows are 
backless, the department remains 
always in full view of passers-by. 
Mr. Young reports that prac- 
(Continued on page 133) 
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Decorative tiles, cookie jars and a miscellany of other gifts 
are shown on another table. Women have to look—then they buy. 


101 








Fair Trade Contracts 


Retailers can better service and buy for their 
communities by maintaining prices under 
fair trade. Manufacturer and dealer must be 
honest in drawing fair trade contracts. Fair 
trade should eliminate discount houses and 
trans-shipping by retailers. Consumer can 
buy merchandise under fair trade contracts at 
the same price at all stores, permitting him to 
buy at stores he prefers. 


WV a does fair 


trade memm to the retailer? Well, 
in the first place—and I am saying 
this personally—the retailer wants 
fair trade. And I define the type 
of retailer that wants fair trade as 
one selling to the consumer at re- 
tail, not a retailer selling to the 
consumer at wholesale or at dis- 
count or any other way but at 
retail. 

The retailer is closest to the 
consumer. He knows the con- 
sumer’s picture, I think, better 
than any other step in the chain of 
distribution. The retailer is in a 
position where he can make or 
break a sale. Irrespective of laws, 
the contact of the retailer is with 
the man who is going to use the 
goods. And if he likes the fair 
trade contract that the manufac- 
turer has, he can sell that manu- 
facturer’s products. 

Retailers are servicing and buy- 
ing organizations for their com- 
munities. They maintain stock for 
customers’ selection and, in the 
maintenance of that stock, have 
certain costs. Those costs are de- 
termined ahead of time. There’s 
the cost of inventory and the cost 


* From an address before the Ameri- 
ean Fair Trade Council, Inc., annual 
conference, in New York City, Nov. 30, 
1945. 
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By RUSSELL A. ATKINSON* 


President, 
R. J. Atkinson, Inc., 
Brooklyn, N. Y. 


* * 


of maintaining that inventory in a 
salable style. The retailer has the 
cost of the selection of new mer- 
chandise when it comes on the 
market, so that his community can 
be well represented in the new and 
more modern merchandise. All of 
that is in his cost of doing busi- 
ness. And the retailer, the whole- 
saler, and the manufacturer must 
realize those things. 


Educating Salesmen 


The retailer also has the prob- 
lem of educating his salesmen. A 
retailer, be he large or small, who 
does not educate his salesmen, will 
fall by the wayside and quickly. 
He also has the opportunity and 
the duty to offer easy-payment 
plans—select and offer easy-pay- 
ment plans to his customers, par- 
ticularly on major merchandise; 
plans which fit into the customer’s 
picture in his particular com- 
munity. And for the average, 
small retailer, that in -itself is a 
job. 


The retailer, by maintaining 


RUSSELL A. ATKINSON 


prices under fair trade, can better 
do this servicing and buying job 
for his community. In the first 
place, he knows his profit margin. 
He knows how much he can give 
to better display, for instance. That 
is in his profit margin. He knows 
what his profit margin is before 
the sale is made and not after. He 
can have better display facilities 
for the consumer. He can service 
mechanical devices, and I think 
that is important, under the guar- 
antee. This service, he knows be- 
fore the sale, is covered by his 
margin. He doesn’t have to worry 
after the sale how he is going to 
get his service cost out of it. 

I notice a trend by OPA to take 
away some of the retailer’s profit 
in this new pricing picture, and I 
think the statement I am going to 
make will differ with many re- 
tailers. I say, I think it is good. 
In many lines the retailer’s margin 
was too high. It allowed too much 
of a leeway for cut price. It al- 
lowed a man who needed $5 to 
pay his rent, a small retailer, to 
add that $5 to an item which 
should have brought a profit of 
$15 or $20. The pricing discount, 
I think, has been too high in many 
cases to the retailer, and there is 
a lot of argument on that point. 

(Continued on page. 132) 
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Horse collars are displayed. 
high up on the wall and may 
be seen from any location— 
a fact that helps sell them. 


Harness Section Spurs Farm Store Traffic 


in better 
ying job ‘ 
ea? J.G. Schueth features the various lint tlie ait 
margin. items of this line in prominent one of the rear walls, shows large 
an give - and small sizes of harness hung 
ce. That fashion—sales continue to mount on specially placed pegs all in 
e knows neat order and readily accessible. 
s before This arrangement is another sales 
fter. He stimulant for it permits stock in- 
facilities J spection at all times. 
| service e G. SCHUETH, pro- ly suited for collars. Many a Mr. Schueth also finds that 
I think prietor of Schueth’s Hardware, farmer comes into the store, walks = regular advertising in the New 
1e guar- New Hampton, Iowa, maintains a directly to the rear where in full Hampton weekly newspaper helps 
ows be- harness department that is not view he has the complete line from him contact many farmers and 
by his only profitable but is directly ac- which he can choose the one he __ sell more equipment. He prefers 
O worry countable for increased sales of | wants. The stock is always kept one column, 10-in. ads wherein 
joing to other farm requirements such as clean and in order. he can list many items. 
it. steel goods, hay and dairy equip- 
to take ment. 
8 profit The merchandise accent is on , 
>, and I display, because Mr. Schueth firm- 
going to ly believes that merchandise must 
—_ be shown in order to be sold. 
° good. Therefore, he has worked out 
—— some excellent display ideas for 
= — his harness and horse goods. For 
- it ab example, much of the horse collar 
1 $5 to stock is featured neatly on pegs 
iiler, to near the ceiling at the rear of the 
ge store. Farmers who enter the 
rofit . establishment can see this display 
iscount, from any spot. 
aie This location was chosen, 


point. 
2) 
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though it has little display value 
for small items, because it is ideal- 


DECEMBER 20, 1945 


Harness is hung on pegs in much the same fashion as are the collars. 
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Outside displays serve to 
draw the customers inside 
the store. Changed in part 
almost daily. they are ex- 
cellent traffic builders. 


side in a spot where they are not 
readily seen. Good outside dis- 


play is used thoughtfully and is 


changed, at least in part, each 
day. 


Rugs in Windows 


At least one of the windows 
always shows small throw rugs. 
This store has no furniture de- 
partment, but these’ small rugs 
move rapidly. And they exemplify 
Mr. Rookard’s idea of_ what he 













Salesmanship Turns Casuallyis 


atten 
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hard 
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calls “a good selling job.” Al- jects 
though the store is near several ters 
furniture stores where larger and close 
more varied stocks of rugs can terest 


name streams acréss the top of 
both display windows and swings 
out over the pavement in a big 
neon sign. In business three 





SS iisciasansains as 


practiced by the Jackson Hard- 





ware & Paint Co. of Little Rock, 
Ark., keeps volume moving stead- 
ily into larger figures. Even in 
the merchandise-starved war peri- 
od, H, A. Rookard, manager, re- 
fused to acknowledge that he was 
operating in a buyer’s market. A 
dealer eager to succeed, he con- 
tends, has to sell his merchandise. 
not merely let the customer buy 
something he needs badly. 


Salesmanship Does It 


Repeat customers are made 
with salesmanship. And _ repeat 
customers represent the bulk of 
the steadily increasing volume 
enjoyed by the Jackson Hardware 
& Paint Co. 

A good selling job, Mr. Rook- 
ard declares, begins at the front of 
the store. It must pull people 
through the door. Unless the store 
is very old and firmly established 
in the community, dramatizing 
the name pays. The company’s 
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years, the store is steadily grow- 
ing into the consciousness of Lit- 
tle Rock people. The articles dis- 
played on the outside of the store 
move faster than when shown in- 


be seen, people buy them from 
Jackson’s because they are shown 
attractively in the windows and 
in several places in the store. 
Rugs are always brought to the 


H. A. Rookard shows a small rug to a customer. Rugs are featured in 
many spots throughout the store and are excellent profit makers. 
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Jackson Hardware & Paint Co. does 
it by giving the type of service 
that saves steps for its patrons 


are not 
ide dis- 
r and is 
rt, each 


attention of people who buy 
paint for small redecorating jobs. 

Home-improvement gives the 
hardware dealer unlimited op- 
portunities for extra sales efforts, 


s Mr. Rookard says. Paint, one of 
windows the first items bought for improv- 
w rugs. ing the home, is promoted inten- 
ture de- sively in this store. 

all rugs 

cemplify It Catches the Eye 


One of the first prominent ob- 
jects seen when the customer en- 
ters is the paint-mixer, placed 
close to the front, where the in- 
teresting operation of shaking ae 9 
paint forms an action display that ing colors for 
can be seen from the street. The Here is a section of the paint a ye so speed bY Jackson's. 
customer is always asked if the patrons is one of the appreciate 


paint is wanted for immediate use, 
when it is shaken. 


Matching Colors 


Matching colors by skillful 
tinting is one of the unusual 
services given. A typical case 
that illustrates how helpful per- 
sonal color-matching can be came 
up recently. A customer had 
bought one large can of orange 
paint that was a discontinued 
number, feeling certain that he 
had bought enough for the job. 
But it was not enough, and when 
he returned for more, there was 
no more. Mr. Rookard mixed 
another shade of orange paint 
with red, yellow, black, and raw 

ay be seen a sienna oil paints, until the match 
— wa perfect. 


“Paint-matching makes repeat 


the store and m 


is at the front of display that attracts 


The paint mixer ~ an one 


the street. It mak 
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customers,” Mr. Rookard says 
emphatically. “Once a dealer 
lets a customer go somewhere 
else to buy paint he cannot match, 
he has lost a chance to cultivate 
that customer’s friendship. The 
highest development of good 
salesmanship is winning friend- 
ship and confidence.” 


Mostly Individuals 


Although many painters and 
contractors buy their paint at 
Jackson’s, the bulk of volume is 
done with individuals, many of 
whom are amateur painters. Mrs. 
Rookard, who assists her hus- 
band in the store, tries to wait on 
most of the women paint cus- 
tomers. She often asks whether 
the customer knows how to do a 
good paint job. It takes only a 
few moments to demonstrate how 
the brush should be held, and how 
the paint should be applied. But 
the little chat with the customer is 
part of the good salesmanship 
program. 

Good service is emphasized 
also in the. wallpaper department, 
where the paper.is displayed in 
a well-lighted alcove created by 
shelves filled with the various de- 
signs. Wallpaper is still very 
scarce in Little Rock. Sometimes 
the customer picks a pattern from 
the sample book that is not in 
stock. But that customer does not 
leave the store until every effort 
is made to find the pattern. The 


Keep things in the open is the slogan and this display helps do it. 


telephone is used immediately. If 
the local jobber does not have the 
number wanted, other dealers 
selling wallpaper are called. May- 
be the customer will not buy more 
than a few dollars’ worth of the 
paper, and the profit is not much 
for the dealer. 


The Real Profit 


The real profit, says Mr. Rook- 
ard, comes from the customer’s 
repeat business. 

Windows, doors, and glass are 
profit-items in this store. Glass 
is cut at the store and delivered, 
if the customer desires. If the 
purchaser is inexperienced in in- 
stalling glass, he or she is told 


The wallpaper alcove contains a profitable, well designed department. 
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that if the putty is cleaned out 
well, the Jackson Hardware & 
Paint Company will install the 
glass free of charge. 

This service is especially ap- 
preciated by women operating 
rooming houses, who are good 
customers for paint, wallpaper, 
and many other items in the store. 
Installing the glass gives the store 
an extra contact with the cus- 
tomer, to which has been traced 
definite instances of repeat 
business. 

“Those extra contacts with the 
customer are exactly what we 
want,” Mr. Rookard emphasizes. 
“When we can start calling the 
customer by name and recognize 
him or her the moment that cus- 
tomer comes into the store, we 
know that we’ve achieved the thing 
we strive for most enthusiastically 
—repeat business.” 


Service Is Given 


Service in this store is some 
thing that is freely given—it 
never has to be asked for by the 
customer. Many a person is hesi- 
tant to ask questions and they 
don’t have to here. When a per- 
son receives assistance he or she 
needs but has not sought it is sure 
to make a favorable impression 
and arouse a friendly feeling for 
the salesman and the store he is 
representing. That’s why at Jack- 
son’s salesmanship so often turns 
casual visitors into repeat cus 
tomers. 
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Clark Hardware Co., Kirksville, Mo. 
has built up town and rural sales 
with diversified, well-shown lines 


B. enlarging its 


gift, glass and dinnerware de- 
partment, the Clark Hardware 
Co., Kirksville, Mo., practically 
doubled its wartime business. Cus- 
tomers come from considerable 
distance to this town of 10,000 to 
buy merchandise, according to 
Maurice Clark, owner, for they 
know they can get what they 
want, thanks to frequent news- 
paper ads telling what’s available. 

Gifts run from small figurines 
and pottery to fruit plaques and 
pictures. The plaques are car- 
ried in considerable stock and 
range in price from 39 cents. The 
store also has a_ higher-priced 
line which can be used for deco- 
rating bedrooms. 

Here’s how they are displayed: 
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Clark’s supplies 
the demand both 
for plaques and 
framed pictures 
in this manner. 


A piece of board, painted a light 
color, is attached to a shelf and 
the plaques placed on the board. 
This gives the prospective cus- 
tomer an idea of how they look 
on a light-colored kitchen wall, 
and it helps them make up their 
minds. This display idea has 
boosted sales. 

Along with the plaques, the 
store has a fine line of framed 
pictures which are very distinc- 
tively displayed, with indirect 


Decorative waste- 
baskets are above 
the chinaware—the 
customers see ‘em 
there and buy ‘em. 


lighting on them to reveal their 
beauty. Prices on these pictures 
range upward to $8. They have a 
steady demand most months of 
the year, says Mr. Clark. 

Throughout the department 
there are many flower pots of 
various sizes and colors. The com- 
pany sells many of these items, 
which are displayed so that they 
are constantly called to the at- 
tention of, women. And Mr. 
Clark reports that the open meth- 
od of dinnerware display attracts 
many customers. Many of the 
store’s dish patterns are shown 
in step-up wire racks. ” 

A top shelf in the dinnerware 
section is employed for the show- 
ing of distinctive wastebaskets. 
This is a good spot for these 
items, as women who buy gifts 
or dinnerware to beautify their 
homes will also purchase several 
new wastebaskets. 

The Clark company uses its 
two window displays to good ad- 
vantage, especially on the gift 
and dinnerware lines. Frequent 
newspaper advertising is promot- 
ed to stimulate interest in the 
products. 








Jowa Consumers in Favor 


O01 Tighter Credit Control 


Recent poll indicates they don't 
think it advisible to return to 
installment buying of peacetime 


iis per cent 


of Iowa consumers recently polled 
showed themselves in favor of 
stricter installment buying in 
order to prevent people from 
signing for payments represent- 
ing more than a proper propor- 
tion of their incomes. Installment 
buyers, as well as those who had 
never actually followed an install- 
ment buying plan, were ques- 
tioned. 

Approval and _ disapproval 
varied inversely with income, in 
the lowest income group, approval 
was smallest with disapproval 
correspondingly higher. 

These reactions to credit buy- 
ing were registered in a survey, 
the Iowa Poll, which The Credit 
World recently printed through 
the courtesy of the Des Moines 
Sunday Register and Harold C. 
Bush, manager Credit Reference 
and Reporting Co., Des Moines. 

Some of the facts reported in 
the poll follow: 

Some people say that the gov- 
ernment rules on_ installment 
buying should be changed so as 
to allow installment purchases to 
be made for less than a one-third 
down payment, and also to per- 
mit longer than a year in which 
to pay off the balance. In general, 


Reprinted from a recent article in 
Credit World by special permission. 


would you say that this is a good 
idea? 
Total City Town Farm 
Yes ... 30% 29% 33% 30% 
Yes, qualified. 14% 14% 12% 14% 
No. 36% 36% 33% 37% 
No, qualified.. 9% 10% 9% 10% 
Don’t know... 11% 11% 13% 9% 
Among those who said “Yes,” 
but qualified their answers, about 
7 out of 10 felt that payments 
should be fitted to the item pur- 
chased, about 1 in 4 thought that 
the plan was all right for big 
items. About 1 in 20 volunteered 
the opinion that the 12-month 
time limit should be retained. 
Among those who qualified 
their “No” answers, about half 
disapproved because they felt 
that people buy too much mer- 
chandise when payments are too 
easy, one-third thought that a 


_longer than 12-month payment 


period is not desirable, and the 
remainder favored keeping the 
wartime down payment. 

Those who have had install- 
ment buying experience favor 
restoring peacetime standards in 
this field as is revealed in the 


following answers: 

No 

Installment Installment 

Experience Experience 
Yes 38% 17% 
Yes, qualified 15% 11% 
No 48% 
No, qualified 7% 
Dor’t know 17% 

That Iowans believe _install- 


ment buying should be kept with- . 


in bounds so far as individuals 
are concerned is revealed by re- 
sponses to the following question: 

It has been suggested that 
businessmen set up some sort of 
control to prevent people from 
signing for installment payments 
totalling more than a certain per 
cent of their monthly income. Do 
you think such a limitation would 
be a good idea, or should people 
be allowed to do as they please? 


Total City Town Farm 
Good idea ... 62% 64% 63% 59% 
Do as they 


please 31% 35% 36% 
Don’t know . 5% 2% 5% 
When the responses to this pro- 
posal are separated according to- 
whether those interviewed had or 
had not bought on the installment 
plan, the following results are 
shown: 
No 
Installment Installment 
Experience Experience 
Good idea 61% 63% 
Do as they please 37% 30% 
Don’t know 2% 7% 
That those with lower incomes 
are less enthusiastic about any 
such restriction is revealed by 
the following grouping of re- 
sponses by économic status. 
Upper Lower 


Top Middle Middle Low 
Good idea..75% 74% 64% 52% 


Do as they 
please 23% 23% 32% 413% 


Don’t know. 2% 3% 4% 5% 
That past experience with time 
buying is quite prevalent was re- 
vealed when Iowans were asked: 
Have you ever bought any- 
thing on the installment plan? 


Total City Town Farm 
Yes ......... 64% 67% 65% 61% 
ire 36% 33% 35% 39% 








Buy Victory Bonds! 
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Want to Work for Two Cents a Day? 





That's what the farmer does when 
he uses his own muscles on work 


that electricity can do for him. 
You'll find plenty of ammunition 
for farm selling in this article 


The name of the best hired 












man for many types‘ of jobs 
is electricity. Yet on many 
a farm already wired, he is 
loafing while the farmer 


De farmer who 


makes real money from now on 
will be the farmer who cuts costs. 

Low costs and high wages are 
possible in industry when work- 
ers are supplied with power tools. 
The tools really do most of the 
work. 

Don’t we aim, in farming, at 
the same result? Cannot a farmer 
pay himself and his help higher 
wages if he uses tools that will 
cut real costs of getting the work 
done? The cheapest tool for many 
farm jobs is electricity. 

Yet the plain fact is that even 
on most of the 2,700,000 farms 
in the U. S. already hooked up 
to power lines, electricity has not 
yet been put to work! Those 
farms have electricity, but they 
are not electrified. 

As late as two years ago, the 
Rural Electrification Administra- 
tion estimated that only 25 per 
cent of the wired farms had elec- 
tric water pumps. (Some have 
other power pumps, most of them 
not automatic. ) 

A radio in the barn may be only 


; Reprinted from the November, 1945, 
issue of Farm Journal by special per- 
mission. 
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- is doing his work for him. 









a pleasant luxury, but a milking 
machine that cuts milking time to 
three minutes per cow is hired 
help that works for less than the 
poorest paid coolie in China. 

A hard-working man expends 
energy at the rate of 1-10th of one 
horsepower. A_ one-horsepower 
electric motor, therefore, will de- 
liver as much work in one hour 
as a man can do in a 10-hour 
day. It will do it hour and hour, 
without getting tired, without 
stopping for lunch. 

The man may cost $4 a day, 
but the motor, accomplishing the 
same work in an hour, will work 
for less than 4 cents (where the 
power rate is 5 cents per kilo- 
watt hour). That’s 1-100 of the 
cost of the man. 

Moreover, the longer the motor 
works, the cheaper its wages 
become. In many areas, where 
electricity is doing a full-time job 
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on’ the farm, one-horsepower 
motors are working for as little 
as one cent an hour. Five-horse- 
power motars are doing the work 
of 50 men each hour, for less than 
a nickel an hour. Astonishing? 
Yes, but true. 

The simpler types of 1 hp mo- 
tors can be bought for as little 
as $35—about one-third of one 
month’s wages for a $100-a-month 
hired man. Interest, depreciation, 
upkeep— add what you will— 
cannot add greatly to the operat- 
ing cost of a machine whose first 
cost is so small. 

Yet only 20 per cent of the 
farms that have electricity use 
electric motors. 

Electricity will do some 225 
jobs on a farm, from sounding 
alarms to sawing wood not count- 
ing 90 uses in the farm home. 
Most of these jobs are in barns 
and other buildings, and around 
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the farmstead, and that is where 
farmers and their help spend 65 
per cent of their working time. 

Farmers already have made 
much progress in mechanizing 
field work. They have just begun 
to mechanize chores, which take 
this 65 per cent of their time. Be- 
cause some chores are done in 
bits and snatches throughout the 
day, we don’t think much about 
the possibilities for mechanizing 
them. Yet when time spent and 
distance traveled are carefully 
measured, some startling informa- 
tion is revealed about some of our 
simplest chores. 

Here are examples from two 
West Virginia farms 

On the E. R. Seaman farm in 
Roane County, it took 769 hours 
a year to pump water by hand. 
Members of the family walked 
124 miles a year carrying 15,042 
gallons of water to the house, 
barn, and chicken house. An elec- 
tric motor pumped 19,951 gallons 
of water the next year; nobody 
carried a drop of water or walked 
a mile to do it. 

The pump cost $100; the cost 
of electricity was $1.58. 

Electricity thus saved 77 ten- 
hour days for other work, or 
for leisure. 

On the M. C. Friel farm in 
Pocahontas County, the family 
members spent 273 hours and 
walked 235 miles pumping and 
carrying 834% tons of water to 
hogs, lambs, and chickens. The 
next year electricity pumped 153 
tons of water, which nobody had 
to carry. The cost of electricity, 
64 cents. Talk about cutting 
costs! s 

On these two farms, human la- 
bor was worth only 2 cents per 
day when it was spent pumping 
water, 

Can any farmer afford to pay 
human help a living wage for 
2 cents’ worth of work a day? 
Can a man afford to sell his own 
time so cheaply, especially when 
prices begin to fall? 

But what electricity does can- 
not be measured only in the gal- 
lons of water pumped, the tons 
of feed ground, or the dozens of 
eggs cleaned, or only in hours 
and days saved for other work. 
It makes all work more efficient. 
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More pork is produced when pigs 
are raised in electric brooders; 
cows give more milk when they 
get all the water they want to 
drink; chickens lay more eggs 
when the lights go on in the 
poultry house. 

A survey of 41 Ohio and Indi- 
ana farms revealed these changes 
after they were electrified: Acre- 
age farmed went up 27 per cent; 
seed corn acreage jumped 176 
per cent; cows milked increased 
46 per cent; laying hens in- 
creased 56 per cent; chicks brood- 
ed jumped 57 per cent; chicks 
hatched increased 130 per cent; 
turkeys raised increased 109 per 
cent. Electrically powered re- 
frigeration, installed in an apple 
warehouse, made it possible to 
sell 500 per cent more apples. 

Yet these farms produced 
these increases with even fewer 
men than before electrification. 

E. S. Humphrey, of Wood 
County, West Virginia, keeps 
enough chickens and _ raises 


enough crops so that his farm 
qualified as a nine-man_ opera- 
tion under selective service de- 
ferment regulations during the 
war. But four men actually do the 
work. Electricity takes the place 
of the other five. 

Humphrey uses at least 27 
motors outside his home. They 
run elevators, pumps, grinders, 
fans, refrigerators, cooling units, 
drills, egg graders, potato graders, 
grain cleaners, air compressors, 
hoists, potato cutters, and saws. 

The pay-off on his use of elec- 
tricity came last spring, when 40 
cents for electric power to run 
mechanical seed potato cutters 
and an elevator enabled him to do 
a job with seven people that it 
would have taken 40 people to do 
by hand in the same time—if he 
could have found the 40. 

Humphrey’s saving in labor 
costs was $528. That’s why he 
says, “electricity is the best darn 
investment we've got.” 

And he didn’t say expense. 


All Road Signs Point to McGregor’s for Paint 


AKING the public paint con- 
scious pays good dividends 
to Art Hinsch, proprietor of the Mc- 
Gregor Hdwe. Co., McGregor, Iowa, 
who never fails to let customers 
know that he sells quality paint. 
Throughout the rural area which 
the store serves, are spotted a num- 
ber of neat, individual road signs 
which advertise one of the paint 
brands Mr. Hinsch stocks. The 
farmer, traveling to this town of 
8681 population sees those signs and 
is continually reminded of paint. 


These are backed with regular ad- 
vertisements in the local newspaper. 
A third step is window display sev- 
eral times during the year. 

The paint department is located 
well toward the front of the store 
where customers can’t help noticing 
paints on their way in and out, and 
this means extra sales. Another im- 
portant factor is that there are two 
connecting areaways between the 
hardware and an adjacent variety 
store, causing the traffic to flow from 
one to the other. 


The farmer finds plenty to interest him in this well stocked department. 
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o the many Remington jobbers 






and dealers throughout the country, who have patiently waited since 
1941 for a normal supply of Remington sporting arms and ammunition 
... we extend greetings of the season. It is our sincere hope that the 


¥, et it te 


New Year of opportunity will bring unlimited quantities of Remington 


products and all other merchandise Re . oto 
to the storerooms and shelves emim TOK, 
of our friends in the trade. 


“‘If It’s Remington—It’s Right!’’ 
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Late January for Bath Accessories, 
Radios, Skis and Skates 


BATH 
<= ACCESSORIES 
N N 
* Rr, WINDOW 


© ove : om MERCHANDISE: 
i 4 Medicine cabinets, 
WY towel bars, soap 
WW \ dishes, glass holders, 
lavatories, clothes 
hampers, shower cur- 
tains, toilet paper, 
toilet seats, faucet 
washers, reseater 
tools, tank balls, tank 
floats, toilet bowl 
cleaner, faucets, etc. 


BACKGROUND: 


Center panel of sil- 
ver corrugated board 
or painted wallboard. 
Side panels of navy 
blue material. Cut- 
out letters of navy 
material. 
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RADIO 
WINDOW 


N E Ww Ny ws NOW'S k r bie tage 
TABLE MODEL COMING midel solies of ol 
RA D ios ee BE PREPARED kind, tubes, “A” and 








“B” batteries. 





SKI AND 
SKATE 
WINDOW 
MERCHANDISE: 
Skis, ice skates, ski 
bindings, ski wax, ski 
poles, hockey sticks, 

pucks, etc. 
BACKGROUND: 
Center panels of sil- 



































ver corrugated board 
or painted wallboard. 
Side strips of navy 
blue material. Cut- 
out letters of navy 
blue material. 
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Aluminum Products Company 
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Reynolds Metals Company 


announces the purchase of 


Before placing its present line of aluminum kitchen utensils on the 
market, Reynolds Metals Company made a careful investigation of the 
kitchen utensils field. 


This investigation disclosed the fact that for many years there had 
been but one line of aluminum kitchen utensils that embodied startling 
new improvements. These new improvements were: 


1. Seamless bottoms more than three times as thick as the side walls. These 
thicker bottoms distribute heat more evenly, resulting in more nutritious 
and economical cooking. 

2. Hard side walls. A special process increased the hardness and density 
of the side walls over 100% (Brinell Test) thus providing increased re- 
sistance to denting and warping. In addition, the life of the mirror-like 
finish was lengthened. 


3. Recessed vapor seal covers, permitting easy stacking in small storage 
space. 


This line, the Lifetime line, developed by Aluminum Products Company, 
La Grange, Illinois, had only been marketed to a limited extent before the 
war stopped production. Reynolds Metals Company, by acquiring the 
plants, patents and “know-how” of Aluminum Products Company, and 


applying Reynolds mass production methods will make this quality line 


more quickly and more generally available. 


The new Reynolds Lifetime aluminum line will be distributed through 
normal retail channels. 


Be sure to see this line at the Housewares Show. Room Nos. 971W, 
972W, 973W, Palmer House, Chicago, IIl., December 30 to January 4. 






REYNOLDS METALS COMPANY 
UTENSIL DIVISION, 200s so. wissh st, tousvite 1, Rentucky 
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Customers as Guests 


HERE is only one way to 

treat a customer in the hard- 

ware store and that is as a 
guest of your firm—a most wel- 
come guest. 

One of the first objectives of 
the personnel of a company is 
to make the customer feel at home. 
A cordial greeting will let the 
customer know that he is welcome. 
Always meet him half-way. Do 
not let him approach you and ask 
you for assistance if it can be 
avoided. Stop whatever you are 
doing and go to meet the cus- 
tomer. If you are waiting upon 
someone, take the time to recog- 
nize the newcomer and tell him 
that you will be finished in a few 
minutes. 


Greet the Customer 


Most customers need the assis- 
tance of a salesman in order to 
obtain the merchandise or infor- 
mation they desire. Therefore, it 
is very much in order to ask them, 
“May I help you,” or “May I 
serve you,” after you have greeted 
them. You can vary this expres- 
sion to meet the situation. 

Customers who are shopping 
give evidence of this fact as they 
stop to look at merchandise on 
the tables. The salesman should 
watch these persons for they like 
to look around. If you approach 
them too soon they may feel as 
if they are being forced to buy or 
to make up their minds too quick- 
ly. Once they manifest genuine 
interest in an item, approach them 
and tell them about it. You 
should have a “selling sentence” 
in your mind about the item in 
question and this should give the 
customer information as to what 
it will do for him, how it does it, 
and for how long it will do it. In 
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situations of this type the greeting 
need not be given if the situation 
is such that to do so would divert 
the customer's mind from the mer- 
chandise. 


May Vary Approach 
It is difficult to follow hard and 


fast rules in selling situations. So 
the salesman will have to vary 
his approach, greeting and open- 
ings to fit the situation. 

At the conclusion of the sale, 
thank the customer for his pat- 
ronage and invite him to come 
back again. A firm operating a 
number of cigar counter conces- 
sions in hotels in the Mid-West 


had a sign which read, “If our 
representatives fail to thank you 
for your purchase, you will re- 
ceive your purchase free.” This 
is one way of impressing upon 
salesmen that it is important that 
the customer know his business 
is appreciated. 


Must Feel Satistied 


Every customer should leave 
your store with the feeling that 
he secured the merchandise he 
wanted promptly, that he was 
treated cordially, that the sales- 
man enjoyed helping him, and 
that the firm appreciated his busi- 
ness. . 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor, 


and 20 very poor. The correct answers to these questions will 


be found on page 188. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Dealer sells a washing machine for $80. Down payment 
amounts to $30. Finance charges are figured at rate of 6 per 
cent on unpaid balance. Determine the amount to be collected 
each month during the 10-month period required to complete 


payments. 


2—What is the standard rule for evaluating hardware in- 


ventories? 


3—Tire chains retail for $5.75 per pair. Dealer’s discount 
is 30 and 5 per cent. Find his cost on the item. 
4—Explain the straight line method of depreciation as used 


in most hardware stores. 


5—Dealer pays $2.05 per gal. for a glycerine base anti- 
freeze in broken case lots. In full case lots his cost per gal. is 
$1.75. The item retails at $2.70 per gal. Figure the margin in 


per cent of sales on both costs. 


(Answers on page 188) 
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in every can! 





























DEALERS —write for FREE details about the C& D FRANCHISE 


Cook & Dunn Paint Corp. 


P. ©. Box 117 
PLANT - LABORATORIES - OFFICES: SAINT FRANCIS STREET, NEWARK, N. J. 








TRADE MARK REG. 
Styled for the future... available today, 
Vaculator is nationally advertised to 
millions. Protected profits with National 
Fair-Trading. “Pyrex” branded glass is 
your assurance of highest quality. ..equip- 
ped with the Dutch clothless filter, the 
greatest sales feature in modern coffee 
makers... exclusive with Vaculator. 


Sparkling China 

No cloth « No paper 
Snaps in easily 

Cannot pop-up or fall out 
Fits all standard makes 


PROFIT SALES BUILDERS 


6 HEAT—2 BURNER ELECTRIC TABLE STOVE DE LUXE 2 HEAT HOT PLATE 
Designed by Vaculator with many advanced features An electric coffee maker stove that incorporates 
...heavy duty construction ... full generous size... quality, design and performance. Top is chrome plated 
“hammered-effect” finish ... it’s “tops” in quality and . .. base is black plastic with two-heat brew and warm 
performance. List price 3 switch. List price 
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DECOWARE IS COMING Back. & | 


See preview of exciting. new. sé 


i ' 
Merican Beauty" line at husewares. 


ROOM 890, Z2/p- Hare. 


This is only one of the new Decoware items. Come and see them all—can- 
nister sets, refuse cans, waste baskets, cake safes, bread boxes, dust pans. 


‘ae panna. pee CAN COMPANY, INC. 


HEADQUARTERS: Chrysier Building, New York 17, ¥. Y. 
CENTRAL DIVISION: Field Building, Chicago 2, Iii. 
Pe PACIFIC DIVISION: 155 Montgomery St., San Francisco, Cal. 
“VDiceware. : 


DECORATED METAL HOUSEWARES -- SPECIALTIES 
BOXES + PREMIUMS - DISPLAYS 


DIVISION 


wc li iii sas” 
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Going to the show? See the new—post-war— 
Decoware line of cannisters and other kitchen- 
ware. Look for the gorgeous American Beauty 
pattern ...favorite of housewives surveyed by 
Elmo Roper. Then get ready to make the cash 
registers jingle with the profits from this fast- 
selling line .., backed by the famous Triple C and 
our big national advertising campaigns, Sorry 
—Decoware production is not yet in full swing. 
But it won’t be long now... 


P.S. If you can’t make the show, drop us a line 
and we'll tell you more about the new Decoware. 


Tune in: “Report tothe Nation” every week over CBS Network 
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HENRY A. SQUIBBS 


HENRY A. SQUIBBS, 
assistant to the vice-president, 
sales in the Chicago office of 
the American Steel & Wire 
Co., has just rounded out a 
half-century in the hardware 
field, all of which have been 
spent with the American Steel 
& Wire Co. and its predeces- 
sors. Born 65 years ago, Mr. 
Squibbs received his introduc- 
tion to hardware in 1895 when 
he started working with Con- 
solidated Barb Wire Co. as a 
clerk. He became a clerk in 
the accounting department of 
the Scott Street works-in 1899 
and a stock clerk in 1901. In 
1902 he became a clerk in the 


in 1910 and was elevated to the position of manager in 
1924. In 1929 he became assistant general manager of 
sales, Chicago. He became assistant to the vice-president, 
sales, of the Chicago office a short time ago. Mr. Squibbs 
is a past president of the Central States Hardware Club. 
Golf, fishing, baseball and bridge are his hobbies. 


ROSCOE H. CHESLEY, 
buyer of cutlery, electrical ap- 
pliances and toys for Decatur 
& Hopkins Co., Boston, Mass., 
is 71 years of age and has 
spent 50 years in the hardware 
business. Born Sept. 18, 1874, 
Mr. Chesley entered the hard- 
ware field in October of 1895 
when he became associated 
with Dame, Stoddard & Ken- 
dall, Boston, Mass., wholesale 
cutlery and sporting goods 
firm. He later became asso- 
ciated with Kampfe Bros., of 
New York City and traveled 
in the South and Middle West 
for that firm. He also was ROSCOE H. CHESLEY 
sales manager in New England 
for the Buckeye Incubator Co. for several years. In Sep- 
tember, 1918, he formed his allegiance with Decatur & 
Hopkins Co. and has been with that firm since that time. 
He has two hobbies—gardening for work-and fishing for 
sport. 


44. <9 


HORACE COFFIN, who 
recently retired as treasurer 
of Baker & Hamilton, San 
Francisco, Calif., wholesale 
hardware distributors, was 
identified with that firm for 
all of his hardware existence 
—64 years. Mr. Coffin was 
born Jan. 11, 1865, and 
joined the Baker & Hamilton 
forces on Oct. 1, 1881. He 
retired on October 1 of this 
year. Always active in busi- 
ness, he also found time to 
devote to outside interests, 
having been a director of the 
San Francisco Board of Trade 


Rockdale works, becoming chief clerk in the De Kalb for approximately 20 years HORACE COFFIN 
later in the same year. In 1905 he entered the Chicago and serving one term as presi- 

sales department as a correspondent in the fence and post dent of that organization. He also found it possible to 
division. He became assistant manager of the division enjoy the open air as his former hobby of golf will testify. 
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AVEC O 
IS NOW BUILDING 
CONSUMER DEMAND FOR 


ayer ae se THE COMPLETE LINE FOR GARDENERS, TRUCK FARMERS, 
DOBBINS MANUFACTURING CO. FRUIT GROWERS AND HOME OWNERS 


DEPT. 1201 ELKHART, IND. AND NORTH SAINT PAUL, MINN. 
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Eteenra RED SWIVEL 


TRACE CHAINS 


Soon these famous traces with the eye- 
catching Red Swivel, appearing in win- 
dows and on counters, will sell again to 
enthusiastic customers. By April 1946, 
popular fast-selling Red Swivel Traces 
should be making money for you again. 


oe Egan 


LOG CHAINS 


No. 120 with Grab Hook, Slip Hook 
and Swivel. This standard merchandise 
should be available to you early in 1946. 
It will then be furnished in any of four 
lengths from 10 to 16 feet. Finish: Self- 
colored, bright, blacked or coppered. 


TIE OUT CHAINS 
BUCKEYE OR BROWN PATTERN 
Four lengths: 20, 30, 40, 50 feet. Assem- 
bled with swivels every 10 feet. Finished 
Bright or Bright Galvanized. Packed 
individually in cloth bags or in cartons. 


VM FALIZNL st 
7, CHA 


CLEVELAND CHAIN & MFG. CO. 
CLEVELAND 5, OHIO 
rt Chain & Mtg Co. Bridgepo 
attle, Wash. @ Round Californ 











Modern Hardware Store Management 


(Continued from page 98) 


on Wednesday or Thursday, so 
that there is no choice as to time 
of copy insertion. Where larger 
daily papers are available it has 
been found that these same days 
offer the hardware retailer the best 
return since Friday advertising is 
usually so heavy that the paper is 
crowded with foodstuff and cloth- 
ing copy. Some years ago, as a 
newspaper advertising manager, 
the writer was able to study the 


| results of hardware copy and it 
| could be clearly shown that ads 


earlier in the week far outpulled 
Friday insertions. Finally, adver- 


| tising is a “progressive” force 


that grows as it is used and even 
the best written copy must have 
consistent use to be effective. 

To arrive at a truly realistic 
viewpoint relative to direct mail 
advertising there is no better way 
than to have each piece of such 
material that arrives over a period 
of a week or month. After a fairly 


| large batch has been collected take 
_ it home some evening and spend 


an hour going over it carefully— 
with a definite notation on each 
piece as to why you were in- 
terested in it or why it was only 
waste basket filler! 

This little chore is by no means 
as simple as it sounds, and it will 
reveal the strength and the weak- 
ness of direct mail work so that 
your own copy will benefit. It will 
be found that there are two gen- 
eral classes of approach, each 
covering a rather definite field of 
merchandise. The first is a large 
group of goods in the lower priced 
bracket that must depend on “im- 
pulse” selling to hold volume. The 
second list of items is made up of 
all the major appliances and the 
more expensive equipment for the 
home, the farm, etc. The first 
classification is usually “out” for 
the retailer as the lower priced 
items will depend on store display, 
but there is a highly profitable 
field in mail promotion for the lat- 
ter group as they cannot rest on 
display or even on newspaper 
copy to gain interest. 

The best mail promotion piece 
ever written will flop sadly unless 
the list itself is carefully selected. 


Who is to receive these mailing 
pieces? Only present customers? 
How can other names be obtain- 
ed? Earlier in this series some 
very sound reasons were presented 
as to the necessity of going out 
and making direct selling calls on 
potential customers—and_ these 
calls offer the finest opportunity 
available for building a hard hit- 
ting mailing list. In fact, the calls 
can be thoroughly justified if 
nothing but the list is secured. 
And, most important of all, it is 
the quality of the list and not the 
quantity of names that will pull in 
new business. 


Keep a Card File 


Whether the names are secured 
through direct calls or by checking 
over local directories or other 
means, a card file should be set 
up listing not only the name and 
address but other important infor- 
mation as to appliances owned (if 
possible to get this data) and if a 
farmer, the size and type of farm 
operated. One hardware store op- 
erator stated he had hlocked off 
the entire town into districts and 
assigned a certain number of dis- 
tricts to each employee—with the 
employee responsible for getting 
all the data in his area. This, he 
admitted, required considerable 
effort, but the list that resulted 
was a very active one and there 
was no “deadwood” in it. 

This same dealer advised that 
he experienced best returns from 
sales letters sent via first class 
mail and enclosing literature on 
whatever product he wished to 
promote at the time. This method 
is the most expensive, but when an 
entire line of relatively high priced 
merchandise is offered it should be 
used—as the net cost depends on 
results rather than on any other 
factor. 

In the letter referred to above, 
the dealer was anxious to intro- 
duce a complete line of refrigera- 
tors and home freezers. He did 
not have sufficient office help to 
handle the work and hired high 
school students on Saturday to 
personally type and address over 
500 letters. Each letter started, 
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“Dear Mrs. Wilson: We're proud 


of the new refrigerators 
and we would like to show them to 
you personally at your home—but 
since we can’t do that we wonder 
if you could find time to stop in 
this week and see them?” In 
short, the entire letter was so 
worded as to arouse interest by 
giving it a personal touch that no 
ordinary printed matter could 
hope to attain. 

Even though typed letters with 
a pen and ink signature are usu- 
ally most effective in direct mail 
work, there is a similar plan that 
is very nearly as good. This calls 
for the mailing of hand written 
post cards, directed to individuals, 
and with a very brief attention 
getting offer. For example: 
“Here’s the new Steel Measuring 
Tape you have been wanting— 
with white-face and black gradua- 
tions. It’s easy to read, even in a 
poor light. Why not stop in and 
ask to see these tapes soon?” This 
card was mailed in batches of 20 
or 30 to all the factory managers 
and to their foremen with close 
to 40 per cent actual sales result- 
ing! Such mailings can be han- 
dled every day to various lists for 
scores of special items and the 
work is thus held to a minimum 
and the cost is next to nothing. 





For Large Mailings 


For extremely large general 
mailings, the hardware retailer 
will usually select a printed or du- 
plicated piece containing full in- 
formation on a half dozen or more 
different lines with the idea that 
some of them will interest every- 
one. Best results reported have 
been when informally written 
pieces have been used that more or 
less take the form of a house or- 
gan similar to those used by man- 
ufacturers. Many store managers 
use some editorial copy in these 
mailing pieces and send them out 
once a month, featuring season- 
able merchandise. In the spring, 
for instance, one store sends out 
a “Lawn and Garden Guide”—a 
four-page folder listing lawn and 
garden hints together with the lat- 
est equipment, seeds, and other 
needed supplies that can be had at 
the store. 

In every mailing there is an op- 
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In a brilliant record of dependable and eco- 


nomical operation — well above 2% MILLION 
Briggs & Stratton 4-cycle gasoline engines have 
earned undisputed recognition as “preferred power” 
the world over. Current models are the result of 
skill and experience gained during more than 26 
years of continuous production of single-cylinder 
Air-Cooled engines —and constant advancements 
in design and precision manufacture. These dis- 
tinctive Briggs & Stratton advantages are your as- 
surance of maximum performance—the right power 
—whether you build, sell, or use gasoline-powered 
appliances, machinery, or industrial equipment. 


BRIGGS & STRATTON CORPORATION 
Milwaukee 1, Wisconsin, U.S. A. 


_ 





BRIGGS &STRATTO 





the- Cooled Maer 






















As New As 


Tomorrow! 


Set in a Brand New, eye-catching 
Orange & Black display of 
special design, the GREAT 
NECK Red-and-Black PLASTIC 
Handle Wood Chisel is as 
popular as ever! 


See Your Jobber! 


Crest Neck 


HANOLE 
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New Display of 
No. 22 Unbreakable Handle 
Wood Chisel 


Each Chisel is of sct- 
entifically tempered high grade 
alloy steel. 


Each Handle is of Red- 


and-Black Plastic that is 
% Unbreakable! 
% Shatterproofl 
% Splinterproofl 
% Warp-proofl 


THE GREAT NECK 
SYMBOL OF QUAL- 
ITY & SERVICE 





GREAT NECK SAW 
MANUFACTURERS, INC. 


MINEOLA, L. I. 














portunity to tie-in with the power- 
ful force of national advertising. 
This is best accomplished by mak- 
ing full use of all advertising ma- 
terial supplied by the manufac- 
turers and jobbers. These carefully 
prepared selling folders, booklets, 
and leaflets can be enclosed with 
all sales letters—and with the 
monthly statements as well. Then, 
too, all outdoor advertising, 
whether store front signs, or poster 
boards should carry reference to 
some of the nationally known lines 
featured. 

There is much to be said for 
many types of “specialty” adver- 
tising, and a great many hard- 
ware men say they would not try 
to eliminate the use of calendars, 
thermometers, various kitchen 
novelties, and similar goods for 
Christmas distribution. However, 
a great deal more good can be 
gained from the giving of this 
form of advertising reminder if a 
card is mailed in advance advis- 
ing the customer to come to the 
store personally. 

The writer has often been asked 
by store operators as to the best 
means of securing publicity for 
the store and for new lines. As a 
former newspaper man, it is still 
recalled that no editor likes to be 


shoved around even by a good ad- 
vertiser. So don’t go to him with 
a two-column story about the new 
freezers and try to mask it as a 
news story. Present the thing 
openly and let the newspaper edi- 
tor select what he wants, if any at 
all, and this kind of “pressure- 
less” dealing will get you some 
publicity from time to time when 
an opening can be made for it. 

To make a short summary of 
good retail hardware store adver- 
tising, we find a formula about 
like this: “Promote what the mer- 
chandise will do for the potential 
buyer—the idea will sell the prod- 
uct.” The farmer doesn’t really 
want a milker—he just wants more 
profit and less work. 

In other words, if there is. no 
real idea back of the advertising 
then the whole selling burden is 
certain to depend on display and 
on the store personnel alone. But 
good, hard-hitting copy can stand 
out and jolt the possible customer 
into a positive frame of mind that 
leaves no room for guessing. He'll 
say: “Look what this will do for 
us!” 

That’s still the best test for ad- 
vertising—and it’s the easiest kind 
of copy to write as well as being 
“tops” in pulling power! 





Three-Point Program Promotes Paint Department 
(Continued from page 99) 


face as an integral part of the 
department. By having this coun- 
ter in a prominent position it at- 


tracts attention quicker than the 
wall display. 
In addition to selling a lot of 


People who are in the market for wallpaper can’t miss this display. 
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From coast to coast DIDIT is the 
fastest growing insect spray 


Sock IDM and be Sure 


DIDIT, the proven, killing insect spray, contains 5% Technical 
Grade DDT (licensed under U. S. Patent No. 2,329,074). 
DIDIT carries the Good Housekeeping Guaranty Seal. 

DIDIT national advertising will keep on building volume 
demand. 

DIDIT complies with the law as set forth by the Federal 
Insecticide Bureau of the U. S. Department of Agriculture 
plus state and local regulations. 

DIDIT is competitively and fairly priced to allow a real 
profitable mark-up. 
DIDIT is insured by a large national insurance company 
indemnifying you against liability claims or damage 
to property. 
DIDIT is manufactured by an established, 
reliable, well-financed company. 
& 


ery DIDIT. His name is 


nearest pIDIT distributor in my 


BISON LABORATORIES ¢ BUFFALO 11, NEW YORK 
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e TRIPLEX 
etAP 
eSCREWS 


Now you can get quick shipments on 
many large diameter TRIPLEX Cap 
Screws without waiting. 


The large diameters include %’’, 54”, 


44", 1%" and 1”. Made in various 
lengths up to 8”. 
Remember, the complete line of 


TRIPLEX Cap Screws includes flat, 
fillister and button heads. 


Send your order now. It might be just 
the thing we can ship immediately 


from stock. 


THE TRIPLEX SCREYV 
5317 Grant Avenue, Cle 


eo | »). 


paint, the store also emphasizes 
its wallpaper which is tied-in with 
paint merchandising as a com- 
panion item. The woman who 
buys wallpaper almost always 
wants to do some painting as part 
of the redecorating job. In this 
way many additional sales are 
made. 


Must Have Samples 


“To sell wallpaper you’ve got 
to get out enough samples to at- 
tract the attention of the lady of 
the house who wants to decorate 
her home,” say the owners: “For 
this reason we feature a year- 
round, special display of paper 
patterns in stock. This display, 
placed against a sidewall, allows 
us to show fifty patterns.” 

While even so varied an assort- 
ment does not always satisfy every 
taste, it does create sufficient in- 
terest in wallpaper *so that the 
customer will often study the 
booklets, handily placed near the 
display. Orders often are placed 
through them. Most customers, 
however, do find a paper or two 
that they like among the patterns 
on hand and the sale is concluded 
on the spot. 

The Meusel firm has a second 
hardware store at Nashua, Iowa, 
and in that area paint is also a 
good seller because there the same 
three - point merchandising pro- 
gram is also in effect. 


Sales Took 125°, Jump 
When the Store 
Went Modern 


(Continued from page 95) 


ware devotes an area 70 by 80 
ft. to those lines. Another area, 
70 by 50 ft. in size, is devoted to 
heavy building material. The 
owners purchased the business 
from H. N. Gibbs & Co. with 
which Mr. Singletary had been 
associated for the past 30 years. 
Mr. Due owned and operated a 
food market in Jasper for six 
years. 
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(eT WAN DY-SANDY, 


§, the Super-Salesman 
t go 7o work for you / 


ERE’S a canny Scotchman who wants to 
work for nothing! And what a selling job 





he'll do for you! 


Handy-Sandy is the new character that is going 
to boost your sales of sanding paper and cloth by 
He smiles out at customers 
from the colorful label of the new Handy-Sandy 
Paper and Cloth Assortment. And he whistles at 
‘em from the attractive display basket (right) that A 
you get as a sales aid with every 1% gross of 


“CARBORUNDUM.” 


Handy -Sandy packages. 


Yes, this popularline of sanding paper 
—dressed up in a new package—will 
really start your profits rolling in! 
And without any extra work on your 
part. The self-selling display bas- 
ket is the only salesman you need. 
Be sure to set the new, colorful 
Handy-Sandy Display Basket on 
the counter of your paint, wood- 
working and household departments. 
Handy-Sandy is backed by the 
famous name of “CARBORUNDUM.” 
Ask your distributor about Handy- 
Sandy today! The Carborundum 
Company, Niagara Falls, New York. 
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THERE 1S A PRODUCT BY 


Sc CARBORUNDUM 


TRADE M 


FOR EVERY ABRASIVE APPLICATION 


(“CARBORUNDUM"” is a registered trade mark of and indicates manufacture by The Carborundum Company) 






HEAD YOUR BUYING LIST 


ZIM CAN OPENER 


Opens any shaped cans, leav- 
ing edges clean. Stronvly 
made for long service. Folds 
upward when not in use. 


Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 


flat against wall when not used. 


DELUXE MODBL 
ZIM JAR OPENER 


ZIM FLATIRON REST 


STANDARD MODEL 


Leaves entire board for ironing. 
Folds back when not in use. 








VERY SOON NOW .. 


we will supply you with the fa- 
miliar Zim appliances and new 
“postwar” ones too. Meanwhile, we 
ate apportioning our production 
so each customer will get some. 





First— Sell Wiring for the Farm 
(Continued from page 94) 


reason why electricity is used 
more and more on many farms. 

Farming varies so much that 
there cannot be one and only one 
proper way to wire a farm. Every 
single farm building presents its 
separate wiring problem. The 
electrical requirements of _ the 
dairy farmer are different from 
those of the poultry farmer. The 
farm which is operated for rais- 
ing hogs has electrical problems 
entirely different from those of the 
poultry farmer. Therefore, it is 
very difficult to describe farm wir- 
ing as a single problem. Every 
individual farm has its needs in- 
sofar as power, machinery and 
appliances are concerned. 

One general rule is, of course, 
that all buildings shall be wired 
adequately. Adequacy for each 
building means the same, i.e., 
heavy enough wires for the load 
in the building, enough circuits 
to assure proper distribution of 
the load and a sufficient number 
of lights, switches and convenience 
outlets to be able to use electricity 
safely, conveniently and economi- 
cally. 

It is impossible to give definite 
farm wiring standards in a single 
article. A number of booklets 
prepared by competent members 
of the electrical industry are avail- 
able. These booklets go into great 
detail on wiring for each separate 
building. One of these booklets 
should be obtained from the local 
power supplier and should be con- 
sulted before any farm is wired 
or rewired. 

In any case the great variety of 
modern, labor-saving electrical 
equipment should be considered 
when a new wiring layout is made. 
The initial purchases of the re- 
spective farmer should definitely 
not be the yardstick of the wiring 
system. Experience has proved 
over and over again that new 
equipment is added quickly once 
the farmer has seen how much 
time and labor can be saved by 
using electricity extensively. 


Wiring the Farm House 


and there and a center ceiling fix- 
ture is considered the proper type 
of installation for many farm 
houses. 


Needs Modern Wiring 


However, the modern home with 
its countless uses of electricity 
needs modern wiring. Today’s 
home. whether city or farm type, 
using only an average number of 
lights and appliances, has higher 
power requirements than the small 
factory of 20 years ago. There- 
fore, the wiring in the house must 
be laid out to modern standards 
so that all appliances and equip- 
ment will be able to work at top 
efficiency. 

When wiring the farm house, 
care must be taken that the con- 
ductors are large enough for the 
electrical load they have to carry. 
The length of each circuit must 
be held to a reasonable minimum. 
A proper feeder and circuit lay- 
out will disclose ways and means 
to accomplish this. 

However, no matter how: well 
designed the feeder and circuits 
are, the location of the lights, 
switches and convenience outlets 
must be carefully selected. Obvi- 
ously, convenience outlets behind 
heavy furniture and switches in 
places which are hard to find are 
practically useless. Too few lights 
and switches may cause inconve- 
nience and injury. 


Follow Standards 


The wiring for each room de- 
pends entirely on the use of the 
room. Printed standards are avail- 
able from many sources. It is well 
to follow them to make sure that 
the farmer’s house is really wired 
for the full use of electricity. 


Good wiring for the farm is an 
important first step in developing 
a new market for electrical equip- 
ment. It will help the farmer to 
use his equipment for a better, 
healthier life. It will undoubtedly 
result in a more prosperous, more 
satisfied farm population and with 
it will create a sound, lucrative 


Frequently the wiring i “ 
ZIM MANUFACTURING CO.) .. nis fh vey & installa 
Headquarters for Labor-Saving Home Appliances | e tarm ouse 1s neg- 


3037 CARROLL AVE. — CHICAGO 12, WL. lected. A convenience outlet here 


market for electrical farm equip- 
ment all over the country. 
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WV en the Cole- 


man lamps became a_ household 
necessity in thousands of small 
towns, homes and farms the next 
thing needed was a lantern that 
_would give a good light and 
would not blow out. So the Cole- 
man lantern came into being. 
Then a barber who used a 
Coleman lamp wanted hot water. 
The lamp created heat, why not a 
Coleman stove? Americans on 


wheels had now discovered the 
out of doors—they wanted a 
small out-of-doors stove. So along 
came the Coleman pocket stove— 
in compactness and 


a miracle 
efficiency. 

Then came the war and huge 
government orders for lamps, 
lanterns and stoves. The pocket 
stove was a godsend to our boys 
at the front. 

The millionth pocket stove was 
sent to General Eisenhower at 
the front. Another stove was sent 
to the dearly beloved Ernie Pyle 
and he wrote an appreciative 
article about it. The Readers Di- 
gest printed an article about this 
stove which was read by its 
9,000,000 subscribers. 


World-Wide Business 


Now the business of “light and 
heat” was not confined to the 
small towns of the central west 
but had become world wide. A 
modern factory employing several 
thousand employees had grown up 
in Wichita, Kan.—just a few 
miles from the Kansas farm in 
LaBette County. Branches and 
warehouses were established in 
our large cities and in foreign 
lands—but headquarters remained 
at home in Kansas. 

Next on the list of products 
was a self-heating sad iron—no 
more lifting a Mrs. Potts iron a 
hundred times a day from the 
stove to the ironing board. It just 
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By SAUNDERS NORVELL 
Part 2 


W. C. COLEMAN 


filled another need for the small 
town. 

And last but not least a port- 
able furnace—cheap, portable 
heat for the small town and the 
farmer. 

So much for the product but 
how about the man I started out 
to write about? What has become 
of him? Did he shut himself up 
in his glass office? 

He believed in engineering. He 
believed in a laboratory and con- 
stant search for improvements 
but the facts show that he kept 
not only his head clear but his 
heart warm. He never lost his 
love of his fellow men. Here is 
the record: 

He believed that great business 
was a trusteeship. In his works 
he inaugurated accident and life 
insurance, hospitalization, pen- 
sions and old age security. Not 
only these things, now legal and 
commonplace, but a share in the 


business, profit-sharing, bonuses 
in good years not only to stock- 
holders but also to employees. 
Then, to top it all off, a cash 
Christmas present to each em- 
ployee with a Christmas letter of 
good cheer from the “Old Man.” 

So do you blame me when I 
was supplied with the record that 
I said this story should not be 
about the business but about the 
75 year old founder of the bus- 
iness—the man who “saw the 
light and never lost it”? 

So I wrote to him asking for 
facts that have never been pub- 
lished. What were the principles 
that have guided him all these 
years. Here are the answers. It 
will be well if you ponder them 
carefully—could there be a bet- 
ter Christmas greeting to the 
hardware fraternity? 

Emerson wrote about the better 
mouse trap and the world making 
a beaten path in the woods to the 
maker’s door. “Bunk”, says “W. 
C.” He didn’t agree with Ralph 
Waldo. He believed if you were 
making a better mouse trap— 
and knew it—your job was to 
make a beaten path to the user’s 
door and demonstrate the fact 
that you had a better trap. 

So first with his lamps, and 
then with his lantern, his little 
heating stove, his sad iron, his 
portable furnace, he went to the 
consumer, and then the dealer 
and demonstrated his products. 
When his new light made the 
other lights cast a shadow the 
eyes of the consumer popped. 


Believed in Advertising 


“W. C.” believed in advertising. 
As soon as he had money to 
spare he went into trade mag- 
azines and farm journals telling 
about light and heat. In addition 
he printed and circulated a house 
paper, The Coleman News. You 
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Only 4 Years Old--and a WoRLD RECORD-HOLDER! 
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Soni-Wax smashes sales records for others. Why not see what it can do in YOUR store? Write NOW for 
our Guaranteed Sales Plan. It costs you nothing to GET THE FACTS! 


THE SANI-WAX COMPANY, 1911 Pacific Avenue, DALLAS, TEXAS 


© 1945 by Wayland Boles 
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Natioually- advertised 
Soilax is pre-sold to 
your customers! 


Soilax sells fast 
because it's used 
often... for all 
household 
cleaning! 


SOILAX 


Get Nationally-Advertised SOILAX 
from Your Jobber! 


Economics Laboratory, Inc.,.St. Paul, Mina,, 
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will find it in hundreds of stores 
all over this country. It is well 
written and well illustrated. 

Naturally, his salesmen were 
given intensive training not only 
on lamps and stoves but on the 
history of the business. The Cole- 
man Service Manual—77 pages— 
must be studied by every sales- 
man. It is a thrilling, well written 
history of the business. Have you 
a history of your business? As 
the founders pass away is your 
history to be forgotten? 

Here is what “W. C.” says about 
selling. “During the ten years 
from the time I was nineteen to 
the age of twenty-nine my time 
was about evenly divided between 
study in college and earning 
money by selling. The naturally 
timid farm boy developed con- 
fidence in himself and ability to 
meet and talk with people. The 
fact that I was forced to be a 
salesman I count as one of the 
greatest blessings of those early 
years”. Here says “W. C.” are the 
two fundamental principles upon 
which his business has _ been 
built. 

1. That whatever one man- 
ufactures or attempts to sell must 
be the best of its kind. 

2. That nothing is ever sold 
until it adequately performs the 
purpose for which it was intended 
and gives value received to the 
consumer. 

Here says “W. C.” are some 
fundamentals found in all suc- 
cessful achievement: 

1. First, a practical imagination. 

2. A pioneering spirit which 
always believes there are new and 
better things to be discovered. 

3. Initiative which impels one 
to do something about it. 

4. Courage to launch out and 
attempt the seemingly impossible. 

5. Resourcefulness that over- 
comes every difficulty. 

6. Power to carry through— 
persistence. 

7. The joy of achievement which 
makes hard work a pleasure. 

8. Capacity to work with other 
people. 

9. A spiritual inspiration. A 
desire to serve. 

10. A becoming humility. An 
acknowledgement of the help of 
others. 


In the light of present labor 
difficulties have you ever had any 
strikes? 

No, says “W. C.” we have 
never had a strike at our plant 
nor any labor troubles. 

Our plan, he states, has been 
a very simple one. Whenever any 
question or problem arises in the 
business—“We just get together 
and talk it over”. So far, we have 
been able to find the answer to 
any problems. 

So our story of a typical case 
of American business enterprise 
draws to an end. On account of 
space, I am sorry I have had to 
cut the story. 

W. C. Coleman of the Coleman 
Co., Inc., Wichita, Kan., has had 
many honors. 

The business has had E flags 
and Government commendation 
for efficiency. Mr. Coleman has 
been mayor of Wichita. He has 
enjoyed high places in his church. 
He has had many articles written 
about him. 

We like to think with all his 
success and the honors that have 
come to him he has not lost the 
“common touch”. In a word, we 
like to think that he not only 
conquered poverty in a _ poor 
country in his youth but that he 
has also seen this same country 
develop in wealth and culture and 
he has in his old age conquered 
success. 

In the papers sent to me are 
the names of many of “W. C.’s” 
associates. There are engineers, 
scientists, research men, salesmen, 
foremen, workers, and they are all 
given credit for their achieve- 
ments. But, given my way, I have 
written a “one man story,” when 
the book is written no doubt all 
these helpers will be given their 
place in the story. 

If one today should motor over 
the fine roads of this section of 
our country from one prosperous 
modern city to another it would 
be hard to realize that in just 
one generation such changes have 
taken place. Fabulous fortunes 
have come from the discovery of 
oil. 

This is just one story. The 
story of “light and heat.” But 
the motif of this story is the “im 
ner light” of one man that he 
held and never lost. 
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who says they remember! 


Know what this is? It’s a picture of Phineas T. Duffle, 
who fed this self-same elephant a peanut filled with red 
pepper exactly forty-two years ago. And the whole pic- 
ture’s an out and out lie! The fact is that elephants for- 
get easily. 

So do customers! 

You’ve been told the customer will remember favors as 
well as injuries...will remember your unfailing courtesy 
... your sincere efforts to get her the best that could be 
had...your cordial little signs deploring wartime incon- 
veniences... your institutional advertising. 

Stuff and nonsense! 

Just let a competitor start featuring leading brands while 
you’re still apologizing for wartime “just as goods”—and 
the customer will fall in his arms. 


HARTFORD 2, CONNECTICUT 


ue SILEX .. 


TRADEMARK REGISTERED U. S. PAT. OFF. 


¢ 
So put aside any white-elephant illusions you may have 
about the elephant memory of customers. And start bel- 
lowing for your share of top-brand items. 


Silex for one is prepared to offer you top brand merchan- 
dise: The first, the original glass coffee maker, the brand 
more people ask for by name than all others combined; 
and more and more newly improved Silex Duolectric 
Steam Irons. 


Silex is one of the brand names that adds prestige to a store 
—one of the leaders often imitated, but never equalled! 


Hitch your sales wagon to Silex and the other leaders. 
They'll pull you through the scramble for business like 
charging elephants. 






ST. JOHNS, P. Q., CANADA 
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The Hour 


is drawing 


near... 


"5 Stn aaa ai 
wien for itt You will acon 
ar the first precision-engi- 


" neered deep well water system 


it tee so smooth-running you can 
“pin the drive wheel with one 
. For advance details, 





AUTOMATIC WATER SYoTEm 
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Retail Dealers Want Fair Trade Contracts 
(Continued from page 102) 


It seems, in talking about fair 
trade contracts, that there is one 
primary thing that should be in- 
cluded in the contract. I have 
heard it called good-will and good- 
faith and a lot of other good 
things. I prefer to call it honesty. 
I mean honesty of the manufac- 
turer in drawing his contract to 
take care of the trade-in problem, 
and to take care of the seasonal 
merchandise problem. The manu- 
facturer knows these things exist. 
He should include them in his 
contract. Let him be honest about 
it. An honest contract is 90 per 
cent fulfilled. The retailer must 
be honest, too. He can’t look for 
an evasion of the contract. 

Another thing I think the re- 
tailer can do successfully to help 
fair trade is to advertise that fair 
trade contract to the consumer to 
show the consumer that by buying 
under fair trade he is getting the 
best deal. 

Because the retailer is closest to 
the consumer, I would like to 
touch on the advantages that the 
consumer gets under fair trade. 
In the first place, he can buy at 


the store of his own selection at 
the same price at which any other 
store sells. He can buy at the store 
which better displays the article, 
which has more intelligent sales 
people to sell that article and 
which he feels can best service 
that article to his satisfaction. Be- 
cause of the fact that there is a 
larger margin, and because the 
salespeople in that store are bet- 
ter educated, he will get better 
service and more courteous service 
from those sales people. 

One thing that fair trade should 
do is eliminate discount houses 
and trans-shipping by retailers. 
Those are two of the major evils 
in any territory in which there is 
a big trading center. It is one of 
the very big evils in this town, as 
a lot of you know, and fair trade 
should eliminate the discount 
house. 

Fair trade also makes a fran- 
chise more valuable to the retailer, 
because of all these facts, and be- 
cause he knows that his profit is 
established. 

Another thing that I think fair 
trade does which some of us do 
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This unusual full page ad- 
vertisement of Lawrence 
Brothers, Inc., Sterling, IIL, 
builders’ hardware manu- 
facturers, appeared in the 
“Evening Star.” Washing- 
ton, D. C., on Dec. 4, 1945. 
The text of the advertise- 
ment tells its own story 
completely and expresses a 
thought very much in the 
minds of many American 
businessmen. 


2S 2 <= 


PETITION 
to the 
CONGRESS 
of the 





UNITED STATES 


Belisving that we have conquered our 
enemies and that the present fictitious war 
being perpetuated by the Administration is 
an unfair burden on the taxpayers, we 
respectfully petition the Congress to intro- 
duce a resolution for the termination of 
hostilities and to record each individual 
member’s vote on this resolution. 


This space paid for by Lawrence Brothers, 
Inc., who wish to regain the services of 
their employees for the Purpose of manu- 
facturing hardware for new homes. 
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‘ not look at too strongly isthe fact 





that it leads to closer cooperation 
between the manufacturer or the 
jobber and the retailer. It elimi- 
nates cut-price—that we know. A 
manufacturer can issue a franchise 
or take on a retailer not based on 
the volume that this retailer might 
do but based on the facilities for 
selling his product that that re- 
tailer might have. It takes the 
volume end out of the picture. 

I have personally found in my 
experience that fair trade does one 
very important thing both for the 
manufacturer and the retailer— 
and also the jobber. It leads to a 
much closer relation and coopera- 
tion between the salesmen selling 
to the retailer and the retailer. The 
fact that the salesman does not 
have to bother whether this man 
is cutting price or whether he 
should be sold or should not be 
sold leads to a friendship which 
some of us who have been in busi- 
ness quite a while can remember. 
Business was a friendship game. 
Business, immediately preceding 
the war, got to be a very, very cut- 
price game. 

And I am just going to finish 
with the remark I made at the be- 
ginning: The retailer wants fair 
trading. 





Six and One-Half 
Turnovers in Giits 
(Continued from page 101) 


tically every woman who enters 
the store stops for a moment or 
two to inspect the giftwares, re- 
gardless of for what other purpose 
she entered the store. Frequently 
these women buy gift items. 

Not only are the birthday, 
wedding, anniversary and other 
gifts a center of attraction but it 
has been found that women like 
especially those decorative fig- 
urines and other objects of art 
which can be used in many rooms 
of the home. In addition, there 
are many hobbyists who collect 
salt and pepper shakers, figurines, 
etc., and who frequently stop in 
just to look for new items for 
their collections. The general 
price range in the department is 
upwards from 25 cents. Many 
are priced at from $1 to $4 with 
numerous gifts purchased in the 
$2 to $3 range. 
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Soon, the woods will be full of electrit appliance brands 
once more. You can pay your money and take your choice. 


Pick the right line and you're “set.” Guess wrong and you're 
handcuffed—shackled with merchandise that either doesn’t move 
or doesn’t stay sold. 


The best way to avoid that in the toaster field is to sell the 
“Toastmaster” toaster—the one toaster that most customers ask 
for by name .. . the one brand with overwhelming advertising, 
promotion, and merchandising support . . . the one toaster that 
sells in greater volume than all other makes combined! 


The best, most profitable work is done with a free hand. The 
“Toastmaster”* toaster will let you keep yours that way. 


TOASTMASTER Product 


***TOASTMASTER” is a registered trademark of McGraw Electric Company. Copr. 1945, 
TOASTMASTER PRODUCTS DIVISION, McGraw Electric Co., Elgin, Ill. 














More Than 1,000,000 
TAYLOR PADLOCKS 





Delivered to the Army and 
Navy... 
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available in limited quantities from your jobber. 

—<$<__—___—— ™ raw cotton 

@ DOUBLE LOCKING IN- e 20¢ KEY CHANGES _in one plant - 
HEEL AND HEAVY MILLED 

@ ONE-PIECE DIE-CAST 


PRICED TO SELL 


ower QD Products 


TAYLOR MANUFACTURING CO., Philadelphia 7, Pa 









The Right Glove 


For Ever Job” 




















LOCKS — KEY BLANKS — HARDWARE 
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SPRING ASSORTMENT 


© Contams one dozen each of 
12 different size springs 






© A “FITS-ALL” assortment 
@ All springs ere brass 


© Transparent general utility box @ Has a resale value of $7.20 


| at ast WOOL pinftt/ 
HITLOCK SU PPLY Co. 


Zui ELECTROPLATER 


Plates Gold, Silver, Nickel, Copper! 


NEW SALES-MAKER! ... just what every hob 
byist and mechanic needs and wants! With the new 
battery model Warner Electroplater entire models 
and fittings can be plated easily and quickly Wors 
articles, faucets, tools, silverware, etc., can be replated 
with beautiful coat of gleaming metal, Equipment i# 


REPEATING 
PROFITS ON 








WHITLOCK SUPPLY CO. Owners of Warner 





An Electrolytic 
Tool of 
101 
Uses.., 


Cw 
WARNER 









cludes. 10x14” Control Panel, Variable Voltage - 


Electroplaters come 
back again and again 
for needed supplies. 
You make loaner 
profits on Renewable 
Anodes, and op Gold, 


17 WARREN ST. NEW YORK 7, N.Y. Regulator, Work and Brush Terminals, Battery 


Connectors, Patented NYLON-LUCITE Elec- 
trolytic Brush with 4 Anodes. All necessary sup 
plies: Electroplating Compounds for Gold, Silver, 


KINDLY SEND: [) SAMPLE ASSORTMENT 
.. DOZEN ASSORTMENTS 


Nickel, Copper—also Degreaser, Cleanser, Instrut- y 


Sil , Nickel and 
bie tion Book and Wiring Diagram. LIST PRICB 


ing Compounds. Sup- $19.75. Your price for sample, $14.81. Lots of 3 








_ or more: $13.17 F.O.B. Shipping weight 71bs. each. M OR 





MASON-WILLIAMS CO., Dept. B-13 
663 N. Wells St. CHICAGO 10, ILL. 
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THE F. E. MYERS & BRO. CO. 
Dept. F-16, Ashland, Ohio 


MORE MYERS WATER SYSTEMS ARE 
IN USE THAN ANY OTHER MAKE 
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QUICK PROFIT 
BIG VOLUME 


IMMEDIATE 
DELIVERY 


gem 
dandy 


ELECTRIC CHURN 


Rapid increase in number of elec- 
trified farms creates big and grow- 
ing market for Gem Dandy Electric 
Churns. Gem Dandy is nationally 
advertised in farm journals, has 
strong popular appeal, features that 
farmers want. Slow-speed long-life 
motor. Sanitary aluminum base, 
shaft and dasher, Neoprene covered 
supports and electric cord, Easy to 
operate, easy to clean, produces 
15% more butter in 15 minutes. 


RETAIL 
PRICES 


STANDARD 
MODEL 


$14.32 


DE LUXE 
MODEL 


$17.32 
ALABAMA MANUFACTURING CO. 


1801—FIRST AVE. NORTH 
Birmingham, Alabama 


Ask Your Hardware Jobber 
or Write To — 











THE COIL OF ATOMIC ENERGY 
Backed by 141 years of manufacturing experience FITLER ROPES are 
known for their strength, durability, water-repellency and flexibility. 


THERE IS NO SUBSTITUTE FOR QUALITY . 


THE EDWIN H. FITLER CO. 


Established 1804 
PHILADELPHIA 24, PA. 


Manutacturers of Quality Rope for Over a Century 
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The Crosley Corp. Appoints G. C. Tanty, 
L Smith, P. W. Pugh to Sales Posts 


The Crosley Corp., Cincinnati, 
Ohio, has named three new sales 
officials—George C. Tanty, In- 
wood Smith and Philip W. Pugh. 

E. C. Brode, who made the an- 
nouncement as manager of dis- 
tribution, said that Mr. Tanty, 
with Crosley for 14 months, will 
become southwest regional sales 
manager, working in Texas, Okla- 
homa, Arkansas, Louisiana and 
Mississippi; Mr. Smith is the re- 
gional sales manager in the cen- 
tral district, including Ohio, Ken- 
tucky, Michigan and Indiana; 
and Mr. Pugh is the new pro- 
motional manager. 

Mr. Tanty previously had been 


with the Philco Radio & Tele- 
vision Co. and the Majestic Radio 
Corp. Mr. Smith, former All- 
American football player from 
Ohio State University, was with 
the OPA and, before that, with 
the Westinghouse Electric Mfg. 
Co., Mansfield, Ohio, and the 
Westinghouse Electric Co., Grand 
Rapids, Mich., as merchandising 
manager and in Cleveland, Ohio, 
as assistant merchandising man- 
ager. 

And Mr. Pugh, with the U. S. 
Army for the past 26 months, 
was with the Westinghouse Elec- 
tric Supply Co. for 14 years. He 
will be in Columbus, Ohio. 














A. D. MATTHAI 


MATTHAI NOW WITH 
THE H. B. DAVIS CO. 


A. D. Matthai has been ap- 
pointed special sales director of 
the Davis of Baltimore and John 
W. Masury & Sons Divisions of 
The H. B. Davis Co., Bayard and 
Severn Sts., Baltimore 30, Md., 
paint and varnish manufacturers. 
Well known and well liked in the 
hardware trade he had previously 
been associated with the National 
Enameling & Stamping Co., of 
Milwaukee, Wis., for many years 
as district sales manager at Balti- 
more, Md., for that company. 
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KELLY NOW DIST. MGR., 
HOME APPLIANCES, 
GENERAL MILLS, INC. 


Joseph D. Kelly is now central 
district manager for home appli- 
ances, General Mills, Inc., 400 
Fourth St. S., Minneapolis, 
Minn., reports R. E. Imhoff, home 
appliance department manager. 

Mr. Kelly is a veteran of both 
wars and was former national 
electric range sales manager for 
the Westinghouse Electric Corp. 
His offices will open in January 
in the Merchandise Mart, Chi- 
cago, Il. At the same time, 12 





| additional district sales offices 
will open throughout the country, 
said Mr. Imhoff. 

After four years as field repre- 
sentative for the Radio Corp. of 
America, he went with Westing- 
house (1933 to 1937). Mr. Kelly 
served as a lieutenant commander 
in the Maritime Service and was 
discharged last November. 





PETERSON ELECTED TO 
BOARD OF DIRECTORS, 
SHAPLEIGH HDWE. CO. 


A. W. Shapleigh, president, 
Shapleigh Hardware Co., 900 
Spruce St., St. Louis 2, Mo., 


stated recently that William E. 
Peterson has been elected to the 
board of directors. 





W. E. PETERSON 


Mr. Peterson, past president of 
the National Hardware Contract 
Assn. and current member of its 
executive committee, has been 
with the company for 20 years, 
first as head of the builders’ hard- 
ware contract department and 
more recently as buyer of build- 
ers’ hardware. 





PLATE GLASS COMPANY 
TO TRIPLE PLANT 


The Pittsburgh Plate Glass Co., 
632 Duquesne Way, Pittsburgh, 
Pa., has announced that its fac- 
tory at Kokomo, Ind., where 
“Pittco” store-front metal is fab- 
ricated, will be trebled in size 
to provide increased floor space 
from 30,000 to 90,000 square 








J. D. KELLY 


feet. 





PROUT AND BOULWARE 
NAMED V-PRESIDENTS 
GENERAL ELECTRIC 
George R. Prout and L, R 
Boulware have been elected vies 
presidents of the General Ele. 





L. R. BOULWARE 


tric Co., according to an a 
nouncement by Charles E. Wik 
son, president. 

With the establishment of the 
air-conditioning department # 
one of the six G-E operating de 
partments last April, Mr. Prout, 
who has been with the company 
since 1920, was named general 
manager with headquarters ip 
Bloomfield, N. J. 

Mr. Boulware joined G-E last 
January, having been operations 
vice-chairman of the WPB when 
it was headed by Mr. Wilsoa. He 
is responsible for operation of 
G-E affiliates and consultant on 
marketing and merchandising. He 
was vice-president and gen 
manager of both the Carrier 
Corp. and the Celotex Corp. pre 
vious to his service with WPB. 





HEADS U. S. PLYWOOD 
MICARTA DEPT. 


W. F. Greiner has been ap 
pointed manager of the Decora- 
tive Micarta Department, Uni 
States Plywood Corp., 55 W. 44th 
St., New York 18. The company 
is now exclusive distributor of 
this material, developed as 
decorative veneer of surface m& 
terial for walls, table tops and 
similar purposes. 
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American Central Mfg. Corp. Reports 
Personnel Changes Affecting Nine 


C. Fred Hastings, general sales 
manager, American Central Mfg. 
Corp., Connersville, Ind., said 
recently that regional sales mana- 
gers will report directly to a staff 
of sales specialists at the factory 
and that there were the following 
changes in personnel: 

Harry Armbright, eastern sales 
manager since 1944, has been 
moved to Connersville to head a 
newly created contract kitchen 
equipment department. He will 
be succeeded in the New York 
City office by L. J. Daugherty. 
W. M. Marshall, former regional 
manager, Cleveland, Ohio, office, 
has gone to Kansas City and A. J. 
McEwan, district manager in 





New York, has become regional 
manager, Buffalo, N. Y. 

Larry Coen, Middlewest sales 
manager since 1944, is now in 
Connersville as assistant sales 
manager of the kitchen equip- 
ment department, headed by C. L. 
Stoup. The Chicago, IIl., office 
has been taken over by W. G. 
Riley, new regional manager. 
J. W. Derr, Atlanta, Ga., and 
J. B. Taylor, San Francisco, 
Calif., stay on as regional mana- 
gers.- And three salesmen—J. A. 
Craig, Washington, D. C., C. T. 
Graham, Dayton, Ohio, and Lon 
Evans, Dallas, Tex.—have been 
named regional managers in their 
respective . territories. 








ALDERMAN, McGARRY 
WITH MULLINS MFG. 
IN MGRSHIP POSTS 
C. D. Alderman and G. A. Mce- 
Garry have been appointed assis- 


tant sales manager for the 
Youngstown Kitchens division of 
Mullins Mfg. Corp., Warren, 


Ohio, and manager of Youngs- 
town’s experimental merchandis- 
ing territory, respectively. 

Mr. Alderman, according to 
C. A. Morrow, vice-president in 
charge of sales, has been with 
the company since 1938, and be- 
fore the war was a regional man- 





Cc. D. ALDERMAN 
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G. A. MCGARRY 


ager in Washington, D. C. He 
served as a major in the Army 
in this war. 

And Mr. McGarry, whose work 
will take him through several 
counties in Ohio, will head the 
testing of sales and promotional 
methods. 

HOME-GARD PRODUCTS 

OFFER AMAZON LINE 


Home-Gard Products, Inc., re 
cently opened its offices in the 
Empire State Building, New 
York 1, N. Y., with Robert S. 


Gemmill as president. He was 





formerly vice president and sales 
manager of the Lewy Chemical 
Co. The new company’s prod- 
ucts—waxes, polishes, household 
cleaners, moto preventatives, in- 
secticides and garment bags are 
sold under the trade name 
“Amazon.” 
OHIO VALLEY HDWE. 
PLACES McDONALD AS 
MGR., PLUMBING DEPT. 
Leo V. McDonald is now as- 
sociated with the Ohio Valley 
Hardware & Roofing Co., Evans- 





L. V. MCDONALD 


ville 2, Ind., as manager of the 
plumbing and heating depart- 
ment. Previously, he was chief 
engineer with George Field, Iil. 





TAPPAN STOVE NAMES 
2 DIVISION MANAGERS 


Appointment of Chester A. 
Pridham and Henry J. Hughes, 
Tappan Stove Co. sales represen- 
tatives in eastern New York and 
New Jersey, respectively, as divi- 
sion managers, was announced by 
Keith B. Miller, general sales 
manager. The appointments are 
effective Jan. 1. 

Mr. Pridham will supervise the 
mid-Atlantic division, consisting 
of metropolitan New York, Long 
Island and New Jersey and Mr. 
Hughes will supervise the north- 
eastern division, consisting of 
New England and the balance of 
New York state. 








BARRON IS ELECTED 
CHAIRMAN OF BOARD, 
GILLETTE RAZOR 
William A. Barron, Jr., recent- 


ly was elected acting chairman 
of the board, Gillette Safety 





a 


W. A. BARRON, JR. 


Razor Co., 15 W. First St., Bos- 
ton 6, Mass., and will assume his 
new office Jan. 1. On April 16, 
he will become permanent chair- 
man, succeeding S. C. Stample- 
man. 

Mr. Barron, a veteran of both 
wars and a brigadier general in 
this one, is a partner of White, 
Weld & Co., Boston, and has 
been a director of Gillette since 
1936. 

Since his graduation from Har- 
vard University, Mr. Barron, ac- 
cording to company officials, “has 
focused on investment banking 
aside from his years in the mili- 
tary service.” 


JEFFERSON-TRAVIS 
BUYS RECORD FIRM 


The Jefferson-Travis Corp., 245 
E. 23 St., New York City 10, 
manufacturer of radio communi- 
cations and sound recording 
equipment, has voted to acquire 
all of the outstanding capital 
stock of the Musicraft Corp. 
This latter concern and affiliated 
companies, of Los Angeles and 
New York, producers of phono- 
graph records, will be operated as 
a wholly-owned subsidiary of 
Jefferson-Travis. 
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DOGS LIKE GIFTS, too! 





Chocolate Flavored 
HARD RUBBER 
BONE & DONUT 








25¢ 
RETAIL 





Another hit by Ideal! Millions of dog 
lovers are waiting for them! Come in red, 
green and gray. Each packed 1 gross to 
carton (asst’d colors). 

Stock up today, on these “Hot-spot” 
counter items! ... cats like them, too! 


—— ea a ee ee ee eee ee ew eee ew ew oe 


IDEAL RUBBER CO., 200 FIFTH AVE., New York 10, N. Y. 
ENS» iid sn ondncnddedidinedess cate 
gross DB1 Rubber Bone... to retail for 25¢ 
beiasnitiananl gross DR1 Rubber Donut... to retail for 25¢ 


o Baghvccccce 





CLEVELAND FIRM TO 

MAKE, INSTALL STORE 

FRONTS AND FIXTURES 

Designers for Industry, Inc.. 
2915 Detroit Ave., Cleveland 11, 
Ohio, industrial designers, manu- 
facturers and engineers, has re- 
cently entered the retail field with 
the design, manufacture and in- 
stallation of store fronts, store 
equipment, fixtures and displays. 
Offices are also maintained in 
New York, Chicago, Dallas, Phila- | 
delphia, Los Angeles and in | 
Canada and abroad. | 

Harper M. Sowles has just been | 
appointed vice-president in charge 
of the retail store division of the 
company. He was previously spe- | 
cial assistant to the Vice-chair- 
man for civilian requirements of | 
WPB and chairman of the Com- | 
mittee on Retail Inventory Con- 
trol until the closing of the war 
agency. Previous to his govern- 
ment connections, he was presi- 
dent of The Trading Post, Inc., 
Chicago; merchandise manager 
of Marshall Field & Co., Chicago, 
and assistant treasurer of Asso- 
ciated Dry Goods Corp., New 
York City. 














w. E. PANKE 


has been with the Remington 
Arms Co., Inc., Bridgeport, 
Conn., and before that had ex- 
tensive experience in selling 
sporting goods and cutlery. 








WANTS AMERICAN 
LINES IN HOLLAND 


Technical Trading Co., 84, Au- 
cubastraat, The Hague, Holland, 
has announced that it re-opened 
for business in November, 1945, 
and is now seeking to re-open 
| relations with American manufac- 
|turers and exporters. The com- 
pany seeks all types of hand 
tools, hardware, metal household 
and kitchen goods, electrical 
equipment and all kinds. of 
novelties in those lines. Estab- 
lished in 1926, the company’s 
office and stores at Rotterdam, 
Holland, were completely de 
stroyed on May 14, 1940, and 
business was resumed this year 
in The Hague. 

The company, which buys for 


TRACY-WELLS ADDS 
GRIFFITH AND PANKE 
TO SPORTS DEPT. 


The Tracy-Wells Co., 175-185 | 
N. Front St., Columbus, Ohio, re- 
ported recently that two men— 
Gar Griffith and W. E. Panke— 
have joined its staff. 

Mr. Griffith, who has just been 
released from the Coast Guard, 
is with the sporting goods de- 
partment, and Mr. Panke, World 
War I veteran, will also serve 
this department. 

Mr. Griffith, a graduate of 








Ohio State University, where he 
was a 12-letter sport winner, has 
spent most of his business life 
in the athletic world as a coach 


its own account, specialized in the 
introduction of American goods 
on the Western continental mar- 
kets. Bank references are: Incas- 
sobank-Laan Van Meerdervoort, 











and physical education director. 
For the past 15 years, Mr. Panke | 


The Hague, Holland 





EKCO PRODUCTS 
HAS NEW PLANT 


With appropriate ceremonies, 
the Ekco Products Co., on Nov. 
29, formally opened its newly ac- 
quired plant in Massillon, Ohio, 
the first government-built war 
plant in the Cleveland Federal 
Reserve District to be sold to 
private industry. The day also 
marked the official opening of the 
production line on one of the 
company’s newest items, the 
“Ekco” pressure cooker. Other 
items, including “Ekcoware” 
stainless steel cooking utensils, 
as well as the firm’s egg beater 
and can openers, will appear soon 
after the first of the year, it was 











GAR GRIFFITH 


announced. 
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LBRA CHINA CORI 


LBRA 


¢ 


UOKING UTENSILS 


We’ve done it again. These eight 





entirely new items in our rapidly 


expanding aluminum line are ready 
FOR IMMEDIATE DELIVERY. 


Handy Dipper... Utility Ladle... 
small and medium Frying Pans... 
I, 2, 3, and 4 quart Saucepans... 


They’re geared to hungry con- 
sumer demand... engineered for 
sturdy long-life and eye-appeal... 
sensibly priced for smashing vol- 
ume sales RIGHT NOW. 


We’ve prepared a complete specifi- 
cations sheet including prices. Send 
for it. WE’LL GET IT TO YOU 
AIR MAIL. 
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*...IN ALL SIZES 
*...IN GREATER QUANTITIES 
%&...FOR GREATER PROFITS 


With Weldwood Glue again freely available, now is the 
time to display prominently the eye-catching, sales-making 
Weldwood Glue carton. 


This counter display is a forceful reminder to hobbyists, 
handymen and homeowners of the thousand and one uses 
of modern, quick-selling Weldwood Glue. 


Weldwood Glue comes to you packed in 10¢, 25¢, and 50¢ 
sizes; also 1 Ib. (85¢) and 5, 10, and 25 Ib. cans. 


Metal cans, unavailable during the war, are back again. 


Your jobber can now supply you...or send the coupon below. 


SIX PROFIT-MAKING ADVANTAGES OF WELDWOOD GLUE 


1. It has tremendous strength 4. Easy to spread with brush or paddle 


2. Joints are shearproof and permanent 5. Stain-free 


3. Easy to mix just add cold water 6. Bacteria and rot-proof 


WELDWOOD "resx° WATERPROOF GLUE 


UNITED STATES PLYWOOD CORPORATION 
Industrial Adhesives Division, Dept. 246 
55 West 44th Street, New York 18, N. Y. 


Please send literature, prices discounts, samples and 
information on WELDWOOD GLUE Dealer Plan. 
Name_ — 
Address — 
EEE leis 





MULKEY A DIRECTOR 
CLAYTON & LAMBERT 


Philip O. Mulkey, assistant to 
the president, Clayton & Lambert 
Mfg. Co., French Road and Ma- 
dola St., Detroit 5, Mich., was 
recently elected a member of the 
board of directors. He has been 
associated with the company 
since 1933. 


R. P. INGRAM FORMS 
KANSAS CITY 
MFRS. AGENCY 


Robert P. Ingram has an- 
nounced the formation of Robert 
P. Ingram & Co., manufacturers’ 
representatives of hardware and 


| housewares with display offices at 
| 817 Columbia Bank Bldg., Kan- 


| sas 


Mo. 
Kansas, 


He will cover 
Oklahoma, 


City, 
Nebraska, 


| Iowa and Missouri, 


Prior to forming his own or- 
ganization, Mr. Ingram was 4 
sales representative of the Anchor 
Hocking Glass Corp., Lancaster, 
Ohio, for the past eight years. 
He represented the company in 
Louisville, Ky., Grand Rapids, 
Mich., and the Kansas City, Mo., 


| offices. For the past three and a 








half years, he was responsible for 
sales of the corporation in the 
Kansas City area which includes 
Nebraska, Kansas. Okla- 
homa and western Missouri. 


Towa. 








EDWARD M. WHITING 


whose election as president of 
the Pheoll Mfg. Co., 5700 
Roosevelt Road, Chicago, Ill, 
was announced in the Nov. 2 
issue of Harpware ACE. 





STERENBERG SUCCEEDS 
STERLING, RETIRED; 
HOSKINS MFG. CO. 


James D. Sterling, former man 
ager, Cleveland, Ohio, office of 
the Hoskins Manufacturing Co, 
Detroit, Mich., has retired and 
will be succeeded by James W. 
Sterenberg, who was in the 
Chicago office. D. W. Swan, 
formerly in the New York office, 
has been transferred to Chicago, 














SUPPLEE-BIDDLE AWARDS 


item of the year.” 


CUP TO SILEX: Wm. Geo. 
| Steltz (left), president, Supplee-Biddle Co., 507 Commerce 
St., Philadelphia, Pa., wholesalers, awards the company# 
silver cup to Jack Moore, sales manager, The Silex Co» 
Hartford, Conn., as the “outstanding feature merchandise 


Officers of the Supplee-Biddle company 


also presented an award of merit to Silex, during the gather 


ing which was held at the Warwick Hotel. 


Called in honor 


of Mr. Steltz’ birthday, the party was attended by more than 
100 Supplee-Biddle salesmen and by executives of the com- 


pany and of Liberty Distributors. 


One should not wor! 


merely for himself and for his company, but also for his 


community and for his country, Mr. Steltz declared. 


An 


award of a Victory Bond, matched with a similar award from 
the Silex Co., was presented to John Regnery, Supplee-Biddle 
buyer, whose department handles the coffee maker. 
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Rale; Whited, 


The Master Rule Mfg. Co., 815 
£. 136 St., New York City, an- 
nounces a recent sales reorgani- 
ation affecting W. H. Meiners, 
Barney Whited and C. R. Hag- 
ard | 
Mr. Meiners has been pro- 
moted to district manager of the 
Midwest belt, with main offices in | 
Chicago, Ill. Under his super: | 
vision come Mr. Whited, who will | 
be factory representative with | 
headquarters in Omaha, Neb.., | 
ind Mr. Haggard, who from now | 
on will be in the Dallas, Tex., | 
office as southwest representative. | 


‘ 








W. H. MEINERS 


Starting six years ago as pro- 


Meiners held various positions 
pfevious to this promotion. 
Whited was formerly with the | 
fon Fireman Mfg. Co. as a sales | 
eigineer and a promotional repre- 
sentative with the Elk Horn Coal | 
Co. He will service Minnesota, 
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Meiners Now Midwest Dist. Mgr., Master 


Haggard, Sales Reps. | 


North Dakota, South Dakota, 
Iowa, Nebraska, Kansas and 
Missouri. And Mr. Haggard, re- 





Cc. R. HAGGARD 


cently with the Air Corps and a 
graduate of Texas A. & M. Uni- 
versity, will cover Texas, Okla- 
homa, Arkansas, Louisiana, west- 
ern Mississippi and Memphis, 
Tenn. 


ROPER VICE-PRESIDENT 
CHAIRMANS “CP” GROUP 


E. Carl Sorby, vice-president of 
the Geo. D. Roper Corp., Rock- 
ford, Ill., has been elected chair- | 
man of the “CP” group of gas 
range manufacturers of the As- 
sociation of Gas Appliance & 
Equipment Manufacturers, A. B. 
Ritzenthaler, vice-president of 
The Tappan Stove Co., was 
elected vice-chairman of the 
group. 

Elected to the “CP” executive 
committee were: Lloyd C. Ginn, 
American Stove Co.; Henry 
Honer, Western Stove Co.; R. S. 
Agee, Roberts & Mander Stove 
Co.; John C. Pankow, Detroit- 
Michigan Stove Co.; John E. 


| Bogan, Cribben & Sexton Co.; 


H. C. Erhard, Standard Gas 
Equipment Corp.; R. B. Hurt, 
Hardwick Stove Co., and D. C. 
Ferguson, Clare Bros. & Co., Ltd. 


MULTIFOLD PRODUCTS 
TO MAKE LARGE-SIZE 
OUTDOOR DRYER 


The Multifold Products Co., 


600 S. Main St., Mansfield, Mass., 


announced recently through Irv- 
ing Fishman, New York sales 


office at 1133 Broadway, that its 


laundry dryer will now be made 


in a large-size outdoor dryer, in 


two and three panel with the 
patented cord hinge. Production 
will start in 1946, said Mr. Fish- 


man. 
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ACK—and better than ever, TENNESSEE VAL- 
LEY’S Top-Line Electric Water Heater is once more 
available for your 
Beautiful and fully automatic, with hermetically sealed 
heating unit and Fiberglas insulgtion, the R-30 combines 
eye-appeal with price appeal. 





limited quantities. 











30-gallon galvanized tank; beautiful white steel cover- 
Write for catalog sheet and 





ing; black top and base. 
ri 






Specifications 
1500 or 2500 Watt units, 230 volt, AC” 
Full 30-gallon capacity 
38-inch Fiberglas Insulation 
Overall height 53” 












Shipping Wt. ( approx.) 152 lbs. 
Shipped one to a crate 

Hermetically sealed heating unit 
Thermostat adjustable for varying 
































TOP © LINE 

















TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 






























Tinkham Resigns As Gen’l Mgr., Eclipse 


Machine Division; Bendix Aviation Corp. 


T. W. Tinkham resigned re- 
cently as general manager of the 
Eclipse Machine division, Bendix 
Aviation Corp., Elmira Heights. 
N. Y., to accept a position with 
Technical Managers, Inc., New 
York City, technical and engi- 
neering counselors in this coun- 
try and abroad. 


Mr. Tinkham joined the com- | 


pany in 1944 as general manager. 
He had been general manager of 
the Philadelphia (Pa.) division 
of Bendix and, before that, gen- 
eral manager of the Bendix prod- 
ucts division, South Bend, Ind. 
Prior to his association with 
Bendix, he was with General Mo- 
tors as works manager of Vaux- 


hall Motors, Luton, England 
(1929 to 1933); the Packard 
Motor Cars, the Olds Motor 


Works and the American Laun- 
dry Machinery Co. 





T. W. TINKHAM 








BUYER CHANGES 
AT CULLUM & BOREN 


Several changes were recently 
made in the buying staff of Cul- 
lum & Boren Co., Dallas, Tex., 
hardware wholesalers. F. D. 
Nelms now buys guns, ammuni- 
tion, cutlery, camp supplies, flash- 
lights, vacuum goods, cameras 
and supplies, sundries, golf, ten- 
nis and croquet equipment. Ed- 
win A. Agnew now buys hard- 
ware, lawn and garden supplies 
and housewares. Fishing tackle is 
now bought by Gordon F. Cullum 
and George F. Pierce is buying 
athletic goods and toys, in addi- 
tion to his other duties. 





SIDFORD RETIRES 
FROM BEHR-MANNING 


A. J. Sidford, vice president, 
Behr-Manning Corp., Troy, N. Y.. 
retired recently after 53 years of 
continuous association with the 
organization. He enjoys a wide 
acquaintance throughout _ the 
hardware field in this country. 





BOMBAY FIRM WANTS 
AMERICAN LINES 


Rustomjee, Sons, Hoshang 
House, 70-C, Gowalia Tank, Bom- 
bay 26, India, exporters, import- 
ers and manufacturers representa- 
tives, is seeking sole agencies and 
distribution rights for India, Bur- 
ma and Ceylon from American 
manufacturers of hardware, dairy 
equipment, agricultural ma- 
chinery, water pumping units and 
a number of other lines. The 


company gives as its reference the | 


Discount Bank of India, Ltd., Sir 
Phirozeshah Mehta Road, Fort, 
Bombay 1, India. 
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Rustomjee, Sons, has salesmen 
and correspondents throughout 
India, Burma and Ceylon, and 
plans on having sales offices, 
showrooms and warehouses at 
Calcuttay Lahore, Madras, Kara- 
chi, New Delhi, Colombo and 
Rangoon. 

An advertising department is 
operated, publishing ads in En- 
glish and Indian publications and 
other media, advertising charges 
to be jointly assumed by Rustom- 
jee and its clients. American 
manufacturers are invited to sub- 
mit complete catalogs and litera- 
ture, submitting them and any 
correspondence by air mail. The 


company’s usual terms of busi- 


| ness are exclusive agency and dis- 
| tribution rights for India, Burma 





and Ceylon on a commission or 
outright purchase basis. How- 
ever, Rustomjee would also be 
interested in any limited terri- 
tories that might be available in 
its territory. 


KLOSTERMAN HEADS 
CUTLERY DEPT. WITH 
SHAPLEIGH HDWE. CO. 


H. J. Klosterman recently was 
appointed head of the cutlery de- 
partment, Shapleigh Hardware 
Co., 900 Spruce St., St. Louis, 
Mo., reports A. W. Shapleigh, 
president. He succeeds Leonard 
Matthews, Jr., lately deceased. 

Mr. Klosterman, starting with 
the Simmons Hardware Co. in 
1910 as office boy, formerly work- 
ed in the buying department of 


the Winchester-Simmons Co., 
New Haven, Conn. (1922 to 
1923). He joined Shapleigh in 
1924. 


AUTOMATIC EQUIP. CO. 
MAKES RHOADES SALES- 
RESEARCH DIRECTOR 


D. W. Rhoades, according to 
M. W. Heese, general manager, 
recently, was placed as director of 
research and sales for the Auto- 
matic Equipment Mfg. Co., Pen- 
der, Neb. 

Mr. Rhoades, a graduate of 
the University of Kansas, was for 
seven years with one of the major 
implement manufacturers, says 
Mr. Hesse, and more recently 
worked with the Federated Hard- 
ware Mutuals. 


WHITNEY, ACTING MGR, 
ECLIPSE MACHINE Div, 
BENDIX AVIATION 


Maurice P. Whitney has hea 
appointed acting general managy 
of the Eclipse Machine division, 
Bendix Aviation Corp., Elmin, 
















MAURICE P. WHITNEY 


N. Y., according to Malcolm P, 
Ferguson, vice-president and di- 
rector. 

Mr. Whitney, who has served 
as chief engineer of Eclipse, suc 
ceeds T. W. Tinkham, who te 
signed recently to join Technical 
Managers, Inc., New York City. 
He has been with the company 
for 26 years and before bécoming 
chief engineer was an engineer 
on drives and brakes. 

He is a graduate of Syracuse 
University and a_ veteran of 
World War I, in which he served 





as an ensign. 











CONSUMER PRODUCTS DIVISION SALES MEETING: The first general sales meeting of 
the Consumer Products division of Corning Glass Works, Corning, N. Y., was held recently 
in that city. Company officials said the purpose of the 5-day conference was to “brief the 
sales staff and home economists with company current operations and products.” Chairman 
was B. S._ Peirson, general sales manager of the division; speaker was Glen W. Cole, 
Corning Glass president. 
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This is the most effective DDT 
Formula for Household Use! 
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Aerosol INSECT-O-BLITZ ppt Formula 


(CONTAINS DDT AND PYRETHRINS) 


@ INSECT-O-BLITZ-Aerosol DDT 
Formula is at last ready to rid 
American homes of insect pests. 

In self-spraying steel dispensers 
exactly like we furnished the armed 
forces and in the same formula. 

Because Aerosol Insect-O-Blitz 
contains pyrethrins as well as DDT, 
it is much more effective. It’s the 
combination that counts. Pyrethrins 
stun instantly. 

Aerosol Insect-O-Blitz dispensers 
contain sixteen ounces — enough 
DDT with Pyrethrins for up to 200 


four second applications — enough 
to spray the average five-room house 
at least 40 times — equivalent to two 
gallons of the ordinary mixture. 
Four seconds of spray is sufficient 
to completely charge 1,000 cubic 
feet — an area 10 x 10 x 10 feet. 

Stock Aerosol Insect-O-Blitz now. 
$3.00 retail list. This is the hottest 
item you'll carry in stock . . . the 
biggest and fastest selling ansecti- 
cide... Aerosol Insect-O-Blitz DDT 
Formula, Order from your jobber, 
or write direct. 


INDUSTRIAL MANAGEMENT CORP - Acrosol insecticide Division 
Main Office: 639 South Spring Street, Los Angeles * Factory: Valparaiso, Indiana 














Forecast Record Breaking 46 
At Toy Makers Convention 


PLAN TOY FAIR, MARCH 11-23 


Fri resigns as managing director. 


Discuss labor re- 


lations, materials situation, tariff and price controls. 


A record-breaking toy business | 


in 1946 was forecast at the 29th 
annual meeting of the Toy Man- 
ufacturers of the U. S. A., Inc., 
at the Hotel McAlpin, New York 
City, attended by more than 130 
members and guests. Tariffs, the 
Robinson-Patman Act, labor and 
materials problems were among 
the major topics discussed. An- 
nouncement was made that the 
annual American Toy Fair will 
be held March 11-23, 1946, in 
New York City, with permanent 
exhibits at 200 Fifth Ave., 1107 
Broadway and other year ‘round 
display rooms, with temporary 
exhibits at the Hotel McAlpin 
and the Hotel Breslin. Horatio 
D. Clark, assistant director of the 
association, will manage the Toy 
Fair. The resignation of James 
L. Fri, managing director of the 
association, was accepted during 
the convention, no successor hav- 
ing been appointed at that time. 

High wages and maximum pro- 
duction could go hand in hand if 
all in industry gave an honest 
day’s labor, Dow W. Harter, 
Washington, D. C., former Ohio 
Congressman, stated. Speaking on 
industrial relations, Jess  T. 
Hopkins, Hill & Knowlton, 
New York City, declared, “The 
public is seriously disturbed by 
the wave of strikes. It could be 
that union leadership has over- 
reached itself . . . they may be 
riding for a fall.” 

We are in the midst of a mar- 
keting revolution, H. A. Roddick, 
partner, McKinsey & Co., New 
York, said, with marketing as 
much a science as an art. When 
merchandise becomes plentiful 





again, pretested selling of new 
products, new distribution chan- 
nels, better sales promotion and 
manufacturers selling through 
and not to the retail store will be 
the order. John G. Lerch, associa- 
tion tariff counsel, urged modifica- 
tion or revocation of our recipro- 
cal trade agreements, which so 
far have reduced 1266 tariff rates, 
523 of them being 50 per cent 
reductions, 


H. B. McCoy, chief, Division of | 


Industrial Economy, Bureau of 
Foreign & Domestic Commerce, 
U. S. Department of Commerce, 
outlining the broadened statisti- 


cal program of the bureau, said | 
that business will need more mar- | 


ket research material than ever 
before and that it will be in a 
form more usable for the aver- 
age businessman. 

Stuart B. Tinsley, managing 
editor, American Exporter, New 
York, traced the growth of 
American toy exports, prior to 
World War II, a little over a 
million dollars in 1932, two and 
three-quarter million in 1936 and 
three and three-quarter million in 
1939. Urging development of ex- 
port business by toy manufactur- 
ers, he said that export business 
was what kept many American 
manufacturers out of the red. 

The banquet, Thursday even- 
ing, attended by more than 100 
members and guests, was ad- 
dressed by a humorist and phil- 
osopher. Retiring executive di- 
rector James L. Fri was 
complimented on his efforts for 
the association and _ presented 
with a $5000 war bond in appre- 
ciation of his efforts. 





Some of the officers and directors of the Toy Manufacturers of the 
U.S.A., Ine., left to right: James J. Shea, Milton Bradley Co., new 
director ; Arthur J. Lehman, The Lehman Co. of America, Inc., retir- 
ing vice-president; Horatio D. Clark, assistant Soomes’ James L. Fri, 


retiring managing director; L. M. McDonald, The 


jie Art Co., presi- 


dent-elect; Kenneth P. Fallon, director, and Carl Hedstrom, Jr., Hed- 
strom-Union Co., retiring president. 
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The significance of the Robin- 
son-Patman Act in _ post-war 
marketing was the subject of 
Joseph F. Sharp, Wise, Corlett & 
Canfield. The effect of the act 
with reference to problems and 

| practices of the toy industry was 
outlined. 

Walter Chamblin, Jr., vice- 
president and director, National 
Association of Manufacturers, 
Washington office, pointed out 
that it was a citizens’ armed force 
and the American system of free 
enterprise that defeated the Axis 
powers. 

The volume of toy business in 
1946 should be at a new high 
level, exceeding any previous 
year, A. W. Zelomek, economist 
and President, International Sta- 
tistics Bureau, Inc., declared. 
OPA should be kept until supply 
and demand are equal. Unfavor- 
able repercussions, in 1946, can 
be avoided by individual toy 
manufacturers by careful control 
of quality and elimination of any 
unsatisfactory items from their 
lines. 

L. M. MacDonald, The Ohio 
Art Co., Bryan, Ohio, was elected 
president succeeding Carl Hed- 
strom, Jr., Hedstrom-Union Co., 
Gardiner, Mass. J. A. Chrisman, 
The South Bend Toy Mfg. Co., 
South Bend, Ind. and Arthur 
Raphael, The Lionel Corp., New 
York City were elected vice- 
presidents. B. E. Fleischaker, 
Fleischaker & Baum, New York 
City, was elected treasurer and 
Mr. Raphael is assistant trea- 
surer. New directors are: Ken- 
neth P. Fallon, The A. C. Gil- 
bert Co., New Haven, Conn.; E. 
C. Garton, The Garton Toy Co., 
Sheboygan, Wis.; D. M. Seliew, 
Auburn Rubber Corp., Auburn, 
Ind., and James J. Shea, Milton 
Bradley Co., Springfield, Mass. 
Directors continuing in office are: 
Messrs. Chrisman and Filei- 
schaker; Neal W. Foster, Newton 
& Thompson, Inc., Brandon, Vt.; 
Mr. MacDonald; David Marx, 
Louis Marx & Co., Inc., New York 
City; Arnold H. Munk, The Platt 





& Munk Co., Inc., New York 


City; Mr. Raphael and J. C. 
Struthers, The Colson Corp., 
Elyria, Ohio. 


THOMPSON MFG. 
MOVES TO TYLER, TEX. 
The A. F. Thompson Mfg. Co. 

is moving from Huntington, 
W. Va., to Tyler, Tex., to manu- 
facture a complete line of heaters. 





SAYRE CO. NOW 
OUT OF BUSINESS 


The L. A. Sayre Co., 330 Mul- 
berry St., Newark, N. J., manu: 
facturer of hardware specialties, 
has discontinued its business. 








MOORE IS DIST. SALES 
MGR., N. Y. AREA, 
GENERAL MILLS, INC. 

James B. Moore, Jr., recently 
was appointed district sales man- 
ager for the metropolitan New 





J. B. MOORE, JR. 


York area with the General 
Mill’s new home appliance de- 
partment. Company headquar- 
ters are: 400 S. Fourth St., Min- 
neapolis, Minn. Mr. Moore, lately 
discharged from the, Navy as 
lieutenant commander, formerly 
managed the electrical appliance 
department at R. H. Macy & Co., 
Inc., New York City. 





SELINGER, EASTERN 
SALES REP., PENN 
HARDWARE CO. 


Eliot R. Selinger is the new 
sales representative for the Dis- 
trict of Columbia, Delaware, 
eastern Maryland and sections of 
Pennsylvania and New Jersey 
with the Penn Hardware Co., 
Reading, Pa., effective Jan. 1. 

Mr. Selinger, who will head- 
quarter in Washington, D. C., 
formerly was with the Eagle Lock 
Co. of Terryville, Conn., and be- 
fore that with the hardware and 
small tools section of the WPB. 

Company officials explained 
that this move was necessitated 
through the death of Stanley 
Trego, salesman, and the transfer 
of the manager of the Philadel- 
phia, Pa., sales division, A. A. 
Devlin, to Chicago, Il. 











VISIT HARDWARE AGE 
At the Chicago 
HOUSEWARES SHOW 
Room 1049 W 
PALMER HOUSE 
Dec. 31 to Jan. 4, 1946 


HARDWARE AGE 
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| St., Min. Until R/M Woven Glass and woven asbestos wicking 
— 2 can be had again, R/M Tri-Ply Wicking will do... 

formesiy and do very well. Here’s why: 

appliance 
ae Sy 1. Hard outer ply resists wear and tear. 
TERN 2. Middle layer of crimped asbestos felt 
=NN sends fuel racing-to-the-rim for quick 
>. lighting. . 

the new 
re 3. Inner layer of soft asbestos paper keeps 
ae of fuel-supply uniform. 
w Jersey 
yare Co., 4. Rippled construction permits wick to be 
> - rolled without buckling or breaking; assures 
D.C. proper alignment and seating of wick iw 
igle Lock burner-channel. 
, and be- 
— a 5. Tri-Ply construction effects complete fuel- 
satdined vaporization, reduces carbonizing. 
essitated 
— R/M Tri-Ply Wicking comes %”, 1”, 1%”, and 13%” 
, transier HY 
Philadel wide —SIX FEET TO THE BOX, 12 boxes to the carton. 
--_ . Also in cartons of 100 feet. ” 
Sell duration-quality R/MTri- 
Ply Wicking. Ask your jobber. 
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A new coat for Willie... ? 


or a new firepot for the furnace? 
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V Fix the furnace with... 


FIRELINE 


Vv and buy Willie’s coat, too! 








Little Willie needs a new winter coat. But at Willie's 
house the furnace firepot is cracked and Willie's pa 
doesn't want the rest of the family to freeze this winter, 
There's money for coat or firepot, but not for both. 
Papa is right behind the 8-baill! 


Now, that's where you come in—with Fireline. Show 
Papa how, in a few hours’ time, he can line the fire- 
pot with Fireline. Just pound if into place with a 
hammer, then smooth it off. The fire can be rebuilt 
at once. The heat will bake out the Fireline into a 
durable, gas-tight lining that will prevent the escape 
of fumes and soot into the house. The saving compared 
with the cost of dismantling the furnace and having 
new castings installed, will buy Willie's coat. 


Fireline is a putty-like refractory in moist, plastic 
form. It's ready to use—nothing to mix—nothing to 
add. When baked out it will withstand temperatures up 
to 3,000 deg. F.—higher than any domestic furnace can 
ever attain, . 


Fireline is extensively used to preserve firepots still 
in good condition and to increase combustion ef- 
ficiency with a hotter fire across the entire fuel bed. 
It is likewise used to line heating stoves and circulat- 
ing heaters. 


An important use for Firetine is replacing stove 
brick and firebox castings in cook stoves and ranges. 
With Fireline on your shelf, you make your sale right 
away—no delays waiting for parts, no inventory losses! 


Fireline is highest-quality industrial refractory ma- 
terial adapted for domestic service, Packed in 50 and 
100-Ib. drums, also 5 and 10-lb. cans (60 Ibs. per 
case). Available immediately from jobber stocks. 
Stock this profitable, available item at once. Mall 
the coupon below. 


FIRELINE STOVE & FURNACE LINING CO. 
1859 Kingsbury St. (Dept. L), Chicago 14, Illinois 


 FIRELINE STOVE & FURNACE LINING CO. 


1859 Kingsbury St. (Dept. L), Chicago 14, Illinois 


1 Please send full information, prices, and discounts on Fireline. 
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RBECUE 
GRILL 


or 


BA 


Spring and Summer Picnics 





V-10 BARBECUE GRILL: 


Scientifically designed wedge 
shape to get the greatest heat with the minimum of fuel. 
The fire is always in the center insuring even heat dis- 
tribution under the large grill surface. 

It is made of heavy gauge aluminum coated steel with 
rolled edges to prevent cutting the user’s hands. The 
legs are painted green and the Grill stands 15’ high— 
16” long—10%2”" wide, when open. Folded it is 1%” x 
812" x 16’’—small enough to tuck away anywhere—in a 
closet—or as a permanent accessory in the back of the car. 


Priced for promotional selling at under $2.00 
Packed 1 dozen to carton. 


JOBBERS: Write now! Cash in on this 


profitable Spring and Summer business. 


JERY WIL 
PRODUCTS 















PZIb & LIPPE, ING 


1166 BROADWAY, NEW YORK 
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KING, WASHINGTON, 
D.C., MANAGER FOR 
FIBERGLAS CORP. 





LUDLOW KING 


resigned 
business. 














in the sugar industry. 


Mr. 
ton, D. C., at 1614 I St, N.W. 


Prior to his six-year association 
with the company, Mr. Donovan 
represented the National Electri- 
cal Manufacturers Association, 
and he spent four years previous 


| to that in government service with 


NRA the 


Labor. 


and Department of 


CHICOPEE LUMITE DIV. 
AUGMENTS SALES STAFF 

The Lumite Div., Chicopee 
Mfg. Corp. of Georgia, 47 Worth 
St., New York City 13, manu- 
facturer of plastic insect screen 


| cloth, has added three new dis- 
| trict representatives to its sales 
| staff as well as obtaining the ser- 


vices of two manufacturers’ rep- 
resentatives. These men are 
opening up wholesale accounts 
among the hardware and mill- 
work trades. 

Arthur H. Cook will cover the 
New England and the Middle 
Atlantic states with headquarters 
in New York City. He was for 
many years New England repre- 
sentative for Sargent & Co. C. 
Lee Murchison, with headquar- 
ters in Memphis, Tenn., will cover 


(country. Mr. 
| formerly with the B. F. Goodrich 
Ludlow King is the new man-| ~ 
ager of the Washington, D. C., 
office of Owens-Corning Fiberglas 

| Corp., 1031 Investment Bldg. The 


main offices are in Toledo, Ohio. 
He succeeds C. R. Donovan, who 
to establish his own 


Mr. King, a recent lieutenant 
colonel in the Army, is a grad- 
uate of West Point, and, after 
leaving the Academy in 1930, en- 
tered civilian life to work as an 
engineer in the petroleum indus- 
try. Later he went into sales work 


Donovan will become a 
business consultant in 4Vashing- 


the South Central portion of the 
Murchison was 


Richard B. Wilber, with 
headquarters in Atlanta, Ga., will 
handle the southwestern terri- 
tory. 

Hall & Mullin, 541 So. Spring 
St., Los Angeles, Cal., manufac. 
turers’ representatives, will han- 
dle the company’s plastic insect 
screen cloth on the Pacific Coast 
and in the Mountain States terri- 
tory. The Roy C. Pullen Co.,, 
739 Bryant St., San Francisco 7, 
will serve the same function in 
the Hawaiian Islands. 

Henry J. Studney has been 
named as export manager for the 
company. 


HART HEADS MAINT. 
DEPT., BICKFORD 


Bernard Hart has been ap. 
pointed head of the refrigerator, 
washer and range service main- 
tenance department of Bickford 
Bros. Co., Rochester and Buffalo, 
N. Y., it was announced recently 
by ‘Paul Wolk, president. 

In conjunction with his new 
duties, Mr. Hart is planning an 
extensive research trip to study 
recent developments in the field 
of factory service and mainte 
nance divisions. 

Formerly associated with Sib- 
ley, Lindsay & Curr, department 
store in Rochester, Mr. Hart has 
been in charge of similar service 
and maintenance departments 
for a number of years. 





MAX JOHNSON JOINS 
FRED JOHNSON CO. 


The Frederick Johnson Co., 
manufacturers’ agents, 1806 
Smith Tower, Seattle, Wash., an- 
nounces that Max M. Johnson, 
son of the president, is now with 
the sales staff. He was formerly 
with Boeing Airplane Co. as an 
engineer. 








M. M. JOHNSON 
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Consumers Products Are A Fast Selling, Profitable Line 





DAISY BRUSH CLEANER 

Now that bristles are 
scarce, brushes require 
better care than ever. 
Daisy Brush Cleaner 
will clean and soften 
old brushes and keep 
new brushes like new. 
Retail 10¢ per carton; 
also large economy size package of 12 oz. to 
retail at 25¢. 









CONSUMERS CRACK FILLER 
Wood Putty in an attractive 
new package. Mixes smooth in 
water, dries hard and stays 
put. Will not chip, crack, 
shrink or peel. Fills holes, 
cracks or breaks in wood, 
stone, etc. The improved 
plastic material (dry) that 
does more “fix-it” and “make- 
it” jobs quickly and easily. 
In handy 5 oz., also 1 Jb. 
cartons. 











LINOLEUM CEMENT 


Tiger Grip has been a stana- 
ard with linoleum layers for 
many years. This high grade 
cement packed in convenient 
small size cans and jars is in 
great demand. Half pint to 
gallon sizes. For patching 
linoleum, gluing stair treaas 
and seams, ete. In handy new 
jars. 








DANDY WALL PAPER 
REMOVER 


Easily applied—soaks the old 
paper off the wall In a jiffy. 
Makes easy work out of what 
is usually a tough, disagree- 
able job. A pint bottle is suf- 
ficient for the average size 
room. Every user recommends 
it—each bottle sells another. 








CONSUMERS PATCHING PLASTER 
Ver general use for cracks, holes, etc. Will 
tet shrink or discolor. Mixes white with cold 
water. Has long work- 
ing life—knits to old 
plaster immediately. 
Does not require sizing 
before painting or 
papering. Mechanics 
recommend and home 
users appreciate. 

















JUNIOR BRAND 
DISINFECTANT 


A pure, high grade disinfec- 
tant that disinfectse thorough- 
ly. In handy 2 oz. and 6 oz. 
~——. Also larger contain- 

















Favorably known since 1906 and in great demand. 
NOW with their new, attractive label designs 
and more convenient size packages they create eye 
appeal and sales appeal instantly. Householders 
and handy men find it easy to do repair jobs with 
them and keep them on hand for any emergency. 
Our slogan: Quality first is your safeguard in 
buying and selling. Ask your jobber to supply 
you. We solicit inquiries from wholesalers. Ask 
for our folder showing products of merit. 


LIQUID FISH GLUE 





A good glue Also used by 
for general factories, 
home use; cabinet mak- 
mending ers, and 
glass, pot- home crafts- 
tery, leather, men for 
wood novel- many uses. 
ties, furni- In handy size 
ture, ete. 1 oz. bottles, 
up to gal- 
lon cans. 
For mixing Will not 
calsomined, ' pr B any 
whitewash: * coloration. 
praceir 4 Will show 
up hot spots. 
or chalky Can be mixed 
walls, plaster fn ealsomine 
board and poh - 
new lumber ou wer 
before paint- Sines ie 30 
parts warm 
ing or paper- water to 1 
ing. Jell Size. 
SPEEDY CLEANER 
This popular Speedy is hard 
cleaner gets on dirt, but 
right down to kind to and 
business and soft on the 
makes a quick users’ hands. 
job of clean- In 8 ozs. and 
ing all sur- 1 lb. cartons. 
faces thor- 
oughly. 








Other Consumers Products 


Include: Household or Airplane Cement for 
mode] plane and boat building, china re- 
pair. 1 oz. bottles. Also Grip Tight Ce- 
ment and Tile Cement, Water Resisting 
Tiger Grip Linoleum Cement; Gem Cleaner 
for Heavy Duty Cleaning, Plaster of 
Paris, Fly Spray, etc., etc. All fast sell- 
ing, profitable Consumers Products. 











CONSUMERS GLUE COMPANY 


ST. LOUIS 
MISSOURI 


SINCE 1906 










LIN-O-STICK CEMENT 


The perfect paste for 
laying or patching lin- 
oleum to any floor sur- 
face, or pasting oil cloth 
or linoleum around si 

or drain boards, or 
covering desks and table 
tops. Ideal for pasting 
down rubber stair treads | 
and attaching coverings 
on automobile running 
boards and floor boards. 
Easy to apply. 
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CONSUMERS CASEIN GLUE 


A soluble casein base ad- 
hesive—easily mixed in cold 
water. Produces a depend- 
able glue for both old and 
new work. For home or 
factory use; also for gluing 
fibre, cardboard, fabric, 
wood, ete. 1% oz. and % 
lb. Also 1 Ib. packages. 





CONSUMERS 
WAX REMOVER 


Used to clean wood work of 
old wax. Removes floor oil, 
polish and wax, placing the 
floor in good condition for 
rewaxing. Just what cus- 
tomers have long wanted. 24 
packages in unit—6 unite in 
case. 








CONSUMERS GLUINE 


Mechanics and household- 
ers use and praise Gluine 
cold water size for its 
genuine merit ard un- 
asual convenience, safety, 
economy and sanitary 
qualities. Simply mix it 
in cold water and it is 
ready for use. 1 Ib. car- 
tons; 2 Ib. paper bags. 








CONSUMERS CONCRETE PATCHER 


For sidewalks, walls, 
floors, etc., also for 
laying furnaces — ine 
stalling stokers, tree 
surgery, etc. Always 
ready to use—just add 
water. Convenient 6& 
and 10 Ib. cartons. 
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DEODORANT 


| Scent removes the odor— 
! makes painting more 


24 packages in 
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oints toa 
Broader Horizon 








When the direction of our current production 
veers around from the war fronts to your shelves, the 
name of Parker will be on new and other familiar small 


hand tools. Your increasing requests for Parker Tools 
are hard to leave unfilled. We realize that what few 
tools escape war delivery are therefore a disappoint- 
ment to any dealer. 


This much IS predictable, that every possible 
effort will be turned to the immediate production of 
items for you — come VJ Day, that the variety will 
far exceed any previous range of Parker products, 
and that their marked improvement will establish a 
new standard of quality for small hand tools. 





Parker 


PARKER MANUFACTURING CO. 


WORCESTER I, MASS.., U. S. A. 


| Kuehns — Father and Son 
To Make New Outboards 


| The Metal Products Corp., 1113 
So. Second St., Milwaukee 4, 
Wis., has been organized for the 





LOUIS KUEHN 


manufacture of a new line of out- 
board motors of advanced design 
and construction. Key executives 
of the new corporation are Louis 
Kuehn and George L. Kuehn, 
father and son respectively. The 
senior Mr. Kuehn, prominent in 
Milwaukee industrial circles for 








| George L. 


many years, is vice-president. 
Kuehn, the son, is 
president and treasurer. Leo T. 
Kincannon is vice-president and 
Edward H. Englehorn is secre- 
tary. 

The plant of the Metal Prod- 
ucts Corp. has already begun its 
swing from wartime production 
of screw machine products to 
work on the new outboard motor 


which the 


company expects to 





| 
] 
| 


| 
| 








have ready for delivery to dealers 
by spring. The outboards are an- 
nounced in 2%, 5, and 10-hp. 
models. 

Louis Kuehn, vice-president of 
the concern, is well known to 
hardware and building material 
wholesalers and dealers through- 
out the country by whom he is 
held as one of the most esteemed 
industrial leaders. He was foun- 
der and president of the Milwau- 
kee Corrugating Co., later known 
as the Milcor Steel Co. 

George L. Kuehn, president 
and treasurer, is a former motor- 





GEORGE L. KUEHN 


boat racing champnion with a 
record of having won the Wiscon- 
sin State Championship and the 
Central Divisional Championship 
each year from 1932 until Pearl 
Harbor. He also held the Na- 










































Edward H. Engelhorn, secretary, at the left, and Leo T. Kincannon 
vice-president and chief engineer, inspect the new outboard. 
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tional Class “C” Championship in 
1933 in which he set a new 
world’s record. 

Mr. Kincannon since 1925 has 
been designing and testing en- 
gines and has designed two pre- 
viously successful, nationally 
known outboards for which he 


won recognition. Mr. Englehorn 
has a record of 15 years’ experi- 
ence with outboards which has 
established him as a leading 
figure in the field of racing out- 
boards as well as in the manufac- 
ture of all types of outboard 
motors. 











C. NEAL TURNER 


who has recently been elected 
a director and appointed gen- 
eral manager of The Eclipse 
Lawn Mower Co., Prophets- 
town, Ill. Mr. Turner has been 
connected with the Buffalo Bolt 
Co., North Tonawanda, N. Y., 
as the Philadelphia district 
manager and for 20 years has 
been associated in the produc- 
tion and distribution of hard- 
ware items. He recently com- 
pleted a three year term as 
director of Central States Hara 
ware Club of Chicago. 








PITT. PLATE GLASS 
TO BUY SUYDAM CO. 


Plans to acquire all the voting 
stock of the M. B. Suydam Co., 
paint and varnish manufacturers, 
have been completed by the Pitts- 
burgh Plate Glass Co. The trans- 
action probably will be consum- 
mated about Jan. 1. 

According to Harry B. Higgins, 
president, Pittsburgh Plate Glass 
Co., The acquired company will 
operate as the M. B. Suydam di- 
vision of the Pittsburgh Plate 
Glass Co. 

R. S. Suydam, president of the 
M. B. Suydam Co., and his asso- 
ciates will continue in their pres- 
ent capacities, according to Mr. 
Higgins. 

Current daily capacity of the 
Suydam plant is approximately 
20,000 gal. or 250,000 lbs. of 
paints and varnishes. Officers of 
the company, in addition to Mr. 
Suydam, are: Stuart Brown, Jr., 
vice-president; H. W. Cooper, 
vice-president in charge of pro- 
duction; and E. G. Burtell, trea- 
surer. 
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McCASLIN MANAGER OF 
SEWALL PAINT, VARNISH 


W. C. McCaslin was recently 
appointed vice-president and gen- 
eral manager of the Sewall Paint 
& Varnish Co., 1009 W. 8th St., 
Kansas City, Mo. He had pre- 
viously been associated with Phe- 
lan-Faust Paint Mfg. Co., for 18 
years in various capacities. 





DETREX CORP. OPENS 
LOS ANGELES OFFICES 


New and larger Pacific Coast 


region offices of the Detrex Corp., | 


13005 Hillview Ave., Detroit 27, 








Mich., recently were established | 


at 112 W. Ninth St., Los Angeles 


15, Calif., under the supervision | 


of S. B. Crooks, Pacific region 
manager. The offices will serve 
as sales and service headquarters 


for the Pacific and Rocky Moun- | 


tain areas. 


COFFIN RETIRES FROM 
BAKER & HAMILTON 


Horace Coffin retired recently 
from Baker & Hamilton, 


ware distributors, terminating 64 
years of association with that 
company. More than 50 years of 
that time he served the organiza- 
tion in executive capacities, hav- 
ing been treasurer of the com- 
pany at the time of his retire- 
ment. He became associated with 
the company in 1881, is a mem- 
ber of the Harpware Ace Fifty 
Year Club and was for about 20 
years a director of the San Fran- 
cisco Board of Trade. 





HORACE COFFIN 


San | 


| Francisco, Calif., wholesale hard- 











































Profit 
Tip! 





Sell 
FAST 
EASY 




















PIPE REAMING 


with this extra-long-taper 





@ It whisks the burr—and only the burr— 
from any pipe with easy feather-light ratcheted 
strokes. No thinning of pipe or conduit wall, 
no splitting or flaring—because of the extra 
long taper of this remarkable tool. That saves 
pipe for your customers—as well as work and 
time. Complete with ratchet handle—or it fits 
the handle of the Atmmip OO0R threader; 
you can sell the reamer unit alone. It pays you 
to feature this better 2traatm> Reamer. 


































WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY - ELYRIA, OHIO, U.S. A. 
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Nationally Advertised 


HANDY MANDY 








Trade Mark Reg. 


Soft-Woven 


Scouring Pad 


“The pad that’s kind to hands” 


cece coceccccoccecceee << °"'y bY e9000e00 0000000000 e000eee 000! 


RIANGLE MANUFACTURING CO. 
123-25 N. Jefferson St., CHICAGO 6 


NOW! 
Immediate 
Delivery 


we 


Big. glittering HANDY 
MANDY does a light- 
ning-fast job of clean- 
ing pots and pans. It’ 
easy to grip this jumbo 
copper pad, and it cov 
ers a lot of surface 


But, above cll, u 
like HANDY MANDY'S 
kindness to hands. The 
copper mesh is ex- 
tremely durable yet is 
soft to the touch, and 
doesn't splinter. 


No wonder housewives 
reach for, ask for, in- 
sist on — genuine 
HANDY MANDY Scour- 
ing Pads! 











Priscilla Ware's highly 
polished finish makes it a bea- 
con of quality on your display 
tables. Every utensil has the 
“feel” as well as the “look” of 
outstanding .quality. And: your 
customers are reassured by 
the label on every utensil, 
proclaiming Priscilla Ware's 
unconditional guarantee. 


LEYSE ALUMINUM COMPANY 


Foe poo 
ft usally p wane ig 


UNCONDITIONALLY GUARANTEED 


This tea kettle 
is typical of 
Priscilla Ware 
quality — mod- 
ern design, 
high class 
workmanship 
and finish. 














NEVER PICKED over. MWA PUR, UW] 
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Two New Arrivals... 


join the fast-growing 
REYNOLDS LINE 


TRAIGHT SIDE, Covered saucepans, 

of Reynolds Aluminum—in 
Mdern postwar design, styled for 
tauty, convenience and long wear. 
They come in two popular sizes, 
qt. and 3 qt., in matched designs. 
hurdy handles with thumb groove 
pt easy balance. All edges rounded 
iid smoothed for easy cleaning. 


These new saucepans now take 
leit place beside the other Reynolds 
Moking utensils already in produc- 
Hon. All of them are made from hard, 
‘old rolled sheet aluminum. 


Back of these shining new utensils 
stand all the facilities of Reynolds— 
the great new source of aluminum. 
Completely quality-controlled from 
the mine to the shining rows of new 
utensils that are brightening peace- 
time kitchens. Reynolds Metals 
Company, 2008 South 9th Street, 
Louisville 1, Kentucky. 


7 + 7 


You can see these new utensils on exhibi- 
tion at the Housewares Show to be held 
at the Palmer House, Chicago, IIl., 
December 30 to January 4. 


Buy Victory Bonds Now . . . and HOLD Them 


DECEMBER 20, 1945 


Other members of the new Reynolds family: 
Three nesting saucepans in matched design. 
Cooky sheet with open end and side for easy 
removal of cookies. Bake and storage pan 
with two handles for convenient carrying. 


Fry pans: Two sizes, 7" and 10". Two 
pouring lips. Thumb and finger grooves. 
Rounded edges for casy cleaning. 

















ACHINE 
BACH BRIGHT 


CHROMIUM PLATED 
CABINET HARDWARE 


WATIOMAL \ 
eeenr one 


~seMeue 


tocn ¢o. 











more complete=- 
more profitable 
than ever... 


Available in four “styled to sell” matched sets. 
Four different modern display boards and assort- 
ments in all price ranges. Stock assortments include 
only styles and colors that sell best. Chromium 
Plated items with or without Black or Red trim are 
mounted on display boards. Not necessary to carry 
colors or designs that are “slow sellers.” All items 
individually packed in attractively printed envel- 
opes, cartons of uniform size — neatly labeled. 


profit-packed 
assortments 


e 


Investigate this popular Cabinet Hardware line — 
priced to sell on sight with a big profit margin for 
you. Sales promotion material, trade paper adver- 
tising and direct mail will make this the most pop- 


ular and profitable Cabinet Hardware 


line for you to sell. Send for dealers 
NATIONAL LOCK 


and jobbers catalog folder. 
Builders Hardware Division 







COMPANY 


Rockford 





Illinois 











| Squibbs Asst. Sales V. P., American 
Steel & Wire— Gilchrist Promoted 


H. A. Squibbs, who has been | general manager of sales, Chi 
associated with the American | cago in 1929. Well known and 
Steel & Wire Co. and its prede- | well liked by a host of people in 
the hardware trade he is a men. 
| ber of the HARDWARE Ace Fifty 
| Year Club and a past president 
of the Central States Hardware 
| Club. 
C. T. Gilchrist has been ap. 
| pointed assistant general manager 
of sales, Chicago district. He 
| joined the company in 1907 asa 
| clerk in the cashier’s office and 
| became a salesman in 1916. In 
| 1936 he became assistant mang. 
ger, manufacturers products, Chi- 
| cago, and in 1937 was made man- 
| ager of that department. 





H. A. SQUIBBS 


cessors for 50 years, has been 
named assistant to the vice-presi- 
dent in charge of with | 
headquarters in Chicago, III. 


sales, 


He began his business career | 
with the Consolidated Barb Wire | 
Co., Joliet, Ill., as a clerk. In| 
1905 he went to the Chicago sales 
department as a correspondent in | 
the fence and post division of | 
which unit he was made assistant | 
manager in 1910 and manager in | 
1924. He was appointed assistant | 





Cc. T. GILCHRIST 











VANCE LEAVES BONA 
ALLEN; BUYS INTEREST 
IN EARLE VANCE & CO. 


Robert Vance has recently re- 
signed from Bona Allen, Inc., 
Buford, Ga., harness makers, and 
purchased an interest in the Earle 
Vance & Co., Gainesville, Ga., 
manufacturers of horse collars. 


| be given that evening in the Jef 
|ferson Room, Adelphia Hote, 
Chestnut and 13th Sts., Phila 
delphia. Open house for members 
and guests will be held all day at 
the new headquarters. 

Present officers of the company 
are: Charles F. Parcia, president: 
Charles P. Reinboth, vice-pres- 
| dent; George R. Parks, treasurer 





ie ok and F. Leon Herron, general 
FRANKLIN HARDWARE & | manager. 


SUPPLY HAS NEW PLANT | 
—ANNUAL MEET, FEB. 5 
Franklin Hardware & Supply TO BUILD OHIO PLANT 
Co., Philadelphia, Pa., dealer| Spencer Kellogg & Sons, Inc. 
owned wholesale house, recently | Buffalo, N. Y., will build another 
moved its warehouse and offices | plant which will be the tenth cen 
to new quarters at 918-928 N. | ter of operation for the concer. 
Delaware Ave., Philadelphia, Pa., | The new plant will process sY 

comprising a group of buildings | beans. 
with approximately 50,000 square | 
feet of floor space. The new | 
quarters have two railroad sid- VISIT HARDWARE AGE 
ings, one of which enters the | 

At the Chicago 


building. Automatic handling 
equipment will speed up handling HOUSEWARES SHOW 
Room 1049W 


of incoming and outgoing mer- | 
chandise. 
PALMER HOUSE 
Dec. 31 to Jan. 4, 1946 


SPENCER KELLOGG 











The annual dealer-stockholder 
meeting of the company will be 
held Feb. 5, 1946, a banquet to 
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YOUR PAINTS AND VARNISHES, without 
doubt, belong to a “royal” line . . . but 
is this also true of the bolts and nuts you 
carry? RB&W EMPIRE is a name that 
stands for the highest quality in fasteners 
which, through their consistently superior 
performance, help to bring satisfied cus- 
tomers back into your warehouse. 





WITH CLOSED EYES, a Milwaukee distributor 
took from his stock the RB&W bolt and 
nut reproduced here. Open your eyes to its 
clean-cut head, its accurate, well-finished 
barrel, its perfect threads. ..and remember 
that any other RB&W bolt and nut of 
the same type, found in any distributor's 
stock, is of similar high quality. 








MANY HUNDREDS OF THOUSANDS of dollars 
have been spent by RB&W during the 
past 100 years, in the research and devel- 
opment work that enables distributors to 
offer their customers such unusual fastener 
values. Take advantage of all that RB&W 
offers, including RB&W’s advertising 
campaign which is designed to enhance 
the value of your RB&W distributorship. 
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Factories at ine Chester, N. Y¥., Dinienati Pa., Rock Falls, Ill. 
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TPE OP LOSS LEE. | 


USSELL, BURDSALL & WARD BOLT AND NUT COMPANY | # 


Sales Offices at Philadelphia, Detroit, chien "Ghesadeaslt 








Los Angeles, Portland, Seattle. 
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Made 


Everybody 
WASHER with the DUO-DISC Feature 


—Only 
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1908 by 
AUTOMATIC WASHER COMPANY 





‘““AUTOMATIC”’! 








Fair Trade Council Elects Officers; 


Atkinson Addresses Open Meeting 


John W. Anderson, president | Means to the Retailer.” His talk 


of The Anderson Co., Gary, Ind., 
was re-elected president of the 
American Fair Trade Council, 11 
W. 42nd St., New York City, at 
the group’s annual meeting, Nov. | 
30, at the Waldorf-Astoria Hotel. | 
Larry A. Clavin, sales manager, | 
New York office, Simmotis Co., | 
was elected secretary-treagurer to | 


| succeed B. S. Pierson, sales man- | 


| Russel A. 


ager, Consumer Products Divi- 
sion, Corning Glass Works, Corn- | 
ing, N. Y. Mr. Pierson has re- 
signed as treasurer but remains 
a director of the Couneil. Mr. 
Clavin and R. L. Whitman, vice- 
president of the Nashua Mfg. 
Co., N. Y., were elected members 
of the board of directors. 


At the Fair Trade Conference 


following the members’ meeting, 
Atkinson, president, 
R. J. Atkinson, Inc., Brooklyn, 
N. Y., retail hardware firm, in 
his talk, “What Fair 


Trade | 


is reported on page 102 of this 
issue. 

The Fair Trade laws, trade- 
mark and patent laws were de. 
scribed by the president of the 
council, Mr. Anderson. He named 
three symbols significant in Fair 
Trade philosophy, the “Cut Price 
Spiral,” by which the “piratical” 
retailer “forces his straightfor- 
ward competitors to discontinue 
support of a trade-marked prod- 
uct in order to avoid deceptive 
implications that they are the 
real pirates and have been goug- 
ing their trade”; the “Quality 
Squeeze” and “Value Differen- 
tial.” 


Other speakers at the confer- 
ence were: Mr. Clavin; J. W. 
| Hansen, regional price attorney, 
OPA, and Isaac W. Digges, gen- 
eral counsel, American Fair 
Trade Council. 








KENNA, PRES., MARLIN 
FIREARMS, WINS GOLD 
MEDAL FOR SERVICE 


Frank Kenna, president, Mar- 
lin Firearms Co., New Haven, 
Conn., recently was awarded the 
gold medal of the Advertising 
Club of New Haven (Conn.) 


“for distinguished service to his | 
presentation | 


community.” The 
was made by Lt. Gov. Wilbur A. 
Snow at a dinner in the Hotel 


| Taft, that city. 


| praised Mr. Kenna as a 


Governor Raymond E. Baldwin 
“job- 


| maker” who has “made his own 


way successfully in his home 
town and has at the same time 
not been afraid to encourage 


| others, even to the extent of in- 


viting competition to himself in 


| the distribution of sporting guns 
| and razor blades.” 


Governor Baldwin commended 





FRANK KENNA 


|the Kenna Plan for aiding vete- 
| rans to go into business for then- 
|selves. Basis of the plan is a 
| Kenna-owned project of 42 build- 
jings in New Haven providing 
| space to 114 small business firms 
| on a pay-the-rent-as-you-can basis. 





| M. B. KAMMERER JOINS 
ROPER SALES STAFF 


Morton B. Kammerer has been 
| appointed sales representative for 
|the Geo. D. Roper Corp., Rock- 
ford, Ill. He will work with vice- 
president W. J. Foster in the ter- 
| ritory which includes the District 
of Columbia, Virginia and West 
Virginia. Mr. Kammerer, recent- 
ly discharged from the United 
States Navy, prior to entering the 
service was manager of the retail 
refrigeration and range division, 
sales department, Washington 
Gas Light Co., Washington, D. C. 








| READY TO SHIP 
FLOOR MATTING 


Announcement of the avail- 

ability for immediate shipping of 
| all the outstanding types of floor 
| matting which comprised its com- 
plete pre-war line has been made 
| by the American Mat Corp., 1731 
| Adams St., Toledo 2, Ohio. These 
|mats have been largely out of 
|production during the restric- 
| tions imposed on the use of many 
| vital materials. Again in produc- 
tion are “Ezy-Rug” rubber link 
|matting, “Neo-Cord”  counter- 
tred matting and “American” 
counter-tred matting. New litera- 
ture on the complete line will be 
sent upon request. 
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SCHNEIDER JOINS by 16 mesh and widths 24 to 32 
RENOWN STOVE CoO. in. inclusive, 36, 42 and 48 in. 
AS TERRITORY MGR. ‘eco 
William C. Schneider rece ntl | 


joined the sales organization of 
the Renown Stove Co., Owosso, 


KORSHIN, TELEOPTIC 
| CO., BECOMES GEN’L 
| SALES MANAGER 


Matt R. Korshin, 
major in the Air 
joined the Teleoptic Co., 
Wis., makers of directional sig- 
| nals and fog and driving lights, 
as general sales manager. 





| 

| BATCHELDER WITH 

| CALORIC GAS WORKS 
AS SALES REP. 


| Marshall W. Batchelder is now 
sales representative with the 
Caloric Gas Stove Works, 
| Widener Bldg., Philadelphia 7. 
Pa., reports Julius Klein, general 
sales director. 
Mr. Batchelder, who will cover 





the south Chicago, IIl., territory, 

W. C. SCHNEIDER | has been with the American 

P | Stove Co., 1825 E. 40th St., 
Mich., as territory manager for | 


ce « mt | Cleveland, io, e st 20 
Michigan, eastern Wisconsin and | Cleveland, Ohio, for the past 


northern Ohio. 

Mr. Schneider, who for the past | 
3% years has served the Navy as 
assistant inspector of naval ma- 
teriel in the Lansing, Mich., dis- 
trict, formerly was with the Silk- 
worth Distributing Co., Flint, 
Mich., as a major appliance spec- 
ialty man. 


years, 

A graduate of Santa Clara, Mr. 
| Batchelder will specialize in the 
| new Caloric luxury line. 


N. Y. WIRE CLOTH 
OFFERS NEW FINISH 
PLASTIC SCREEN 


New York Wire Cloth Co., 500 
Fifth Ave., New York 18, N. Y., | 
has recently announced that it is | 
now offering its Plasticscreen in | 
the new antique finish. This is 
the plactic screen cloth the com- 
pany originally introduced in 
1942 in a natural color. It is 
also offered in green. Made from 
Dow Chemical Co.’s Saran plastic, 
this screen cloth is offered in 16 





M. W. BATCHELDER 








Remington Says Educational Campaign 
Would Lessen Auto Menace to Wildlife 


” said Mr. 


An active wildlife conservation | of the motoring public, 
campaign by sportsmen, sports- | Davis. 
men’s clubs, outdoor columnists,| “Many of these highway wild- 
automobile associations and mo- | life casualties are, of course, un- 
torists’ clubs among the _indi- | avoidable but there is no doubt 
vidual motorists and truck drivers| that much of this enormous an- 
of the country would save many | nual waste could be eliminated by 
wildlife species now killed on| the exercise of more careful 
the highways by automobiles, ac- | driving and an educational pro- 
cording to Henry P. Davis, pub- | gram. 
lic relations division, Remington | “The use of leaflets, pamphlets, 
Arms Co., Inc., Bridgeport, Conn. | roadside signs and billboards 

“Millions upon millions of | would certainly do much to save 
pounds of valuable wildlife meat | millions of small game birds and 
are wasted annually on American | animals for breeding stock, sport 
highways through the carelessness | and food,” he concluded. 


DECEMBER 20, 1945 


recently a | 
Corps, has | 
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Just as soon as 


Reconversion releases 


UNION’S Production! 


Just as fast as we can expand the now limited 


| production of Union Tools and Sporting Goods, 


you'll come in on a perfected line of UNION fast- 
sellers, replete with new features to win customers. 


| You'll see the results of our wartime planning 
—new skills and facilities in AcTION — making 


more business for you on UNION 


‘Roller and Ice Skates 
Fishing Tackle 


Chisels and Screwdrivers 


Hack Saw Frames 





Gun Implements 


HARDWARE COMPANY 
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Buy Bonds 


GRIFFIN 


Manufacturing Company 


ERIE, PENNSYLVANIA 





AGENTS 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 
SAN FRANCISCO: 703 Market St. 

















TURNER, SALES MGR., few miles from the Detroit city 
RANGE DIV., MAYTAG limits. 


B. B. Turner is now sales man- 


ager with the range division of | NAME SHORTENED TO 
e Maytag C eee 
the Maytag Co., Newton, Iowa. NORDSTROM VALVE Co. 


Directors of the Merco Nord. 
strom Valve Co., subsidiary of 
the Rockwell Mfg. Co., Pitts. 
burgh, Pa., reported recently that 
the company name has been 
shortened to Nordstrom Valve 


| Co. 


There will be no changes in 
| the personnel or sales policies of 
| the company. 

Nordstrom Valve makes lubri- 
| cated plug valves, air and service 

cocks, lubricants and valve acces- 

sories, with the main manufactur. 
| ing facilities in Oakland, Calif.. 

and additional ones in Pittsburgh 
| and East Chicago, Ind. 











B. B. TURNER 


Mr. Turner, former sales man- 
ager of the Globe American | 
Corp., Kokomo, Ind., for the past 
12 years and ex-student of the 
University of Colorado, began 
his career with the White Tar 
Co., N. J.; he left there to be- | 
come associated with the Anchor 
Stove & Range Co., New Albany, | 
N. Y., which he left after five 
years to join Globe American. 

He is a veteran of World War I. 





EVANS PRODUCTS 
GETS NEW PLANT R. W. TURNBULL 


The Evans Products Co., 15310 | ; ? : 
Fullerton Ave., Detroit 27, Mich., | President, Edison General Elec- 
id | tric (Hotpoint) Appliance Co.. 
sal . ‘ 
‘ “MB nk Chicago, IIll., was elected vice 
to be nearly three times as large , 7 

» tie nomena: eteeih alent Sie president of National Electrical 
oe ae Pp : Manufacturers Association in 
new property is a government-| Wo. York recently. He is a 
built war plant being converted | member of the board of gov- 
hy the company and situated a| ernars of the association. 





has acquired a new plant, 



















NEW LIONEL FREIGHT TRAINS: Holding the first post-war 
freight trains to come off the production I'ne, Lawrence 
Cowen, president (left), J. L. Cowen, board chairman, and 
A M. Raphael, executive vice-president, Lionel Corp., |5 E. 
26 St., New York City 10, stand in front of airliner. which 
was used to carry Lionel trains across the nation. 
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Priced to Retail at 


$900 


EACH 


Spare blade 65¢ each 
4 8 ft. Streamline $2.25 ea 


..emeans more profits for you! 
















Having an extra blade that can easily be inserted is an important feature 
among users of the MASTER “Streamline”. 

The extra blade feature has a two fold purpose, it sends away a more 
satisfied customer and means an extra profit for you. 

Another important advantage of the “Streamline” is its inside meas- 
ure feature which enables inside dimensions to be read direct on the 
tape without adding or subtracting. 

The “Streamline” also features an extra long “claw” making the rule 





os usable as a scriber and caliper, and a convenient positive tape-lock to 
eral Elec- hold dimensions securely when rule is used in restricted spaces. 
oe These important features have made the “Streamline” one of the 
egg: most popular rules on the market today. 

He ise Write for further information on the “Streamline” as well as Master's 


complete line of wood and steel tape rules. © 


“tation. 








A few jobs the Streamline can perform .. . 


















































As Scriber For Layout As Caliper For Inside Measure As 
Height 
~ \ aes ~J we Gauge 
UD. 



































815 E. 136th Street - New York 54 





ASTER 


WOOD AND TAPE RULES! 
> TRADE MAR Jv 
batititatilit APE ARE ita cielitaloteltebtelite beet 


DECEMBER 20, 1945 157 


{HY 


* 
6 


post-war 


one 


Branch: P. O. BOX 1587, OAKLAND, CAL. 








MASTER RULE MFG. COMPANY, INC. | | | | | [1 


wrence 
in, and 
wee 
which 























. AGE 




















3 Big Selling Items 


THE “HANDY” HOSE HANGER 
‘““NU-TOP” STOVE PADS 
“AVENT” FLUE VENT 


The HANDY HOSE HANGER 





Lengthens Life of Garden Hose—Keeps It in Coiled | 


Position 
Ideal, inexpensive 
method of holding 
garden hose. HANDY 
HANGER can be 
hung conveniently in 
basement, garage or 
other suitable place. 


hose cause it to wear 
out quickly—HANDY 
HANGER encourages 
householders to coil 
hose and hang it after 





use, 

FEATURES 

Comes knocked down with belts for 
quick attachment. 

One dozen per carton. Shipping weight 
25 ibs. 


NU-TOP STOVE PADS are the 


Holds 75 ft. of garden hose. 

Heavy steel construction. 12” wide by 
13” high. 

Grass green, attractive enamel! finish. 





turnover and worthwhile profit. 
Sells on sight. Streamline con- 
struction affords instant eye ap- 
peal. Pads prevent mars and 
etc. Have a quality that sets the 
pace in the trade and a fast 
growing acceptance by women 
everywhere. 


5 POPULAR SIZES | 
82 x 20"' 7a. 
x 17" 18 x 20" 
Round 7°’ in Diameter 


AVENT 


“Double Action" 
Feature 
APPEALS TO 
HOUSEWIVES 


AVENT when used as a flue vent also air conditions kitchen 
by allowing natural chimney draft to remove cooking 
fumes leaving air sweet and clean. Heavy gauge steel 
92" in diameter. Formed steel band fasteners provide 
4 points of contact. Fits any flue opening. White, green 
er ivory enamel. One doz. to carton. 


SEE ALL OF THESE ITEMS AT ROOM 809 
HOUSE FURNISHING SHOW 


Represented by Benjamin & Medwin 


Two styles. No. P.T. is bright metal 
without design. No. TD has 4 color, 
hand decal ia design in 14 
tenter. Attracts immediate and 

favorable attention. 








Hot sun and kinks in | 


Sensation of the KITCHEN | 


Here is an item priced for quick || 


scratches on stove tops, tables, || 





THE METALOID CO. 
5815 Kinsman Rd. Cleveland 4, Ohio 









Dominion Electrohome Industries to Make, 


Sell Horton Laundry Equip. in Canady 


Dominion Electrohome Indus- 


ing assistance and cooperation, 


tries, Kitchener, Ontario, will | will be freely inter-exchanged y 


and sell 
laundry 


manufacture 


home equipment 


Horton all times between the interns. 
in | tional companies. 
Canada, it was announced by Mr. 


Production is under way x 


A. E. Askerberg, president of the | the Fort Wayne plant, and J. ¢ 


Fort Wayne, Ind., company. 


| Tufts, vice-president of Dominiog 


The entire production facilities | Electrohome, predicts that Cana. 


of the Horton Co. will be given 


| dian production will be developed 


to the franchised dealers in the| within the first six months of 
United States, although engineer- | 1946. 








R. L. WHITE ELECTED 
PRESIDENT, NEMA 
R. L. White, president, Lan- 
ders, Frary & Clark, New Britain, 
Conn., recently was elected presi- 





R. L. WHITE 


dent of the National Electrical 
Manufacturers’ Association, suc- 
ceeding A. C. Streamer, president 
of Westinghouse Electric Co. 


J. W. SPEAKER NAMES 
HANSEN SALES MGR. 


The J. W. Speaker Corp., 3041 
N. Weil St., Milwaukee 12, Wis., 
announces the appointment of 
Ray F. Hansen as manager of 
sales. Mr. Hansen has had 12 
years’ experience in the automo- 
tive industry, covering areas 
“keyed” by Minneapolis, Chi- 
cago, Detroit, Pittsburgh and 
Philadelphia. For a number of 
years he was eastern district man- 
ager of Pittsburgh for the Borg- 
Warner Service Parts Co., a divi- 
sion of Borg-Warner Corp., De- 
troit, Mich. 


500 ATTENDED CHICAGO 
THANKSGIVING PARTY 


The recent Thanksgiving party 
of the Chicago Retail Hardware 
Association held in the Merchan- 
dise Mart, Chicago, IIl., attracted 
more than 500 members and their 
friends—manufacturers and dis- 


followed by an excellent floor 
show presented with the cooper. 
ation of a number of manufactur. 
ers and wholesalers. Charles A. 
Chouffet, president of the associa. 
tion, welcomed members and 
guests and introduced officers, 





COURTNEY OUTLINES 
LOCK HISTORY AT 
BOOSTER MEETING 


The history of locks, his activi- 
ties in Europe while visiting 
wounded soldiers and the prob- 
lems faced by deep sea divers 
were the main subjects of an ad- 
dress by Charles Courtney, New 
York City, locksmith, at the Nov, 
30 meeting of the Hardware 
Boosters at the Midston House, 


Madison Ave. and E. 39th St, 
New York City. More than 
members and guests attended. 


Locks were made of silver, gold 
and iron by the Romans as early 
as 400 B.C., said Mr. Courtney, 
and at one time the secrets of 
making them from iron were lost 
to civilization for 650 years. De- 
scribing the experiences and re- 
actions of a deep sea diver, he 
said that the hardest job is the 
return to the surface and being 
decompressed. 

Plans for the Christmas Party 
to be held at the Roosevelt Hotel, 
New York City, Tuesday evening, 
Dec. 18, were outlined. 





tributors. A turkey dinner was 


CHARLES COURTNEY 


HARDWARE AGE 
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PETERS, DiST. MGR., 
APPLIANCE DEPT., 
GENERAL MILLS, INC. 
William D. Peters has recently 
been appointed east central dis- 


trict manager for General Mills, 
Inc., 400 Fourth St., S., Minne- 





W. D. PETERS 


apolis, Minn., new home appli- 
ance department, says R. E. Im- 
hoff, department manager. 

Mr. Peters, who will head- 
quarter in company offices in 
Pittsburgh, Pa., was a former 
sales representative for the Good- 
year Tire & Rubber Co. He 
joined the Westinghouse Electric 
Corp. in 1922, and after seven 
years with that company he 
moved to the West Penn Power 
Co., where he did sales promo- 
tional work. 

He attended City College of 
New York and is a veteran of 
World War 1. 

STREAM ELECTED V.P., 

PLANT RUBBER & 
ASBESTOS WORKS 


A. J. Stream has been elected 
a vice-president of Plant Rubber 
and Asbestos Works, San Fran- 
cisco, Calif., according to an an- 
nouncement made recently by R. 
H. Chase, vice-president and gen- 
eral manager. 

Mr. Stream joined the com- 
pany 16 years ago as a salesman 
in the Los Angeles, Calif., branch 
and has held the position of as- 
sistant general manager for the 
past five years. 


| In addition to other activities, 

Mr. Stream will supervise the 
company’s business in the eleven 
western states. 


| NEW FIRM MAKES CHAIRS; | 


| SPECIALTIES PLANNED 


Guy Hobbs, Inc., Dallastown, 
| Pa., a new concern, has been or- 
ganized and at present is manu- 
| facturing kitchen chairs in two 
| styles. The company’s plant fa- 
| cilities are also being expanded 


|for the production of handle | 


| wood, plastic and metal specialty 
| items in the toy, houseware and 
| furniture fields. Officers are: presi- 
| dent, Guy T. Hobbs; vice-presi- 
| dent, Charles A. Masline; secre- 
| tary, Edward Greeman, and trea- 
| surer, John I, Finn. Mr. Finn also 


| | 
| supervises manufacturing opera- 
| tions. He was formerly an indus- | 


| trial engineer with the Wright 
| Aeronautical Corp. 


| 
} 


TEXAS BOOSTERS PLAN 
JAN. 15 STAG PARTY 


| The annual stag dinner of the 
| Texas Hardware Boosters Club, 
|with members of the Texas 
Wholesale Hardware Association 
as guests, will be held Jan. 15 at 
the Baker Hotel, Dallas, Tex. 
As usual, this affair will be held 
during the annual convention of 
the Texas Hardware & Implement 
Association, being held Jan. 


the same city. 





| MIRRA CHEMICAL 


| LOWERS PRICES 
| The Mirra Chemical Co., Co- 


| lumbus, Ohio, has announced a 
40 to 50 per cent reduction in 
the prices of all its products— 
moth immunizer, household 
cleaner, insect spray and flame- 
proofing liquid. The new prices 
are to take effect on Jan. 1 to 
the consumers. New low prices 
are now in effect to wholesalers. 





| concern, said that the reduction 
|in prices was made because of 


| the company’s ability to produce | 
jin greater volume at lower cost | 
| and because of savings effected | 
|in the new distribution set-up of | 


the line which is now sold exclu- 
sively through wholesalers. 











Keil Electric Specialties Sold to Trine 


— Masters Bays 


The Masters Hardware Mfg. 
Corp., 14-38 33rd St., Long Island 
City, N. Y., has purchased the ma- 
rine hardware line formerly made 
by Francis Keil & Sons, 401 E. 
163d St., New York City. 


DECEMBER 20, 1945 





Marine Hardware Line 


| Keil’s electrical specialties line | 


|has been sold to Trine Mfg. 
Corp., located at 401 E. 163d St., 
jaw York City, in part of the 
| Premises formerly occupied by 
| the Keil organization’s manufac- 
| turing equipment. 


15-17, at the Adolphus Hotel in | 


James E. Donaldson, owner of the | 


= \,* 
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Kryocide B-50 
(ready-mixed) 


Tb, 
also in 3 Ib. bags 


CRYOLITE 


Kryocide is a fast-moving sales 
item. Long a favorite insecti- 
cide of eommercial growers... 
it has now proved its worth to 
home and victory gardeners. 
This summer many more thou- 
sands discovered how well this 
NATURAL GREENLAND CRY- 
OLITE Insecticide controls 
many troublesome insect pests. 


And there is good, hard-hit- 
ting advertising behind Kryo- 
cide. Again on the air, in news- 
papers, in home and garden 
publications, millions of cus- 
tomers will “discover” Kryocide. 


Order your supply now. An 
effective insecticide, promoted 
by effective advertising, Kryo- 
cide means profits to you. Call 


your jobber now... 2 


or write to Dept. HA. 
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NATIONALLY ADVERTISED! | Northwest Hdwe. Club Hears Sperling on 


The world’s largest line of 
Precision Compasses at popular prices 


Available 


| 
| 
| 
le 


SHER 


wee 


Ve 
RILL 


“DIRECTOR 


PASSES 


Va GE Goals - Cirplare g 


POPULAR PRICED 
FOR AUTOMOBILES 
A fast-selling item! Ex- 
cellent mark-up. Rugged, 
molded plastic construc- 
tion. Accurate. Easily 
installed. No tools need- 


ed to compensate. 


DELUXE ILLUMINATED 
for AUTOS and BOATS 
This beautiful instrumenc 
sells to motorists and 
small boat owners alike. 
Illuminated. Extremely 
accurate. Finger-tip com- 
pensation. The only com- 
pass of its type on the 


market. 


NEW ACCURACY FOR 
AVIATION, MARINE 
Ideal for power boats and 
planes. New 360° accu- 
racy. Mid-cardinal point 
compensation. Finger-tip 
operation. Standard of 


U. S. Armed 


Illuminated 


Forces. 
Other fea- 


tures. Excellent profits, 


DEALERS! 
Sead for Prices 


a 


SHERRILL BUILDING 


160 


-— 


SHERRILL INSTRUMENT 


are, and Detals to Dept. 10-12 


NDIAN 


LIST PRICE 
$2.50 





LIST PRICE 


$40.00 


COMPANY 


PER 





and New York. 


Post-War Items; Election, Jan. 23 


The Northwest Hardware Club, 
presided over by A. T. MacSpe- 
don, Stanley Works, met recently 
at the Hotel St. Paul, St. Paul, 
Minn., to hear Fred Sperling, St. 
Paul (Minn.) 


Commerce, 


Association of 
speak on post-war 
products. 

Mr. Sperling, displaying many 
samples of “miracle” 
made from metals, glass, coal, 


paper, wood and plastics, said 
that these outgrowths of war 
recessity will readily find their 
use in the building, home equip- 
ment and apparel fields. He 


products | 


urged his audience to keep an 
open mind on their merits and to 
co-operate in their sale and appli- 
cation. 

Among the products Mr. Sper- 
ling reviewed were magnesium. 
new types of aluminum and stain 
steel, unbreakable 
paper, 


less glass, 


laminated rubber and 
plastics. 

The meeting for the 
election of officers and directors 
will be held Jan. 23, during the 


convention of the Minnesota Re- 


annual 


tail Hardware Assn. in St. Paul. 








GAROD RADIO NAMES | 
PITTSBURGH REP. 


The Garod Radio Corp., 70 
Washington St.,. has appointed 
John P. Ludgate as factory rep- 
resentative in the Pittsburgh area. 
He will make his quarters at = 
Fourth Ave., that city, and will | 
serve distributors and dealers in | 
Kentucky, West Virginia and the | 
western section of Pennsylvania | 


SHERWIN-WILLIAMS MAN 
HEADS PAINT, VARNISH 
VETERAN’S FUND 


B. M. Van Cleve, general man- 
the Pigment Chemical 
and Color Division of the Sherwin- 
Williams Co., Cleveland, Ohio, 
has accepted the chairmanship of 


ager of 





| ney 
are now managers of the sporting 


the paint and varnish division for 
the National Service Fund of the 
Disabled American Veterans. 


SKRONDAHL, GABEL 
JOIN H-S-B & CO. 
AS DEPT. MANAGERS 
Hibbard, Spencer, Bartlett & 
Co., 18 S. Michigan Ave., Chi 
cago, Ill., said recently that Sid- 
Skrondahl and John Gabe! 


goods, fishing tackle and bicycle 


division and the tool division, 
respectively. 

Mr. Skrondahl formerly was 
with Albert Lea & Luverne, 
Minn., for about 10 years and 


Mr. Gabel was in charge of the 
divisien he now manages when 
he entered the Navy. 








GILLETTE CAVALCADE OF SPORTS 
TO AIR 4 BOWL FOOTBALL GAMES 


Twelve thousand 
stores, according to 
the Gillette Safety 
Razor Co., 15 W. First 
St., Boston 6, Mass., 
will feature this win- 
display which 
advertises the New 
Year’s Day broadcasts 
of the football “Bowl” 
the 


dow 


games by com- 
pany’s Cavalcade of 
Sports. 

Here is the sched- 


ule: the Orange Bowl 
broadcast at Miami, 
Fla., 1:45 p.m. EST, 
Holy Uni- 
versity of Miami, over 
CBS; Sugar Bowl at 
New Orleans, La.. 


Cross vs. 





~ 


Gillette 


BOWL 
6AMES 








2:45 p.m., EST, Oklahoma A. & M. vs. St. Mary’s, over ABC; Cotton 
Bowl at Dallas, Tex., 2 p.m., EST, University of Missouri vs. Uni- 
versity of Texas, over Mutual; and East-West at San Francisco, 
Calif., 4:45 p.m. EST, over Mutual. One or more of these games 
will be shortwaved overseas to servicemen. Gillette has aired these 
four games for the past five to seven conscutive years on this pro- 
gram. 
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Oliver B. Sarpless Dies— 
In Hardware Business 61 Years 


tion Army. He had also held 
many offices in political, civic 
and patriotic organizations. For 
many years, he had voiced ener- 
getic opposition to unnecessary 
| taxation and to monopolies of any 
character. In recent years, he 
had frequently acted for hard- 
ware manufacturers and their in- 
terests on code and _ institute 
committees. Through persistently 
emphasizing the importance of 
the sales element, he had con- 
tributed much to the progress of 
the manufacturing division of the 
hardware industry. 

He is survived by his widow, 
brother, 
James L. Surpless, who manages 
the Chicago branch of Surpless, 

Oliver B. Surpless, 75, presi- Dunn & Co. 
dent of Surpless, Dunn & Cv. a 
New York and Chicago, died De- H. D. WOLFE 
cember 7, 1945, at his home in| ' 
iced 9. 5. te had seoved| _ Howasd D. Wolfe, 69, retired 
the hardware industry for “oe “" the + 
Se steal 
at hardware conventions and aj ,- pe his | a R ae N.Y ‘ 
frequent speaker at major hard- | ~' he -engeoaasocilie 
ware gatherings. A member of 
the Harpware Ace Fifty Year 
Club, he has for many years been | 
ninety ented ith the ee company fn 182 
stile nae diihien of a| the two companies consolidated. 
legion of friends within the indus- | ,,. an = director of the Rome 
Te Sls gecsing semeves fesse | Trust Co. and a former director 

. |of the Associated Industries of 
hardware ranks an outstanding ae Waals Sine 
gentleman whose counsel and es 
help have aided many of the 
dee men who pes ee the BLAKE B. BELL 
hardware field. As HarpwArRE AGE goes to 

Mr. Surpless entered the hard-! press, word is received of the 
ware business in 1884, when, at| passing of Blake B. Bell, presi- 
the age of 14, he began working 
for R. K. Carter, who is said to 
have originated the hardware pur- 
chasing agency business. Leaving 
Mr. Carter in 1886, he then ac- 
cepted a position with the Sey- 
mour Mfg. Co., with whom he was 
afhliated from 1887 to 1889. 
When Surpless, Dunn & Co. was 
organized, in 1890, he became a 
member of the firm, and since | 
1905 he had served as president | 
of the company. To his host of 
friends in all divisions of the 
hardware industry he was best 
known as “Ollie.” 

He had always been keenly in- 
terested in welfare work, and had 
taken a prominent part in the | 
hospitalization and charitable ac- 
tivities of Jewish, Protestant and | : 
Catholic welfare organizations, as|dent of Starline, Inc., Harvard, 
well as in the financial campaigns |IIl., at his home in Pasadena, 
of the Red Cross and the Salva- | Cal., Dec. 2 1945. 





one daughter and a 


OLIVER B. SURPLESS 


| Mr. Wolfe was at one time 


the Rome Brass & Copper Co. 
and became a vice-president of 





BLAKE B. BELL 
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treasurer and general manager of | 
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ee 
Important to Your Customers... 


DOUBLY Important to You! 


For years R-V-LITE advertising has been building up a con- 


vincing background for your every selling effort. Millions have 
read the R-V-LITE story in pilaaiaidtinatiees ... heard it over 
the radio seen it on point-of-sale displays. Countless 
numbers have bought. Thousands upon thousands are satisfied 
repeat customers. Your opportunity to build volume sales and 


worthwhile profits. : 


R-V-LITE R-V-LITE R-V-LITE 
ON THE FARM __ IN THE HOME IN THE STORE 
Widely used for poultry, Unequalled for sunporches, & FACTORY 


brooder and hog houses, nurseries, playrooms, work- Economical and effective 
hot and cold bed frames, shops, attics, basements, for windows, skylights and 
farm buildings, cribs, tool storm doors and windows. partitions for factories, 
and storage sheds, etc. Many other uses. shops and field offices. 


Handled by Better Jobbers Everywhere! 


A sure post-war bet. . R-V-TEX. . Watch for it! 


Bu 
Mor; 


ARVEY CORPORATION Coys 


Exclusive Manufacturers of R-V LITE 
3470 N. Kimball Ave. Chicago 18, Ill. 
























EUGENE L. JOHNSON, SR. 





EUGENE L. JOHNSON, SR. 


As Harpware AcE 
press, we are advised of the pass- 
ing of Eugene L. Johnson, Sr., 
vice-president of the Shapleigh 
Hardware Co., Mo.. 
wholesalers. 


goes 


St. Louis, 





T. D. HONEYMAN 


Thomas D. Honeyman, 79, past 
president of the former Honey- 
man Hardware Co., wholesalers, 
died Nov. 17 at his home on 
Clackamas River, Portland, Ore. 

A native of St. Andrews, Scot- 
land, he came to Portland with 
his family in 1876 and two years 
later began working for the com- 


pany he was later (1900) to head | 


as president. 
Mr. Honeyman is survived by 
his widow and two daughters. 


J. G. CULVER 

J. G. Culver, for 22 years a 
buyer for Hall Hardware Co., 618 
N. Third St., Minneapolis, Minn., 
dealer owned wholesale 
passed away recently following 
six weeks in the hospital. 
Active the hardware 


house, 


in busi- 


ness for approximately 50 years, | 





. G. 


CULVER 


to | 


| he was stricken with acute leu- 


kemia while on a buying trip in | 


He started his busi- | traveling salesman, passed away | 


Cleveland. 
| ness career as an order boy for 
Hibbard, Spencer, Bartlett & Co., 
Chicago, IIl., wholesalers. Sub- 
sequently he was with Brown- 
Camp Hardware Co., Des Moines, 
Iowa, wholesalers; the Larson 
Hardware Co., Sioux Falls, whole- 
salers; and with several retail 
| hardware dealers. 

His widow, a son, Jack, with 
the armed forces in Japan, and a 
daughter survive. 


E. L. BIERSMITH, JR. 


Edward L. Biersmith, Jr., 45, 
plant manager, Columbian Steel 
Tank Co., Kansas City, Mo., died 
Nov. 24. 

Mr. Biersmith was born in Kan- 
| sas City. Following his gradua- 
| tion from Notre Dame University, 





E. 


L. BIERSMITH, JR. 


he became associated with the 
Ford Motor Co. He was night 
| superintendent of their Kansas 


| City Branch immediately before | 


joining the Columbian organiza- 
tion. 
He had been plant manager of 





WILLIAM JOSLIN 
William Joslin, well known 
recently in a Miami, Fla., hos- 
pital, after several months of poor 
health. Originally from the 
northwest, he first went to the 
south to represent Savage Arms 
Corp., Utica, N. Y. Later he 
called on the southern trade for 
E. W. Simons & Co., his specialty 
all of his business life being 
| sporting goods. 








EDWARD H. DARVILLE 


Edward H. Darville, former 
associate editor of HARDWARE 
| AcE, passed away at Rockville 
Center, N. Y., on Dec. 1, 1945. He 
was 91 years of age and had 
given many years of his active 
life to the hardware industry. 

Born at Selden, N. Y., June 10, 
1854, and educated in Brooklyn 
schools, Mr. Darville started his 
hardware career with Peck, Stow 
& Wilcox Co., Southington, Conn., 
in 1870. Fifteen years later, he 
joined the editorial staff of The 
Iron Age and in 1913 transferred 
to HARDWARE AGE as an associate 
editor. He left this publication 
in 1921 to join Prentice-Hall Co. 
and remained with that firm until 
1926 when he retired from active 
business, 

Shortly after the close of the 
First World War, Mr. Darville 
was one of a small group of busi- 
ness paper editors chosen to visit 
the European battlefields. Later 
he acted as a special tour con- 
ductor for the American Uni- 
versity Union on special European 
tours. 


During his Jron Age-Harp- 
wARE Ace affiliation, Mr. Dar- 


ville enjoyed a wide acquaintance 





| the Columbian Steel Tank Co. for | 
| the past five years. Previously, | 
| he had been assistant sales man- 
ager. 

He is survived by his widow, a | 
son, two brothers and an aunt. | 


CARL G. DAVIS 


Carl G. Davis, 61, treasurer of | 
| the American Saw & Mfg. Co., | 
| Springfield, Mass., died Dec. 5 at | 
his home in that city. | 

Mr. Davis became advertising 
manager of the Victor Saw | 
Works, which he left two years | 
later to fill in as office manager | 
of the Napier Saw Works. In | 


formed and he joined the com- 
pany as treasurer and general 





manager. 


1915, American Saw Works was | products and was considered an 








EDWARD H. DARVILLE 


among manufacturers and distrib- 
utors of hardware and _ allied 


authority on market conditions in 


those fields. 











| A. Darville, and two daughters, 
Ruth anr Marian Darville. 





R. S. CUMMINGS 


Robert S. Cummings, buyer 
with the Shapleigh Hardware 
Co., 900 Spruce St., St. Louis 2, 
Mo., died Nov. 24. 











R. S. CUMMINGS 


A native of Quebec, Canada, 
Mr. Cummings first clerked in a 
hardware store and then joined 
the Simmons Hardware Co. as 
traveling salesman, in which ca- 
pacity he remained for 17 years. 
In 1931 he handled electrical ap- 
pliances for this company. 

In 1940, when Shapleigh bought 
out Simmons, he was made as- 
sistant to T. F. Wood, specialties 
buyer, and in 1945 Mr. Cum- 
mings was placed in charge of s 





REC( 








He is survived by his son, M. 











department. Th 
mu 
W. T: KEELING bro 

William T. Keeling, 64, travel- tics 
ing representative with the Na- Th 
tional Aluminum Co., Peoria, IIL, 
died Nov. 1 in Houston, Tex. 

He had also been a representa- Tri 
tive for the Nashau Gummed & tur 
Coated Paper Co., Nashua, N. H., fro 
and the Kler-Vue Knife Rack Co., B 
Inc., 1776 Broadway, New York a 
City. ma) 

Surviving are his widow, a sis- a 
ter and a brother. adj 

the 
tur 

TEXAS WHOLESALERS 

TO MEET JAN. 15 Cle 

The Texas Wholesale Hardware anc 

Association will hold its semi- soo 


annual meeting the afternoon of 
Jan. 15 at the Baker Hotel, Dal- 
las, Tex., during the annual con- 
vention of the Texas Hardware & 
Implement Association. 





Clack 


Tt 


CALIF. TOY MAKERS 
PLAN JANUARY SHOW 


More than 50 Los Angeles toy 
manufacturers will present their 
first California Toy Show, Jan. 
27-29, at the Alexandria Hotel, 
that city. Manager of the show 
will be Ralph Dyer of the Los 






Angeles City of Commerce, 1151 5 
Ne 
So. Broadway. 
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RECONVERSION OF MACHINES... 
... RETRAINING OF EMPLOYEES 


The simplest alarm clock requires just so 
much hand labor which calls for the skill 
brought only by careful training and prac- 
tical experience. , 
Those things take time. 

* * y 





True, war production taught new manufac- 
turing techniques and Gilbert learned much 
from that experience. 
But, thru temporary disuse, hand crafts- 
manship in clock making may have become 
a bit rusty. Skilled clock assemblers and 
adjusters have needed a little time to match 
the speed with which their new machines 
turn out clock parts. 
= * + - 


Clock production is beginning to increase 
and allocations to Gilbert distributors will 
soon become larger and more frequent. 


ASK YOUR WHOLESALER 










Clack makers to the nation since 1807 


THE WM. L. GILBERT CLOCK CORP. 


WINSTED, CONNECTICUT 

Laconia, N. H. 
551 Fifth Avenue 141 W. Jackson Bivd. 
New York 17, N. Y. Chieage 4, Ill. 
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WE’RE TELLING THEM 
FOR 






















































When McKinney suggests to architects, 
consultants and contractors to “Rec- 
ommend that 2% be allowed for hard- 
ware,” and “make selection early after 
the contract is awarded,” we are pro- 
moting business for you. 


This current advertising campaign in 
leading consumer, architectural and 
building publications builds demand 
and acceptability by supporting good 
building practice and by making home 
owners hardware conscious. 


That should bring more hardware busi- 
ness volume to you—and of the profit- 


able kind. 


Display McKinney hardware for con- 
tinuous business that grows—and pays. 





Write for a copy of McKin- _ 
ney’s new booklet—‘‘De- \ 
tails and Data for Hinges” 
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SINCE 1865 
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200 HARDWARE STORE ITEMS 


TAKEN OFF PRICE CONTROL | 


The OPA on Dec. 


6 added about 


200 minor household.  profes- 
sional and commercial! items to 
its list of products exempted 


from price control. Effective Dec. 
12, the following hardware store 
items are without ceiling prices: 


HOUSEHOLD 
ACCESSORIES: 
Hand bells. 


Hollowware made of precious 


metals or plated with precious 
metals. 
HOUSEWARES: 
Anti-splasher faucet  attach- 


ments, 
Barbecues for household use. 
Barometers for household use. 


Bread and meat boards for 
household use. 

Bottle cappers for household 
use, 


Carpet and rug beaters. 
Clothesline props and reels. 
Coffee grinders, hand operated, 
for household 
Corn 


use, 


use. 
poppers for household 

Cutlery boxes. 

Dog houses, kennels, and exer 
cise pens. 

Fireplaces (portable). 

Fireplace equipment. 

Fire escapes (portable), for at- 
tachment to residences. 

Garment bags. except paper 
hags. 

Hat racks. 

Hygrometers for household use 

Ice shavers for household use. 

Ice cube tongs for household 
use, 

Lamp shade covers. 

Mantel pieces, ornamental. 

Plastic flower boxes. 

Rubber bottle stoppers, usual- 
ly sold as liquor accessories. 

Shopping carts. 

Spoons, flat wooden, not sold 
to ultimate consumer. 

Tooth picks. 

Wood knife holders. 


HARDWARE: 


Foot scrapers. 
Garden carts. 
Grass catchers. 
Tce creepers. 


164 


sharpeners, 

Nail strippers. 

Sawbucks. 

Traps and snares for animals. 
Tree saver bands. 


SPORTING GOODS: 


Custom-built (uncataloged) of 
guns. 
Exercise equipment: dumbbells, 


Lawnmower 


rebuilt, enhanced 


elastic chest pulls, grip develop 
ers, indian clubs, medicine balls. 
stee] spring exercisers. wands 
and home exercise machines. 


Gymnasium apparatus. 


Snow shoes. 


Playground apparatus. 


HOUSEHOLD 
FURNITURE: 


Cobblers’ benches (for use 
a living room novelty). 
Humidor smoking cabinets. 


Umbrella stands. 


as 


EQUIPMENT AND 
SUPPLIES: 


Suntan face reflectors. 

Commercial and _ institutional 
kitchen appliances and fixtures 
(except refrigerators, 
and cooking utensils). 


freezers, 


MISCELLANEOUS 
ARTICLES 


Carbide lamps and lanterns. 

Chess boxes and checker 
| hoards, handmade and inlaid. 

Fishnets. 

Glider slip covers, glider re- 
| placement cushion 


sets, glider 


Wall racks (all hanging such | raincoats, beach chair replace- 


as shadow boxes, corner shelves 
knick-knacks, 
ete.). 

Wood radiator enclosures. 


what-nots, 


’ ment covers. 
a Handcuffs and billies. 


Portable camp and picnic type 
| ice chests. 








Modified Utensil Order Offers 
Small Ceiling Price Changes 


Six provisions of the aluminum 
kitchen utensil order of Aug. 31, 
1945, were altered effective Nov. 
30, without any substantial | 
change in the level of existing 
ceiling prices, the 
OPA has announced. 
The manufacturers’ on 

| 


reconversion 


ing provisions have been simpli- 
fied to permit ticketing each item 
with its top retail ceiling price, 
that is, the ceiling price in the 
store where | 
are highest. 
and add to the wording, “Except | 
Class T Sellers.” Formerly it was 
required to affix a separate re- 
tail price for each of the two 
general classes of retail outlets 
handling an item. Some types of | 
articles were exempted from the | 


retail 
mark-ups 


independent 
allowed 


lagging requirements. 

Manufacturers who before the 
war had “maintained” retail 
prices for certain items and who 
wish to resume sales at the same | 
prices, may now apply for per- | 
mission to do 
the retail ceiling price that would 
be arrived at under the reconver- 
sion calculations in the order. 

4 manufacturer with several | 


regardless of 


| Amendment 
| 86 


volume. Provision was made for 


| sale ceilings are for sales in the 
smallest quantity. Wholesaler’s 
| customary terms, trade discounts 
land differentials which result in 


| lower prices must be continued. 


the revision also of chain store| OPA estimates that this action 


prices. 


Wholesalers who formerly cal- 
culated their prices to each class 
adding specified | 
the 


of 


mark-ups 


retailer by 


in each case to 


| will increase prices to retailers 
| in some cases but will not affect 
| consumer prices. 

| The zone differential of 10 per 
| cent of the ceiling price, formerly 


manufacturer’s ceiling price to | allowable on sales in the West of 


wholesalers, are now given ceil- 


ing prices at least 30 per cent 
below the retail ceilings of in- 
dependent These 


stores. whole- 


| ware manufactured in the East, 
| has been cut to five per cent and 
| extended to sales in the East of 
ware manufactured in the West. 








Reconversion Prices of Washers, 
Troners Readjusted Slightly 


Three minor changes have 
been made in the regulation gov- 
erning prices of 
household washing and ironing 
machines, effective Dec. 4, in 


No. 1 to MPR No. 


reconversion 


The $10 addition allowed in 
the regulation for machines 
equipped with a water pump is 
intended to apply only to the 
wringer type machines, 
may be sold with or without the 
pump, OPA said. As the regula- 


which | 


| already reflect the cost of pump 
| equipment. 


Manufacturers may apply for 
| approval of individual price zones 
different from those set up in the 
regulation, when it appears that 
no increase in the general level 
of consumer prices will result. 
North Dakota and Alabama, 
omitted from the list of states in 
zones 1 and 2 respectively are 
included in the new amendment. 
and the table for the establish- 
ment of retail ceiling prices is 


| 


classes of buyers, such as whole- | tion originally read, the addition | corrected by changing the upper 


salers, chain stores, will now 
calculate retail prices on a single 
hase—his price to the class of 
wholesaler or chain store to 
which he sells in the highest 


could have been made also by 
manufacturers of spinner and au- 
tomatic type washers, which in 
all cases are equipped with water 
pumps and the prices of which 


| limit of each range of manufac- 
| turers’ lowest net ceiling prices 
| by one cent. Both changes are 
| made to correct errors in the 
| original text. 
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“Candidly Speaking” CANDIDLY SPEAKING SEEING IT FACE TO FACE "Seeing It 
* Ne. 4572Z No. 4573Z ae 
9%, inches high. Base: 4!/g inches. 10'!/. inches high. Base: 4!/2 inches. 


Weight: 36 Ibs. per doz. pieces. Weight: 42 Ibs. per doz. pieces. 
$57.60 per doz. pairs. Packed: 1/12 doz. pair in. 


Some Definitely New Designs of Our Porcelain Finished Composition 


STATUES IN MAGNIFICENT COLORS 





layers of four each. 








lade or Jelly Dishes, Pintrays, etc. 


May be assorted among both numbers. 


| EIGHT PIECE COASTER SETS 


Made of beautiful fire-polished crystal, with handpainted Flowers 
and Fruits. In Neat Gift Boxes containing eight pieces, two 


Lending themselves to manifold uses, such as Ashtrays, Marma- 


No. 4330Z No. 4331Z 
An apple, an orange with blossoms, a A tulip, a daisy with bud, an orchid, 
peach, three cherries. a kerria. 
$14.40 per doz. sets of eight. Packed: '/2 doz. sets smallest quantity sold. 


Size: 33% x 4!/2 inches. Weight: 31 Ibs. to the doz. sets. 








all big sellers. 


Be sure to send for our complete set Z of GIFT 
GOODS. We have them from $1.80 to $90.00 per doz.: 





No. 4331Z Flowers 
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115-119Z So. Market Street 
CHICAGO 6, ILLINOIS 
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that Promotes 
Good Will 


PETROLEUM SOLVENTS CORPORATION 


Solvents for all types of petroleum residues 


331 Madison Avenue, New York 17, N. Y. 





Success is based on quick, 
easy sales of products or ser- 
vices that perform and pro- 
mote good will. SILOO FUEL 
OIL TANK SOLVENT does all 
this and more. It cuts down 
those costly free service calls 
that cause so many profit 
leaks. 

SILOO FUEL OIL TANK SOL- 
VENT overcomes the everyday 
problems common to proper 
combustion and storage of 
fuel oils, without affecting the 
characteristics of any fuel. 

It is a safe antidote for 
clogged pipe lines, oil strain- 
ers, oil filters, burners. 

It assures trouble-free heat- 
er, boiler, turbine and engine 
operation. 

It is non-explosive, non-in- 
flammable, non-corrosive and 
non-toxic. 

It dissolves sludge accumu- 
lation in tank and fuel system. 

It will remove polymerized 
gums and act as an inhibitor 
against electrolysis. 

It is a nroduct of fifteen 
years standing. 

It is nationally advertised 
in twenty magazines. 


Get the SILOO story today! 
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8 OUT OF 10 
NEW HOME OWNERS SAY... 


cy 

“ “WeWant 
Economical 

Automatic Heat’ 







Vaporizing Oil Burner Space Heaters, Floor Fur- 
naces, Furnaces, and Water Heaters Equipped 
with “A-P” CONSTANT LEVEL OIL CONTROLS 
Deliver This Great Market Right to Your Doorstep 


The immediate future is bright for vastly increased 
installations of Vaporizing Oil Burner Appliances in the 
millions of attractive new small homes that will shortly 
be under construction. 


The majority of these prospective owners plan to enjoy 
the comfort of automatic heat and the luxury of automatic 
hot water — economically and dependably assured by 
“A-P” Constant Level Oil Controls. 


Prepare to promote profitable Vaporizing Oil Burner 
Appliances sales the “A-P” way — aided by the great ad- 
vantage of assured leadership with “A-P” Constant Level 
Oil Controls. Complete Bulletins upon request. 


iMustrated is the A-P Model 
240 WYP Constant Level Oil 


at rs— 
equipped with ''Magic Pilot.*' 
The ‘‘Magic Pilot’’ also is avail- 
able on other model controls 
for vaporizing burner floor fur- 
naces and furnaces, where a 
low pilot flame must be main- 
tained indefinitely. 


AUTOMATIC PRODUCTS 
COMPANY 


2442 N. 32nd ST., MILWAUKEE 10, WIS. 






DEPENDABLE 


OIL CONTROLS 
DLS ARE DESIGNED TO ELIMINATE SERVICING 























Brush Bristles Freed 


All restrictions governing the 
manufacture of brushes made 
from pig and hog bristles and 
the sale of these brushes have 
been removed by the Civilian Pro- 
duction Administration through 
amendment of order M-51. This 
amendment eliminates controls 
which included limitations on the 
kinds of painters’ brushes which 
could be manufactured and on 
the bristle content of certain win- 
dow washing and paste brushes, 

The revised order is intended 
to insure a fair and orderly dis- 
tribution of the bristles in the 


All Restrictions 


| Reconstruction Finance Corp. 
stockpile and to conserve those 
| sizes of bristles that are still in 
| short supply. 

| The OPA has e8timated that, 
on the basis of present supply, 
{there will be sufficient bristles 
under the relaxed provisions of 
M-51 satisfy the domestic 
economy for the first six months 
of 1946. By the end of that period 
it is expected that new supplies 
will be available from the for- 
merly occupied areas in China 
that are the chief source of 
bristles. 


to 














Limited Quantity Mech. Rabber Goods 


Granted Ceiling Price Increase 


Reconversion provisions  al- 
ready in effect allowing industry- 
wide ceiling price increases for 
specified consumer durable goods 
under certain conditions have 
been extended to cover a limited 
number of mechanical rubber 
goods, the OPA has announced. 

The extension, effective Dec. 1, 


| 1945, applies to mechanical rub- 


ber goods whose 1944 production 
was one-half or less of their last 
representative period of peace- 
time production. Secondly, the 
reduced production must have re- 
sulted from Government restric- 
tions or from use of the manu- 
facturing facilities for other war 
goods. The third condition is 


that, because of a change in Gov- 
ernment restrictions or in the 
needs of the war program, manu- 
facturers generally are able to 
begin production again or to in- 
crease susbtantially the present 
production. 

OPA said that most mechan- 
ical goods have been produced in 
volumes equal to or greater than 
pre-war volumes. Such products 
are not covered by today’s exten- 
sion. Those items covered repre- 
sent a small number of products 
that have been in large part or 
wholly out of production since 
1941, such as rubber flooring or 
mats, sponge rubber products 
and rubber-covered rolls. 











CPA FIELD OFFICES 
CLOSE ON DEC. 31 


The Civilian Production Ad- 
ministration has announced that 
all of its field offices will be 
closed on or before Dec. 31, 
194: As of Dec. 7, all applica- 
tions for priorities assistance un- 
der Priorities Regulation 28, 
heretofore handled in the field 
offices, must now be forwarded 
to its headquarters in Washing- 
ton for handling, the CPA said. 

After Dec. 31, there will be no 
one available in any field office 
to aid applicants in the filling 
out and filing of the application 
forms for priorities assistance. 
The present 13 regional and six 
district offices, although closed 
for the transaction of all CPA 


| year—except for compliance mat- 
ters—will be used only by the 
compliance division. 

Replacing the field offices as 
sources of supply for priority ap- 
plication forms will be 115 first 
class post offices in cities where 
CPA field offices have been lo- 
cated. The forms will also be 
available in the smaller War 
Plant Corp. field offices. CPA 
explained that there would be no 
one available in the post offices 
to assist applicants in filling out 
the forms. 

The revised CPA 541-A forms, 
on which application is made for 
assistance in breaking industrial 
reconversion bottlenecks under 
PR-28, will also be available in 
Room 1501, Social Service Build- 
ing, Washington, D. C., as will 





business after the first of the 





other forms. 
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ASK FOR SURPLUS FIRE 
EXTINGUISHER DISPOSAL 
BY MANUFACTURERS 


| 


Two fire extinguisher manufac- | 


wrers’ Surplus Property Admin- 
jstration advisory committees 
have recommended that the origi- 
nal manufacturers be designated 
as agents for the disposal of sur- 
plus stocks of this equipment. 
The committees are the Chemical 
Fire Extinguisher Manufacturers 
IAC and the Carbon Dioxide Fire 
Extinguisher Manufacturers IAC, 





both of which recently met in 


Washington with Surplus Prop- | 


erty officials. 
TIN AGAIN UNDER 
IMPORT CONTROL 


In order to strengthen controls 
for implementing the interna- 
tional allocation of tin, which is 
still in critically world-wide short 
supply, the CPA has again 
placed this metal under the con- 
trols of the General Imports Or- 
ler M-63. 








DUN & BRADSTREET’S 
“U. S. TRADE INDEX”’ 
READY THIS SPRING 


The first issue of the United 
States Trade Index, listing 
North American manufacturers 
with products for export to 
Latin America, will be issued by 
Dun & Bradstreet, 290 Broadway, 
New York City, in the spring of 
1946. Distribution will be through 
the Dun & Bradstreet offices and 
agents in the 29 Latin America 
markets and 40,000 copies will be 
placed in the hands of principal 
buying offices — manufacturers, 
sles agents, banks and govern- 
ment purchasing divisions. The 
wlume is designed to include 
thout 500 pages of the standard 
#4 in. by 11 in. size. 








TOY MAKERS ASSN. 
ISSUES SALES MANUAL 


A new edition of the manual, 
“How to Sell Toys,” designed to 
tive retail salespeople basic sell- 
ing points on all types of toy de- 
partment merchandise has just 
been published by The Toy Man- 
wacturers of the U.S.A., Inc., 200 
Fifth Ave., New York 10, N. Y. 
The first section of the manual 
summarizes the background infor- 
mation required to sell toys intel- 
ligently and build good-will for 
the store. Children’s general 
play interests at different age 





groups are summarized and the 
different types of play required 
for normal child development are 
outlined. Proven sales openers 
and selling rules are given and 
suggestions are presented for in- 
creasing sales by suggesting re- 
lated toy merchandise. 


The second section gives basic | 


sales points on each general clas- 


sification of toy merchandise. A | 


list of review questions is given 
at the end to help salespersons 
test their knowledge. 
of 
stores handling toys at no cost. 
Additional copies in quantities of 
10 or more are 10 cents per copy. 


NAT. DIRECTORY OF 
COMMODITY SPECIF. 
NOW AVAILABLE 


The National 


lished by the Division of Codes 
and Specifications, U. S. Depart- 
ment of Commerce, 


ton, D. C., is now available, re- 
vised and enlarged. Its 1300 
pages contain brief summaries of 


the contents of each specification | 


arranged according to a compre- 


hensive plan, and tells where the | 
specification may be obtained. It | 


includes a complete compilation 
of standards and specifications 
having national significance. 








der the auspices of the Combined 
Production and Resources Board 
at Ottawa, Canada, and attended 
by engineers from this country, 
England and Canada, a basic 
stew thread form Was recom- 
mended. 

The fundamental differences 
between British and American 
stew thread forms caused pro- 
duction and supply difficulties 
during the war. As a result of 
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Screw Threads Conference in Canada 


Reaches Basic Agreements on Forms 


At the recent meeting of the | this meeting, the delegates took 
Conference on the Unification of | home with them a specification 
Engineering Standards held un- | for a 
| unified standard for all countries 


form that would provide a 


using the inch system. 

According to officials who at- 
tended, this basic form retains 
the best features of the present 
forms but from now on will have 
a series of associated diameters 
and pitches which will simplify 
matters and at the same time 
give an adequate range of choice 
for all general requirements. 


One copy | 
the maunal is available to | 


Directory of | 
Commodity Specifications, pub- | 


National | 
Bureau of Standards, Washing: | 





























| This is the kind of display-dispenser YOU have 
| been waiting for. 
_in your store if YOU will properly place several 


of these units. 


A real “drive” can be made 


DEAL “C-D” 
GET YOURS NOW 


Quant. Watte List Total 
12 RO $ .25 $3.00 
36 60 -25 9.00 
36 10°0 .25 9.00 

6 150 Ss 2.70 

6 530-100-150 .75, 4.50 


Total List $28.20 


FULL DISCOUNT APPLIES 


| Write TODAY if YOU wish to see a full-color 
| reproduction of the display before buying. It’s 
| freld-tested. It’s proved. It will sell Verd-A- 
| Ray Lamps for YOU. 
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Fiber conduit—An increase of 
11% per cent in manufacturers’ maxi- 
mum net prices for fiber electrical con- 
duit and fiber pipe was approved by 
OPA, 


price regulation 592. 


in a recent amendment under 


Rubber mats, stair treads, 
ete.—Effective Nov. 24, OPA eliminated 
from the control of Price Regulation 149 
(mechanical rubber goods) : Household 
mats and matting, household stair treads 
and kneeling pads. Maximum prices 


prevailing on these items when under 


regulation 149, were revoked as of 
Dec. 14 
> > 7 
Electric temperature con- 
trols—Effective Nov. 15, Gleason- 


Auburn, New York, makers 
of automatic temperature controls, is- 


Avery, Inc., 
“subject to fur- 
The price 
list effects an “approxi- 
mately, but not to exceed,” the five per 
cent 


sued a new price list 
ther change without notice.” 
increase of 


increase in ceiling prices autho- 
OPA of Oct. 9. 
modifying price regulation 591. 


rized by under date 


. * * 


Steel sheets, flat galvanized 
Resellers of flat galvanized steel sheets 
the OPA to 


pass on to their customers one half of 


have been authorized by 
the mill price increase of 20 cents per 
100 pounds which they have been re- 
quired to absorb since the higher mill 
1945. 
effective Nov. 30, 


price was established on May 21, 
The action became 
1945. 

. * 

Window, picture glass An 
increase in manufacturers’ ceiling prices 
equal to 3.95 per cent on annual sales 
is announced by the OPA. The in- 
crease is to be absorbed by resellers and 
industrial users and will not in an in- 
erease in cost for ultimate consumers 
such as buyers of new homes or persons 
making repairs. Effective Dec. 7 by 
Amend. No. 18 to Order No. 
Section 25, MPR No. 592. 


1, under 
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Plumb tools Fayette R. 
Philadelphia, Pa., has is- 
sued two new price sheets Nov. 15. 
Sheet 104 restores to the line octagon 
neck nail and ripping hammers, with 
polished pre-war finish, and Sheet 302 
(Sledges, returns to the line 
Oregon pattern drill hammers, 2 and 
and 12-lb. 
20-lb. 
stone sledges and 20-lb. spalling ham- 


Plumb, Inc., 


etc.), 


+-lb. round eye stone cutters, 
double-face blacksmith’s sledges. 
mers have been discontinued, also 1% 
BS hand hammers. The basis of pric- 
ing has not been changed, and still rep- 
resents March, 1942, ceiling figures. 

* * * 

Tool handles, blank — New 
ceilings for hickory striking tool handle 
blanks sold by producers are approxi- 
mately 9 per cent above the average of 





Fro 


> ee 


prices for the small operators when they 
last sold handle blanks. Ceilings for 
striking tool handles sold by producers 
and distributors are increased approxi- 
mately 3 per cent over the average of 
present prices at the manufacturers’ 
level and reduced about 3 per cent 
under the average of the distributors’ 
level. Prices for replacement handles 
at retail, OPA said, should be no higher 
than those presently being charged. 
These ceilings are effective Dec. 10 by 
Amend. No. 15 to Second Revised Supp. 
Reg. No. 14 to GMPR; Amend, 3 to 
MPR 501, and Amend. 8 to MPR 196. 


* * * 


Barbed wire—A retail price 
ceiling of $4.85 per roll of 80 rods has 
been established on new barbed wire 
declared surplus by the armed forces 
and to be sold for civilian use begin- 
ning Dec. 15. This ceiling, effective 








Wholesale Hardware Sales 
By Geographic Divisions, for October, 1945 


' SALES REPORTED 


Percent Change | 
DIVISIONS October 1948 
Number 
of Oct. Sept. 


Firmsb| 1944 1945 
U.S. TOTAL d...| 27 | +9 +17 


East South Central ...| 
West South Central 
Mountain 


Pacific | —1 | 412 


| 
New England. .... | 24 +17 | +22 | 
Middle Atlantic | 3 | +89 | +2 
East North Central ...| 50 +13 | +23 | 
West North Central....| 36 | +8 +14 | 
South Atlantic | 2 | +15 +32 | 
| 
| | 


Bureau of the Census 


SALES YEAR-TO-DATE c 


Thousands of Dollars 


Percent Ten Ten 
Change Months | Months 
from 1945 1944 


Oct. Oct. Sept. 10 mos. (Add | (Add 
1945 1944 1945 1944 000) 000) 
$41,109 $37,553 $35,170 | + 2 $423,684 $414,893 

| 

1,200 1,092| 1,082; +6  11,384{ 10,714 
6,243 | 5,744) 5.198) +4 63,443 | 63,997 
8,168 | 7,215| 6,635) +5 73,511 | 70,284 
7,351 | 6,836 | 6,436 | +3 56,821 | 55,368 
2,524 | 2,201| 1.906) +5 29,366 2. 78 
2,166 | 1,831| 1,847; +9 23,144 | 21,304 

5,708 | 5,098) 5,347, +9 52,451 | 48,269 
1,486 | 1,326 | 1,233) +6 12,538 | 11,907 
6,064 6,107| 5.417; —6 77,319 | 81.916 


Prepared in Sates Division by Current Statistical Service 


a Includes 39 reports received too late to be incorporated in Census Bureau published releases. 


b Number does not apply in all cases to the year-to-date 


figures. 
c Includes reports received too late for inclusion in previous monthly totals. 
d Includes data for three firms not allocated to geographic divisions. 





States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. L, Vt.) 
Pa. 


Middle Atlantic—(N. Ss BT 
East North Central—(lIll., 


Ind., Mich., Ohio, Wisc.) 


West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., 8. D.) 


Seuth Atlantic—(Del., 


D. C., Fla., 


Ga., Md., 


C., 8. C., Va., W. Va.) 


East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 


Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. 


Pacifie—(Calif., Ore., Wash.) 


M., Utah, Wyo.) 
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DATE ¢ 


Ten 
Months 
1944 
(Add 


414, 893 


10,714 
63,997 
70, 284 
55, 368 
27,878 
21,304 
48, 269 
11,907 
81,916 


vice 


AGE 








Dec. 1, as well as other ceilings estab- 
lished for sales at wholesale levels, ap- 
ply to galvanized steel wire, type A, 124% 
in: gage, two strand with 4.4 in. spac- 
ing, Order 88 under Supplementary 
Order 94—Special Maximum Prices for 
Sales of Barbed Wire. 
* 7 ” 

Revolvers, pistols — An in- 
crease of 9 per cent in the ceiling prices 
of revolvers and pistols at all sales 
levels, effective Dec. 8 has been an- 
nounced by the OPA. This action also 
adds a provision to the new small fire- 
arms regulations under which OPA may 
issue individual orders bringing the re- 
tail maximum prices for certain private 
brand shot guns and rifles into line with 
the general level of prices established 
by the regulation. Amend. No. 4 of 
MPR 254—-New Small Firearms and 
Parts. 

* > « 

No steel increase now — On 
Nov. 23, Administrator Bowles an- 
nounced OPA’s decision not to approve 
now any general increase in steel prices. 
despite the mills’ urgent request and 
apparent need. OPA does promise, 
however, that the situation will be re- 
viewed promptly and carefully when the 
next financial returns of the steel com- 
panies are submitted early in 1946. 
OPA’s studies show that the industry’s 
earnings for the first nine months of 
1945 are well in excess of “a represen- 
tative peace-time” standard (based on 
1936-1939) and that based on current 


éperations they would be in excess of * 


this standard for the entire year. Mr. 
Bowles says that OPA could not prop- 
erly adjust prices on the basis of profits 
experienced in the period immediately 
following V-J Day. This period was 
short, confused and abnormal. The in- 
dustry’s entire operations were upset by 
heavy cancellations of war contracts and 
were, therefore, completely unrepresen- 
tative. OPA, however, expresses its 
deep concern over the fact that many of 
the small non-integrated steel com- 
panies are in financial hardship, and 
says that action will be taken to ease 
this situation by price relief for these 
companies. 
ial ” a 


Deliveries Jobbers report de- 
liveries of galvanized sheets, and of 


merchant wire products (nails, fencing. 








VISIT HARDWARE AGE 
At the Chicago 
HOUSEWARES SHOW 
Room 1049W 
PALMER HOUSE 
Dec. 31 to Jan. 4, 1946 
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NE EASY WAY to SHOVEL 
in GREATER PROFITS! 












CASH IN ON 
THESE 14 SALES 
ADVANTAGES 


Actual 16-gage steel 
Weight: 7% Ibs. 


14 gage brackets in D-grip 
handle ry. 
1—4'2” dowel in D-grip 
handle 


5 Scoop and Socket welded 
together 


Two %”" beads 
Hard-wood handle 





en — 


b 


eon Oo 


Black-enameled scoop 

Varnished handle 

10 Unique shape 

11 D-Grip Handle 4 
12 One Shovel does 4 jobs “y 
13 Full 51” high 

14 Full 15” x 18” scoop 


Costs You Ony *13! per DOZ. 


Succesren Swine Price...°17* EA. 


IF YOUR JOBBER CANNOT SUPPLY YOU... 


RUSH YOUR ORDER IN TODAY! 


<° 








Blackhawk Snow Shovel Dept. 
Roy Tool and Engineering Company 
8801 Fenkell Avenue, Detroit 21, Michigan 


' 
| 
| 
| 
| 
Please ship me via Ss at 

| [_] dozen BLACKHAWK 4-in-1 SNOW SHOVELS 
| 

| 

| 

| 

| 

| 


| 
| 
| 
| 
| 
| 
| 
Store Name Z 
Address_ 
Buyer's Signature 
| 

al 
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MINUTE MOP Line 
of Cellulose Sponge 
Products 





e Minute 
Bath 
TUB 
BRUSH List 
Price, 


69c 


Tops for cleaning the 
bath tub easier and faster. 
Ends stretching, strain- 
ing, and irksome bending 
over. Keeps hands dry, 
yet works up rich, dirt- 
catching lather. Made of 
Du Pont Cellulose Sponge 
mounted on wood block. 






















Wholesale Hardware Inventories + 


By i Divisions, for October, 1945 


END-OF-MONTH INVENTORIES (Cost) 


STOCK-SALES RATIOS b 














| 
DIVISIONS | Thousands of Dollars 
| 
BE: Di Bae | 
| Number | 
| ot Oct. | Sept. | Oct. | Oct. Sept. | Oct. | Oct. | Sept 
| Firms | 1944 | 1945 | 1945 | 1944 | 1945 1945 | 1944 1945 
U.S. TOTALe....| 193 +11 | + 2 |947,254 |$42,414 [946,161 | 186 | 188 179 
New England......... 1 | +18 | +4 | 2,007, 1,694/ 1,927) 212 | 205 | 241 
Middle Atlantic. . 4 | +11 | —1 | 5,181 | 4,623, 5,189 | 181 139 183 
East North Centrai 38 | +18 | +2 | 9.788) 8,280 9.563) 198 | 134 187 
West North Centrai 28 | +10 | —2 | 9,633| 8,754, 9,854 | 141 139 164 
Atlantic........ 3 | +3] +3 1,820 | 1,70| 1,763) 117 | 137 151 
Fast South Ceniral | 7 | +4 | +8 | tao! 11343| 1207) 119 | 130 124 
West South Central 17 +9 | +4 | 6,108| 5,582| 5,853/ 178 188 185 
Mountain 1 | +12 | 41 | 1,083 | ‘964 | 1,071 | 134 138 168 
IEE AY | | +9 | +7 | 10;230| 9,375] 91690) 209 | 187 218 
Bureau of the Census Prepared in Business Division by ad Statistical Service 


a Includes 32 reports received too late to be incorporated in Census Bureau published 


b Stock-sales ratios are obtained _—— ae the stocks by the sales for an identical ae of firms. 


c Includes data for four firms 


to geographic divisions. 














Handle 18” long. Ship- 
ping welght, per gross, 50 Ibs, 
e Minute 
LAVATORY 
BRUSH 
—_—_—_—_ —_—_— 


List Price. . 29¢c 


For keeping wash bowls and stands spotl 

ess all 
the time. The housewife who delights in deen- 
liness quickly sees its speed- up advantages, how 
it does away with untidy, messy fixtures in a 










F qh 
ar Ay Lg a ii" — 
e Minute 

DISH 

MOP 


“Fin Model” 
List 
Price 

==" Most ingenious method yet 
for cleaning coffee makers, 
pitchers, jars, bottles—ell 
deep china and glassware. 
Cellulose Sponge head is 







sectioned and eet into handle, resembling @ 
paddle-wheel, that washes clean as you twist 
handle. Packed in counter display cartons of 12 


mops. Shipping weight, per gross, 20 Ibs. 












e Minute 
WINDOW 
BRUSH List 
Price, 
59c 
There's a ready market 





awaiting this handy, effi- 
cient housekeeping device 
—""" that gets windows spark- 
ling with less work. Espe- 
cially useful to clean 
small, partitioned win- 
dows. . Wood block 
sures 5%” x 1%”, with 
a handle 18” long. Packed 
one gross to the case, 
Shipping weight, 47 Ibs. 

Send in your order now to your jobber end 
learn how easy it is to cash in on new, estra 
profits with the steady-selling, famous Minute 
Mop Cellulose Sponge Line that’s distributed 
nationally. 

SEE OUR DISPLAY in Reom 792 at 
the Housewares Show in the Palmer 


House, Chicago, Dee. 30 to Jan. 4 


\ MINUTE MOP (0. 


is €.23rd.St. 
* CHICAGO 16 ILL. 

















etc.) are still disappointingly slow, but 
with “hopes” of betterment by Spring. 
It is said that the urgent demand is for 
at least double the amount of wire nails 
now becoming available. Steel mer- 
chant pipe demand is very heavy, largely 
for plant expansions and municipal 
works. Deliveries are extending into 
February in typical cases. A large po- 
tential demand for standard pipe is 
“in the offing” for home building, but 
there is slow progress in getting that 
program launched. Jobbers’ stocks of 
pipe are said to average well. 
* . * 

Wheelbarrows — Jobbers com- 
plain of a continuing dearth of wheel- 
barrow supplies, likely, it seems, to 
continue through next spring. Lead- 


ing makers are loaded with orders, 
though endeavoring to serve only their 
regular customers, and all complain of 
production limited by labor shortage or 
slackness, and by short supplies of 
lumber and steel. 
* * e 

Inventory control revisions 
—As of Nov. 23, CPA amended its Pri- 
Regulation 32, revising and 
tightening some of its inventory control 
rules for users of certain materials, due 
to scanter supply situations which have 
developed. A limitation of 45 days on 
block mica and of 90 days on- mica 
splittings, both used for insulation in 
electrical appliances and radios, now 
applies. The demand for cadmium, for 
plating iron and steel products, espe- 


orities 








Wholesale Hardware Collections + 
on Accounts Receivable 
By Geographic Divisions, — October, 1945 






































ACCOUNTS RECEIVABLE | Collection Percentages b 
we ———e — —— = 
| Percent C 
DIVISIONS October 1 Thousands of Dollars 
from 
Number me Kets ee ren se 
of Oct. | Sept. | Oct. Oct. | Sept. Oct. Oct. Sept. 
Firms | 1944 | 1945 | 1945 | 1944 | 1945 | 1945 1944 1945 
U.S. TOTAL c....| 268 —-1 | +1 (#82. 131 — $31,894, 104 103 99 
23 +10 | +4 | 1,097 998/ 1,053; 93 101 86 
64 —5 | +8 | 4,739| 4,991 | 4,527 95 88 91 
48 —7 | +3 | 6,360| 6,810| 6,181; 108 104 101 
35 +4 +8 | 5,847| 5,632/| 5,416| 117 119 112 
21 —7 | +5 | 1,801} 1,936/ 1,718) 111 108 107 
17 +10 | +5 | 1,943/ 1,759; 1,858) 99 102 97 
24 +8 | —5 | 3,731| 3,455/ 3,913, 110 109 102 
10 +1 —2 | 644 | 638 656 = 95 95 90 
21 —4 | —8 | 5,711) 5,981 6,188 | 92 96 93 
| | 











Bureau of the Census 





Prepared in Business Division by Current a Service 


Oe ee eens no ees 6 Se eee 
b Collection percentages are obtained by dividing the collections by the qsneuete Ceschvebte tor on tention! 


group of firms. 
c Includes data for five firms not allocated to geographic divisions. 
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cially automotive bearings, is consider- 
ably in excess of current production, so 
a 45-day inventory limitation has been 
set for its users. The increased use of 
hide glue stock for gelatin and fertilizer 
has brought about a shortage, and a 
45-day inventory limitation has been 
fixed on this material. The supply of 
titanium pigment is running far below 
present demand and a 30-day limitation 
has been imposed on this, a non-poison- 
ous coating for food-containers, such as 
refrigerators. Also, white lead has been 
made now subject to a 60-day inventory. 
Turpentine, being, like rosin, important 
in paint-making, is now placed under 
the five months’ inventory limitation 
which applies to rosin. The demand 
for vegetable waxes exceeds surrent sup- 
gly and a 90-day inventory limitation 
has been placed on these. Due to an 
interference with supply, and an in- 
creased use in the enameling industry, 
borax and boric acid have been made 
subject to “a practicable minimum 
working inventory” restriction. This 
also applies to phosphate rock. 


* 7 * 


October construction — Sub- 
stantial gains in construction contracts 
in October, probably attributable in 
part to the removal of all federal re- 
strictions on building on Oct. 15, were 
reported for the 37 states east of the 
Rocky Mountains by F. W. Dodge Corp., 
119 W. 40th St., New York City. The 


total of all contracts awarded during the - 


month was $316,571,000, a gain of 13 
per cent over September and 118 per 
cent over October of last year. During 
the period Oct. 16-31, immediately fol- 
lowing removal of WPB Limitation 
Order 41, contracts totaled $175,771,000 
compared. with $71,556,000 in the corre- 
sponding period of 1944. For this com- 
parative period nonresidential construc- 
tion this year was up 216 per cent, resi- 
dential building gained 172 per cent, 
and heavy engineering construction com- 
prised of public works and utilities, in- 
creased 36 per cent, a spokesman for 
the Dodge company revealed. The con- 
struction volume for the first 10 months 
of the year aggregated $2,598,531,000 
compared with $1,640,685,000 in the 
same period of last year. Construction 
for private accounts, as differentiated 
from publicly owned construction, repre- 
sents 54 per cent of the total so far this 
year. During the first 10 months of last 
year, privately owned construction 
amounted to only 26 per cent of the 
total of all construction. Residential 
construction in the first 10 months 
amounted to $388,959,000, a gain of 22 
per cent over last year. Nonresidential 
building in the same period amountel to 
$1,449,185,000, an increase of 104 per 
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KWIKHEAT’S 


BUILT-IN i oY 
YC 
THERMOSTAT (>, 


* HEATS IN ONLY 90 SECONDS 
* MAINTAINS PROPER HEAT 
* CAN'T OVERHEAT 

* LESS RETINNING NEEDED 


* TIPS LAST LONGER The Kwikheat Soldering Iron 
* COOL, SAFE HANDLE 7 has ample reserve power for 
* LIGHT WEIGHT ff your soldering jobs —225 watts 
held in check by a thermostat 

built right into the iron* —main- 

taining ideal temperature for perfect 

soldering—preventing overheating 

(which causes deterioration in other 

irons) —prolonging life of tips and elimi- 

nating the need for constant retinning. Be- 

sides these big advantages, the Kwikheat Iron 

is hot, ready to use only 90 seconds after plug- 

ging in. It is extremely light (14 ounces), well- 

balanced, and has a safe, cool handle. No wonder 

Kwikheat is a sensation wherever it is used. You will 

want to stock this “hot” item. With one tip — $11.00, list. 


6 INTERCHANGEABLE TIP STYLES 

#0 #l #2 #3 #4 #s 

$1.25 $1.25 $1.25 b Bas $1.75 Q) 25 
VANATTA 


*patented 


THERMOSTATIC SOLDERING IRON 


ivision of 


Sound Equipment Corp. of Calif.e 3903 San Fernando Rd., Glendale 4, Calif 

















The Rost ate 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 
Marengo, Illinois 








ORDER NOW 
THE SEASON’S ON 











RUST PROOFED 
LICENSE PLATE 
FASTENERS 


Smartly designed for looks and satisfoc- 
tion. Wide screw head for any slot. High 
wing nut for better grip. Two washers, 
flat and lock, for security. 
ORDER DIRECT OR THROUGH 
YOUR FAVORITE JOBBER 


SHARON BOLT & SCREW CO. 


BOSTON 10, MASS. 
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| steel window frames and sash. 


cent over the corresponding period of 
1944. 
* * o 
Tight construction items — 
“Shortages still prevail in several key 
construction materials but the outlook | 


for the future is fairly promising and 
there have been no serious production 


set-backs.” So states the latest report 


on construction and construction ma- 
terials, issued by the Department of 


The report lists the follow- 


Commerce. 
ing still short materials: lumber (par- 
brick; 
cast-iron bath-tubs, cast radiators; soil | 


ticularly hardwood flooring) ; 
pipe; nails (in the smaller sizes) and 
“Most 
building materials will be available in 
sufficient quantities to satisfy the an- 
ticipated needs for new construction and 
maintenance in 1946,” the report con- 
tinues, but to do this, cast iron pipe 
production must be increased by 65 per 
cent, brick production by 30 to 35 per 
cent, and gypsum board and lath by 
The 1945 demand 
pipe is estimated at 338,000 | 


about 25 per cent. 
for soil 


| tons, 


* * * 

Farm equipment—There was 

a disappointing drop of nearly 11 per 
cent in the third quarter output of farm 
machinery and equipment, 
with the similar 1944 total. 
shortages——“materials and labor” 


compared 
The usual 
were, 
of course, held responsible, with steel 


| sheets and castings especially lacking. 


| While most of the “dollar” drop oe- 


curred in heavy farm machinery and 


repairs, there were substantial de- 
creases in barn and poultry equipment. 
Conversely, the quarter’s production was 
better than a year-ago on sprayers, dust- 
ers, garden tractors, water systems and 
dairy farm equipment. 


* «€ 


Better inner tubes—-CPA an- 
nounces another amendment to Rubber 
Order R-1, which will permit the use of 
butyl, the “synthetic” credited with re- 


| taining air far better than natural rub- 


ber, for the manufacture of passenger 
After that 
date, not only all passenger car tubes, 
but inner tubes for all small truck and | 
small tractor-implement tires may also 
be made from butyl. 


car inner tubes, after Jan. 1. 


However, the re- | 


striction against use of ‘butyl in the 


manufacture of bicycle tire tubes will | 
remain in effect after Jan. 1. Through 
the rest of 1945, the use of butyl will 
continue to be restricted to inner tubes 
for military vehicles, certain large-size 
truck, bus and tractor tires and large 
tires 6.50 and CPA 
“The air-retaining quality | 
of butyl rubber permits uniform tire | 
pressure, one of the most important fac- | 


passenger over. 


comments: 


tors in obtaining long service from syn- | 
thetic tires. Butyl has proved of infinite 





SIEBRING 


HiSpeed 


CULTIVATOR 
SHIELDS 


FIT ANY 


Standard 
Make of 
Cultivator! 























































































Emchea Wen SPEED CULTIVATING 


ultivati of 15 to 18 miles an hour are 
Te te fact ne aver eamn or soy 
beans. Protects plants perfectly ... even when 
is wet. Prevents any damage from 
covering up or large clods. QUICKLY in- 
stalled on any make cultivator, too. EASILY 
j a commpassen iy y 
wrought iron. Immediate delivery ! 
Write for circular and prices. 


GUEELIG MEG. CO. 


1.04 Main Street GEORGE IOWA 












ARMSTRONG-BRAY 


STE ELGRI Prompt deliveries 


<= Be 


= 
ARMSTRONG- BRAY 


‘WIREGRI 


BELT HOOKS 


ZY 











both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 11 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 

Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicage 30, U.S.A. 
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value in large truck and bus tubes for 
the past two years.” 
e aa . 


Lumber—September production 
totaled 2,196,045,000 board feet, 17.6 
per cent under August production which 
was 2,663,534,000 board feet the month 


before the Civilian Production Admin- 
istration reported recently. This was 
the most severe drop in production be- 


tween successive months since the war 
In Sept., 1944, a similar but not 
Produc- 


began. 
quite so sharp break occurred. 





tion for 1945, to the end of September, 
was almost 13 per cent below the same 
period in 1944. For the first nine months 


of 1945, production totaled 22,017,193,- 


C00 board ft., a 12.9 per cent decline 
from production during the comparable 
period of 1944, 


+ * * 


Paint, varnish, etc.—Sales of | 
paint, varnish, lacquer and filler in the | 


first nine months of 1945, as reported to | 
the Bureau of the Census, U. S. Depart- | 


| 
| 


ment of Commerce by 680 manufactur- | 








SALES OF 1,049 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 
October, 1945, Comparisons 





Oct.'45. Oct "45 
No. stores” Oct. "44 Sept. "45 
Total . 1,049 +17 +15 





1945, $98,345,155: 





Oct.’44 Sept. 45 


Oct. 45 
$9, 628, 224 


1944, $88, 735, 160 


First ten months, 1945 (a) showed 11 per cent gain over 1944 





Percent Change 

















Note: (a) Includes reports received too late for inclusion in previous mo thly 


totals. 
Compiled by Bureau of the Census, U. 


(b) Number does not apply in all cases to the year-to-date figures. 
S. Department of Commerce. 











1945 
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$8,256,354 $8,408, 188 | 


Number Oct.’45 Oct.’45 Dollar 
of firms vs. vs. Sales 
States by Regions reporting” Oct. 44 Sept. 45 Oct. "45 
New England ....... 56 +23 +17 656,469 
Maine 8 +22 +17 92,734 | 
New Hampshire 3 +40 +21 158,451 | 
Massachusetts . 29 +24 +17 286,292 
Connecticut .. 11 —2 +12 63,682 
Middle Atlantic . 110 +15 +17 948,614 
Pennsylvania 110 +15 +17 948,614 
East North Central. . 331 +13 +i1 2,669,460 
Ohio 99 +17 +10 761,502 
Indiana Pere ce 50 +13 +7 337,597 
Illinois 1 72 +18 +15 620.640 
Michigan , 39 +17 +14 387,963 
Wisconsin 7 +1 +9 561,758 
West North Central 133 +12 +16 694,176 
Iowa , 38 +14 +13 241.127 
Missouri 31 +13 +26 166,711 
Nebraska .... ; 32 +14 +17 136,043 | 
Kansas ee aatay's 32 +7 +11 150,295 | 
South Atlantic ; 43 +20 +29 453.154 | 
South Carolina . 10 +11 +22 98,090 | 
Georgia ; =< 19 +19 +26 194,503 | 
Florida 14 +26 +37 160,561 
East South Central ll +31 +19 103.202 
Alabama 11 +31 +19 103.202 
“ West South Central 92 +19 +14 853.263 
Arkansas ; 14 +17 +16 140,797 
Oklahoma 33 +15 +10 223.149 
Texas a 45 +21 +15 489,317 
Mountain ; 76 +16 +10 841,876 
Montana my 16 +34 +12 194.213 
| RSE Ao 12 +11 +10 113,361 
SEES ; 5 +4 +16 50,021 
Colorado ea ee +18 +1 141.789 
New Mexico 7 +9 +13 230.115 
Arizona 5 +21 +15 44,378 
Nevada ee, 4 +25 +10 44.210 
Pacific ; 197 +19 +16 2,408.010 
Washington 28 +21 +5 422,725 
Oregon 24 +15 +4 268,983 
California 145 +20 +22 1,716,302 
Chicago, III. 13 +11 +13 76,560 
Los Angeles, Cal. 13 —10 +23 169,845 
Portland, Ore. 8 +3 +7 66.664 
San Francisco, Cal. 18 + 6 +39 248.531 
Seattle, Wash. 7 +10 + 7 65,327 | 





APPLIANCE 
DISTRIBUTORS 


Here is the line of frozen food 
cabinets you have been looking 
for: Smart, distinctive, beautifully 
— — soundly engineered 

. including a 3 cu. ft. home stor- 
age cabinet—farm freezers—and a 
visual display self-service retail cab- 


inet for frozen foods and packaged 
ice cream .. . deliveries begin in 
January. 


We are now screening distributor 
applications for our client... A 
nationally prominent manufacturer 
who will soon announce this unus- 
ual line. 


For immediate information — and 
early deliveries—Write or Wire: 





Food Industry Consultants 
56 E. Walton Place 


Chicago 11, Illinois 














SHOCK - STRESS 





| Recommend Them for Secure Anchorage 
In Masonry or Concrete 


A quick, positive fastening 
—simply place Paine Lead 
Expansion Anchor in hole, 
tap with setting tool and 
tighten for permanent, safe 
anchprage in masonry or 
concrete. Precision threaded 
and rust resistant. 


900— MACHINE SCREW 
| TYPE—available in 9 stand- 
4 ard diameters from 6/32 to 
%” in standard lengths. 


910— BOLT AND NUT 
TYPE — available in 4”, 
1) %”, and “2” diameters in 
Standard lengths. 





Ask your Jobber or Write for Catalog. 


THE PAINE CO. 
2963 Carroll Ave. Chicago 12, Illinois 


FASTENING DEVICES 
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OVER A 
MILLION 
IN USE 





There is only 
ONE 
JUICE-O-MAT 





KITCHENEERING ACHIEVEMENTS 





MANUFACTURING COMPANY 
KANSAS CITY MISSOURI 


Oniqinaliata 

















same concerns in the first three quar- 
ters of 1945. 


a * % 


-The Ci- 


Administration _ re- 


Cast iron soil pipe 
vilian Production 
ported recently that production of cast 
iron soil pipe and fittings is on the in- 
but still below 


crease the estimated 


minimum requirement of 30,000 short | 


tons a month during the present quar- 
ter, and 40,000 tons monthly needed in 
1946. 
principal difficulty in the industry, 


Lack of manpower has been the 
but 
employment is increasing slowly. 


* * * 


DDT production—The U. S. 
Department of Commerce has announced 
that DDT is now being produced in the 
United States at the rate of 2,750,000 
Ibs. a month but that available supplies 
are still less than demand. Domestic 
production not only has to supply the 
large civilian demand in this country 
but practically all of the world except 
Europe which is required 
quantities from England and Switzer- 
The price of DDT insecticide has 
been reduced from $1.60 a pound dur- 


| ing the early days of production to 45 


obtaining 


land. 


cents in drums at the place of manufac- 
ture. 
that technological advances and other 
factors will eventually permit lowering 
prices to a competitive level with other 


Manufacturers are of the opinion 


insecticides. 
* * * 


American Safety Razor Corp. 

Milton Dammann, president, Ameri- 
can Safety Razor Corp., Brooklyn, N. Y., 
states that the company’s business con- 
tinues to run beyond its capacity to 
produce. However, since the recon- 
version period the company has been 
able to manufacture several hundred 
| thousand all-metal Gem Micromatic 
the first to be produced since 
1942, and allocate them in fair propor- 


tion to the retail trade. 


Razors, 


During the 
coming year this division should manu- 
facture and market several million single 


edge razors. To meet these needs all of 


the plant facilities are running on an 
| overtime basis of 48 hours per week. 
In the razor blade and shaving brush 
departments all goods are still on an 
| allocation basis, and it will be spring 
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_ ing establishments totalled $493,208,977, 
as compared with $472,609,740, for the 
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You can’t sell promises, so we're not 
going to make any. We do hope, how- 
ever, that improved conditions in 1946 
will enable us to make the same prompt 
deliveries on our entire line that we are 
now making on Non-Renewable Fuses. 





ROYAL ELECTRIC CO., inc 


PAWTUCKET * RHODE ISLAND 


WIRE * PLUG and CARTRIDGE FUSES 


CORD SETS * TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS °* 
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of 1946 before they will be able to fill 

orders on a current basis. To insure 

this, new equipment is being installed. 
- - * 

DDT products—Controls are 
being suspended indefinitely on most 
DDT products because of the difficulties 
involved in establishing equitable maxi- 
mum prices and because actual market 
prices for these products are expected 
to decline, OPA states. The indefinite 
suspension applied to DDT as such, in- 
secticidal concentrates or finished insec- 
ticides in which DDT is the only active 
insecticidal ingredient and on concen- 
trated or diluted insecticidal mixtures of 
DDT with thiocynates where neither 
pyrethrum, netenone or nicotine sulphate 
is included in the mixture. Amend. 11 
to Supplementary Order 132, effective 
Dec. 15, 1945. 

* * 

Stewart-Warner radios — 
OPA has approved retail prices ranging 
from $29.65 to $189.95 for the complete 
line of Stewart-Warner Corp. home 
radios. The corporation states that at 
least 10,000 of the two lowest priced 
plastic table models will be in hands of 


dealers before Christmas unless unfore- | 


seen complications arise. The line sub- 
mitted to the OPA for price approval in- 
cludes 13 of the 14 models announced 
by the company, eliminating a console 
model which will not be produced until 
later. 

* « 7 


Pioneer Gen-E-Motor hand 


towers — Under MPR 188 Pioneer 


Gen-E-Motor Corp., Chicago, IIl., has 
been given the following ceilings on 
hand lawn mower sales to retail dealers 
—A-16, $16.43; B-16, $13.76; C-16, 
$10.91 and D-16, $7.99 each. 

* ” ” 

Excello lawnmowers — Hei- 
neke & Co., Springfield, Mass., has an- 
nnounced that OPA approval has been 
received by it for its XL-10-16” Excello, 
ceiling price to dealers being $11.90 and 
to the consumer at $16.30. 

* * * 

Edison G-E hot water heat- 
ers—Dollar-and-cent ceiling prices at 
pre-war levels have been set for Edison 
General Electric Appliance Co. hot 
water heaters at all levels, effective Dec. 
3. Priced without addition of the ex- 
cise tax, they range at retail from $56.42 
for a 10-gal. unit to $132.21 for the best 
equipped 86-gal. unit, the largest unit 
priced, OPA said. Freight charges borne 
by the consumer in varying amounts ac- 
cording to distance from the plant, have 
been equalized. 

~ oa ok 

New mesh bronze wire insect 
Screen cloth—Ceiling prices at retail 
for this new mesh, 18 by 14 in., designed 
for use in window screens and screen 
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AT THE SHOW... 
Ge sure to get a preview of 


POSTWAR 
VISUAL 


ERCHANDISING 


AT ITS BEST! 


Visit 


KELLOGG 


 Zuality BRUSHES: 
| ROOM 8001, — PALMER HOUSE — CHICAGO 
| December 30 — January 4 











| KELLOGG BRUSH MFG. CO. e WESTFIELD, MASSACHUSETTS 








METRERCRLE 
CALKING 
COMPOUND 





He 
Knows 


What 
He 
Wants- 


If it’s made by Pecora he knows it’s right. 
Every one of these Pecora time-tested prod- 
ucts will keep your customers coming back 
for “more of the same”’—and ring up a 
tidy profit for you. So it will pay you to 
investigate these dependable money-makers. 


PECORA 


CALKING COMPOUND 

You'll find “Weathercalk” a thoroughly 
satisfactory calking compound in quality 
and in price. 


ROOF COATINGS 


Plastic and liquid forms. Fire resisting, 
weatherproof, sunproof, acid and alkali 
proof. More durable than paint. Costs less. 


WATERPROOFINGS 

“Klere-Seal” and “Varseal” types; also 

Black Asphaltic Waterproofing in paste or 

liquid form. 

ASBESTOS FURNACE CEMENT 

A good and trustworthy friend of every 

furnace repair man. 

METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 

PERFECT PATCHING PLASTER 








PECORA 


PAINT COMPANY, INC. 
Established 1862 by Smith Bowen 
Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 














doors are as follows: all parts of the 
country except the Pacific Coast area, 8 
cents per sq. ft. in 100 linear foot rolls 
and 9 cents per sq. ft. in cut lengths. 
For Arizona, California, Idaho, Nevada, 
Oregon, and Washington, the prices are 
one-half cent higher in rolls and cut 
lengths. Manfacturers’ prices are: 
$5.31 per 100 sq. ft. f.o.b. point of 
shipment in carload quantities except 
on the Pacific Coast, where the ceiling 
price is $5.68 per 100 sq. ft. in carliod 
quantities. Effective Dec. 14. 
> * t 


Automobile lifts—An industry- 
wide increase of 8 per cent in manufac- 
turers’ ceiling prices for both portable 
and stationary automotive lifts effective 


Nov. 28 has been announced by OPA. 
* . 7 


G-E products—Dollar-and-cent 
ceiling prices at pre-war levels have 
been set for General Electric Co. space 
heaters and for hot water heaters at all 
levels, effective Dec. 3. The space heat- 
ers affected are approximately 15 in. 
high with a solid back, a wire grid over 
the front and reflector cylinder in the 
rear. Their retail ceiling price, includ- 
ing excise tax is $8.56, OPA said. The 
hot water heaters, priced without addi- 
tion of the excise tax, range at retail from 
$56.42 for a 10-gal. unit to $132.21 for the 
best equipped 86-gal. unit, the largest 
unit priced OPA said. Freight charges 
formerly borne by the consumer in vary- 
ing amounts according to distance from 
the plant, have been equalized in the 
order on hot water heaters. 


* * * 


Farm prices up—The general 


level of prices received by farmers ad- | 


vanced two points in the latest Fall 
survey by the Agriculture Department. 
This moved the price index up to 199 
per cent of its 1909-1914 average, and 5 
points above a year ago, with the in- 
crease attributed to substantial gains in 
prices for truck crops, grains and cot- 
ton. October parity prices (prices re- 
ceived vs. prices paid) reached a new 
25-year high as prices paid by farmers 
for commodities, interest and taxes ad- 
vanced just one point for the month. 
Only two basic farm commodities, wheat 
at 97 per cent and peanuts at 96 per 
cent, were selling below parity in mid- 


October. 
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pac ES} 


HOUSE NUMBERS 


well 
packaged 


3” Numbers — neat 
sturdy and well designed 
New and modern as tomorrow! 
Packed in transparent envelopes, 
with screws. Retails at only 10¢! 
Packed in 10 doz. Assortment 
with attractive display card. 


Ask for: samples. 











C0. 


REFLECTO LETTERS 














Premax House Numbers 


Fiemas Fradutts 


Division Chisholm-Ryder Co., Inc. 





4601 Highland Ave., Niagara Falls, N. Y. 
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T’S getting so that everyone 
around the plant is avoiding 
Charlie Mitchell. 

Charlie Mitchell isn’t his name. 
He’s one of the most conscientious 
and valued workers in the organiza- 
tion—and is rapidly becoming one 
of the most inefficient. He has an 
idea that not a thing can be done 
without his checking it. Knowing 
this, his subordinates aren’t as care- 
ful as they would be if the respon- 
sibility were entirely theirs. They 
know that if there is a slip or a mis- 
take that Charlie will check it. Often 
a well-done job has to be done over 
again because every move in doing 
it wasn’t exactly “Charlie’s way.” 
He is stifling the initiative and the 
enthusiasm of everybody under him. 

The other department heads keep 
away from him. They no longer like 


Are You Making an Old Man of Yourself? 


to go to lunch with him. He carries 
all his problems with him wherever 
he goes and his friends are getting 
sick of hearing about his work, his 
problems and the shortcomings of 
his personnel. 

He hasn’t developed a man in his 
department to step in and take his 
place, although several of them 
could measure up to it if they were 
given half a chance. Sume day he 
is going to crack—blow up because 
he has the idea that he is indispens- 
able. 

Is Charlie Mitchell conscientious? 
Yes, painfully so. Is he loyal to the 
company? There is absolutely no 
question about this. Is he a good 
executive? No, because he is’t will- 
ing to delegate responsibility nor to 
share authority. 

—Trained Men. 











Mass Displays Push Rock Salt Sales 





With this mass display of rock salt in 1D and 100 Ib. bags, Weil Bros., Inc., 
507 W. 125th St.. New York City, frequently sells two bags to a customer for 
winter snow and ice removal, one to carry in the car to help it obtain trac- 
tion in snow and the other for the sidewalks. The idea of the two-bagger 
sale is suggested in the manufacturer's display piece in the middle of this 


showing of rock salt. 


In a densely populated area, Weil's sells rock salt in 


winter to home owners, stores, schools, apartment houses, hospitals and office 

buildings and other institutions, for removing snow and ice. Like other hard- 

ware dealers, the store also sells it for weed killing in spring, summer and 
autumn and for use in ice cream freezers. 
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BESTOIL 


builds business! 


Available NOW! Sell Oster “BESTOIL” 
to users of pipe threading tools, power 
threaders, lathes, and all other metal 
cutting tools and machines, 


Oster “BESTOIL”. . . nationally used, 
sulphurized cutting oil .. . absorbs and 
throws off heat more rapidly than cut- 
ting oils made with animal, fish, or 
vegetable oil base. Clean and sterile, 
“BESTOIL” has no tendency to cause 
oil infections. High sulphur content 
remains in perfect suspension perma- 
nently! Flows freely in cold weather. 
Popular prices. Costs no more than 
many inferior cutting oils. Gueranteed 
to give complete satisfaction. 








Sold in 1 gallon 
cans and 5, 
30 and 55 


gallon drums. 









Ask your whole- 
saler about Oster 
“BESTOIL” or... 


Rush this Coupon 


; THE OSTER MFG. COMPANY 
| 2028 E. 61st St. * Cleveland 3, Ohio, U. $. A. | 
Send me complete information about Oster | 
“BESTOIL" and tell me where | can buy it 
in my vicinity. 





NAME 





CCMPANY 
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o 
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Super-Dreadnaught 
Caster 


The Faultless Caster Corp., Evans- 
ville, Ind., announces availability of its 
new No, 1300 series super-dreadnaught 





caster for general industrial purposes. 
Said to be able to roll and swivel under 
loads up to nine tons per caster. Pre- 
cision built and features: tapered king 
bolt, swivel top plate (% in. thick) 
and heavy duty wheel, which is avail- 
able with V-groove for use on angle iron 
floor track. 


Barnes’s Streamluxe 
Sink Faucets 


New line of kitchen sink faucets 
called Streamluxe, including tie Cham- 
pion, the Challenger and the Sensation 

all chrome plated kitchen deck type 
sink fixtures. Available with or with- 
out new type plastic spray feature that 





has finger-tip control regulating flow of 
water from the head rather than from 
the faucet. Also included in the line is 
the Mercury, which has soapdish in the 
center of the unit below the spout. 
Flutings combine two features: top ribs 
tilt slightly upward to hold soap in posi- 
tion and the recessions dip forward 
slightly to drain water into the sink 
bowl. Barnes Mfg. Co., Mansfield, 
Ohio. 


Premier Priority Kit 
Features Brochure 


¢ Premier division Electric Vacuum 
Cleaner Co., Inc., Cleveland 10, Ohio, 
announces a “First Come—First Re- 
served” plan for the sale of new Pre- 
mier vacuum cleaners now. Plan is 
based on policy of “One to every dealer 
before anyone gets two” and is effective 
when dealer receives sample cleaner. 
Premier priority kits consist of serially 
numbered priority certificates, four 
mailing cards, proofs of five different 





sizes of newspaper ads, one mat and 
literature on the first available model. 
Feature of the kit is a four-color bro- 
chure titled “The Premier Program for 
Successful Selling,” which includes a 
separate booklet for salesmen, “How to 
Sell a Premier Floor Model.” Other 
literature explains why consumer should 
buy vacuum cleaner from a store, and 
completing kit is an easeled display 
card reading, “Look What’s Back! New 
Premier Cleaners First Come— 
First Reserved!” 








Swartzbaugh Roaster 


Production is under way on this new 
Everhot roaster, model 900, which fea- 
tures: look-in lid (can see food cooking 
without opening lid), moisture con- 





trol, temperature guide, cover lifter 
(turn of the knob lifts the cover), deep 
roaster pocket, timer clock (this, says 
maker, is optional). Has these specifi- 
cations: capacity—18 liquid qts. 20- 
lb. turkey; white baked enamel finish, 
with blue trim; is 16 in. long, 11 in. 
wide and 5% in. deep in the cooking 
well; height of cabinet—40 in. with 
cover closed; current—115 volts, 1320: 
watts, ac only (de on order). The 
Swartzbaugh Mfg. Co., Toledo, Ohio. 


Scale Model 
Flying Fortress 


Seventy-seven and %4 in. % in. scale 
model of the Boeing B-17 Flying Fort- 
ress, which was used so _ effectively 
against Germany. Cleveland Model & 
Supply Co., 4508 Lorain Ave., Cleveland 
2, Ohio. 
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National | 


\ NATIONAL Stilla symbo) | 
\we ©.) of fine 


HARDWARE 








UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our largZe modern plant 
give first call to the war effort, and 
whateveravailablehardware is allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is comin, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 

Wesuppest using Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING - - - ILLINOIS 














JUST AS THE MARKETS 
GROW BIGGER 


LENK 


BLOTORCHES 


—aore back again — with 

that dependable Lenk 

quality which means re- 

peat sales . . . repeat 

profits! Lenk products 
were specified by all branches of the 
armed forces throughout the war, because 
Lenk quality withstood rigid inspections 
with never a reject! 


Same quality — same de- 
pendability — and bigger- 
than-ever-chance now for 
you to profit — with Lenk 
products. 


Manufacturers y 
Blotorches, Electric 
Soldering Irons, Solder 
Write for full details. 
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. Barnes Centrifugal 
Water Pumps 


The Barnes Co., Mansfield, Ohio, an- 
nounces that its post-war line of auto- 
matic centrifugal pumps is ready for 
distribution, from the 14 to the 6 in. 





size. Said to deliver as much as 50 per 
cent more water than former ones. 
Have vertical fluted panel on the front 
of the pump from the suction inlet to 
the discharge outlet, and new two-color 
synthetic enamel finish of “ocean green” 
and “sunset gold” added. Features: 
high-speed automatic prime with no 
moving parts in the pump mechanism; 
precision ground, polished and case 
hardened positive water seal; direct-in- 
line suction flow; new type non-clog- 
ging impeller; and simple impeller ad- 
justment, 


Kwikheat Thermostatic 
Soldering Iron 


The Kwikheat thermostatic soldering 
iron, with thermostat self-contained, is 
now available for the first time on 2 
national basis through distributors. 
Makers say it eliminates excessive high 
temperature and that the tips last longer 
because they’re not overheated. Heats 
up and ready to use 90 seconds after 
plugging in, claims Sound Equipment 
Corp. of California, 3901 San Fernando 
Road, Glendale 4, Calif., manufacturers. 
Has hard-chrome plated steel octagonal 
shell, plastic handle and weighs 14 


. 


Tj 3 


ounces. Six different tip styles can be 
interchanged; tips made of copper al- 
loy and screw into iron for good con- 
tact and are tapered for heat conduc- 
tivity. 




















“PLIERS 


for More Tool 


Mileage 












OIKD 
‘UTI Str’ A+ 


yes ok - er ar ae Ono} & 
PORATION 
[cA 4. 





















































J 





Lincoln Electric 
Fleet-Arc, Jr. 


The Lincoln Electric Co., Cleveland, 
Ohio, has just announced a new welder 
for rural power lines, the Fleet-Arc, Jr., 








which is for 230 volt, single phase power 
lines and is said to meet the limited 
input requirements of rural utilities and 
REA. Has maximum input current of 
35 amperes and can be used with the 
standard 3-KVA power transformer pro 
vided by the power company. Current 
range is from 20 amperes at 20 volts to 
180 amperes at 25 volts welding duty, 





and will handle electrodes ranging from 
1/16 to 5/32 in. diameter. Has new 
“arc booster,’ which is said to give 
quick arc starting: when electrodes 
touch the work, welding current is given 
a boost of intensity {or starting the arc, 
then current reverts automatically to 
the amount set for the job. Has, says 
Lincoln, wear-free, vibrationless reactor 
current control with self-cleaning chain 
drive; heavy copper winding with spun- 
glass insulation and mica coil separa- 
tors; arc welded steel frame and hous- 
ing, and weighs 360 lbs. 


Stock Tank De-Icer 


General Electric Co., Schenectady, 
N. Y., is making an electric stock tank 
de-icer that floats on the surface of 
water to keep ice from forming. De- 
signed to keep the cow and her barn- 
yard associates’ drinking water from 
freezing. Animals nudge the de-icer 
around the tank in drinking, helping 
the device to keep ice from forming. 
Its electric heat will keep a drinking 
hole open when the temperature is 22 
deg. below zero, says the maker. Is a 
hollow metal disk, encircled by a heat- 
ing element. Thermostat inside turns 
the current on and off to keep heating 
element body temperature. Maker 
states there is no danger of shock or 
burn to livestock. Operates on regu- 
lar household voltage and can be 
plugged into any standard outlet. 





The wire of a thousand uses 
— many unusual — interest- 
ing. For example, surgery— 
brain saws. 

XLO MUSIC WIRE in all 
standard sizes from .003” to 
.200”. In units of % Ib., Y2 
Ib., 1 Ib., 5 Ib., or catch- 
weight coils. 


WORCESTER 1, MASSACHUSETTS 


EW YORK AKRON 





CHICAGO LOS ANGELES 


Belmont 
Pocket Radio 


This new pocket radio is 3 in. wide, 
% in. thick and 6% in. high and is de- 
signed to fit the pocket or purse. Set 





finished in solid gold, sterling silver. 
plain and two-tone metal and morocco. 
pin seal, alligator, pigskin, suede and 
other leathers. Compactness made pos- 
sible through development of sub-minia- 
ture tubes. Shown here is model that 
weighs but 10 oz., with 5-tube super- 
heterodyne receiver. Said that the five 
tubes combined require less than 1/3 
of a watt to operate and need a B bat- 
tery of only 22% volts. Some to be 
ready by Christmastime, says maker, 
Belmont Radio Corp., 5921 W. Dickens 
Ave., Chicago 39, IIl., a subsidiary of 
the Raytheon Mfg. Co., Inc., 60 E. 42 
St.. New York City 17. 


The Topping 100 


The new U-control model airplane, 
the Topping 100. Entire plane made of 
preformed aluminum with plastic wing 
and tail tips: all sections come finished 





Vertical split fuselage carries motor 
mount, coil and battery case, all wiring, 
landing gear and control-line mechan- 
ism, and holds class B and C engines. 
Has three-blade plastic propeller color 
matched with wing and tail tips, and kit 
contains instructions and _ blueprints. 
Topping Models, Fairlawn Station, 
Akron, Ohio. 


HARDWARE AGE 
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WHATS NEW 








Berry Overhead 
Garage Door 


New type all-aluminum garage door 
that, according to its maker, does away 
entirely with all exposed hardware such 





as weights, tracks, springs and levers; 
all operating mechanism is enclosed in 
a box 6 by 6 by 24 in., which is in- 
stalled in an upper corner on the in- 
terior of the door. Said that one man 
can install the door by centering it in 
the opening, fastening the two hanging 
brackets to the jambs with only four 
lag screws; lock, striker plate and 
weatherstrips are then installed and the 
door is ready for operation. Berry Door 
Co., Birmingham. Mich. 


Portable 
Radiant Heater 


The Radiant Heater Corp., 521 Fifth 
Ave., New York City, announces a new 
type of portable radiant heater—the 
infralectric heater; said to warm eccu- 
pants of a room by means of invisible 
radiant rays. Consists of two glass 
plates fitted into an upright stand. Said 
to have no flame, glow or fumes when 
in operation, and maker claims that per- 
sons touching it will not be burned 
when it is going. Has wide range 
adaptability; can be connected to any 
voltage. ac or dc, and to any circuit of 
fifteen or more amperes. Consumes 
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about 1000 watts per hour. It is 
claimed that it won’t deoxidize the air 
or ignite inflammable gases or fumes. 
Made in both wall and portable models. 





ECA Radio Line— 


Electronic Corp., of America, 45 W. 
18th St., New York City 11, has re- 
leased a six-set radio line, each of 
which will carry an informative label- 
ling tag, which contains accurate per- 
formance data about the set. Shown 
is the 5-tube table model, radio-phono- 
graph combination, with gentle action 
automatic record changer. Handles 12 
10 in. records, or 10 12 in. records. 
One-watt undistorted power output, and 
five in. Alnico V speaker. Tone con- 
trol and light-weight crystal pickup. 
Designed with uniform sensitivity over 
the tuning band from 540 to 1700 kilo- 
cycles. Full vision, slide-rule illumi- 
nated dial, with bomb-sight indicator 
and covex dial shield. Di-fusa-tone grill 
for equalized sound diffusion, and built- 





in loop antenna. Operates without lift 
ing phono lid. Other models includ 
No. 101, 5-tube AC-DC table model. 
with hand-rubber wood cabinet of func 
tional design; No. 107, 7-tube AC-DC 
table model, same type cabinet, 2'» 
watts undistorted power output; No. 
104, 5-tube table model, radio-phono 
graph combination, manuel operation, 
one-watt undistorted power output; No. 
105, and 5-tube combination radio- 
phonograph, durable two-tone leather 
ette cover with handle for portability. 
Also 7-tube chairside model combina- 
tion radio-phonograph with gentle ac 
tion record changer. Phonograph slides 
to right or left so model can be posi 
tioned at either side of chair. Has 
hand-rubbed wood cabinet of functional 
design, finished in mahogany, bleached 
mahogany and walnut. Has di-fusa- 
tone grill for equalized sound diffusion. 
Album storage space is provided, and 
the model handles 12 ten in. records or 
ten 12 in. records. 


We posted 


PLASTEEL 
FARM ROOFING 


»* makes selling eqsier!!!. 





Lee 








At this season of the year, the farm- 
er is more conscious than ever of the 
weather and its costly damage to 
buildings, crops and livestock. He 
wants all the roof protection he can 
get. Wise dealers recommend weath- 
er-proofed Plasteel, because it offers 
the greatest resistance to extreme 

climatic and corrosive conditions! 

Plasteel is high strength steel- 

sealed under heat and pressure with- 

in a weather-tight plastic. Then for 

insulation and permanence, it is fin- 

ished with pure mineral mica that 

needs no paint, no repairs! That's 

why Plasteel makes selling easier... 

it’s just what the farmers want and 

ask for! Yes, it’s available now. 


For Details, See or Write 
Your Distributor Today 

























Prorectep Steet Propucts 


WASHINGTON - PENNSYLVANIA 

















































; “The Chocce of 
Craftemen Everywhere 


Small tool replacement due to the 
war’s ending is tremendous. In war 
time every kind of tool took a real 
beating in an effort to bring the 
Victory that is ours. Vaughan tools 
for over seventy-five years have been 
valuable sales assets to Hardware 
Dealers’ Lines. Vaughan high qual- 
ity material, design and workman- 


ship are your assurance of repeat 
sales that come from satisfaction. 

Investigate Vaughan’s complete line 
of Hammers, 
Small Tools. 


Hatchets, Axes and 





No. 700 Assortment 


Here is a small tool assortment that 
will sell tools on sight when dis- 
played on your counter. Each display 
consists of 30 assorted chisels and 
punches of various sizes. 


4 Tt always pays to bay @ good tool 


| VAUGHAN & BUSHNELL 


MANUFACTURING CO. 
CHICAGO 3, ILLINOIS 
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Snap-On Tree Guard 


Laminite Products, a division of Old 
King Cole, Inc., Canton, Ohio, is now 
making the Snap-on, a tree guard; said 
to give protection to bark of young fruit 
and shade trees against rabbits and 





bark-eating animals. Made of curled 
fiber sheet and when unrolled snaps 
back to curled position. Will fit any 
tree up to 3 in. in diameter; as tree 
grows, the guard expands. Is 24 in. 
high and 2 in. in diameter. 


Creaseform Pants Dryer 


The C. I. Togstad Co., 321 S. Union 
St., Kokomo, Ind., is now moking this 
Creaseform Wash Pants Dryer that is 
said to lock automatically. Needs 
only to be inserted in the pants’ leg, 
says the maker, and pulled out to extend 
the frame tightly against the cloth; then 
locks automatically in the extended posi- 
ion, requiring no setting of catches or 
locking devices. Also said to romove 
laundry wrinkles and to form a crease 
“where it belongs.” Comes packaged 
in simulated pants leg wrapper, with 
directions illustrated and described on 
the back. 











You Will Profet 
by Featuring | 





















DRAKE . 


SOLDERING IRONS 


Outstanding quality values becked 
by 25 years of soldering iron man- 
ufacturing experience, DRAKE 
Soldering Irons have the built-in 
customer satisfaction you find 
profit in selling. There is « 
DRAKE Soldering Iron just right 
for every purpose. 

INDUSTRIAL BUSINESS 


The long-lived stamina of DRAKE Sol- 
dering lrone makes them particuieriy 
valuable for pusy war plants. You cao 

























sell DRAKE Soldering Irons to those 
plants. 

lllestresed here is No. 701—100-mats 
DRAKE Soldering Iron. This same type 


of irom also comes in 60 and 150-wet: 
ratings. 











ASK YOUR 
JOBBER 


Write for latest 
information about 








DRAKE ELECTRIC WORKS, INC. 


3656 ,INCOLN AVE., 


CHICAGO 13, itt 








Time To Revise 
Product Designs! 


The new competition in machines 
and gadgets—once it really gets 
going—will embody more ideas 
in wire than ever before. Fight 
fire with fire. Revise your designs 
now. Glad to offer suggestions. 
Write us. 


M. S. BROOKS & SONS 


BOX "B" CHESTER, CONN. 
Since 1848 


“BROGKS f° HOGKS: 


HARDWARE AGE 
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WHATS NEW 


Schick Electric Shaver 


Schick, Inc., Stamford, Conn., now 
has two models available: the Schick 
Super and the Schick Colonel (Super 


model shown here). The Super model 
has precision built V-head, comb type 
with double acting interceptor bars; 
high-speed motor that uses either type 
current; ivory plastic; hinged, bronze 
whisk-its said to catch all beard clip- 
pings; static suppressor; comes in ma- 
roon simulated leather case. The 
Colonel model has 2-M hollow-ground 
shearing head and all-speed motor for 
either current; other features the same 
as Super; and comes in russet simu- 
lated leather case. 


Rogers Model LST 


This is a new scale model (3/64 in.) 
of the Navy’s famous “work horse,” the 
LST. Included with the machine shaped 


hull and all wood parts completely 
finished are these accessories: plastic—- 
gun tubs, exhaust vents and lookout 
shields; molded—anchors, rudder brack- 
ets, life rafts, hatch covers and bow 
doors; metal—guns, winch, capstan and 
brass propellers. Plans complete with a 
parts list showing each part in perspec- 
tive; packaged in a 2 by 4% by 15% 
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in. colored setup box. Rogers Motor 
Co., 743 Beaubien St., Detroit 26, Mich. 


Pyrex Booklet on 
Mass Display Value 


In its dealer booklet “Use Mass Dis- 
play and Watch It Pay,” the Consumer 
Products Division, Corning Glass Works, 
Corning, N. Y., urges dealers to use 
mass display for Pyrex Ware. Twelve 
case histories of hardware stores which 
have profitably used mass displays for 
the line are presented, together with 
photos of displays these dealers have 
used in their store. Copies of the book- 
let, which gives case histories of stores, 
are free to dealers. 


Four-In-One 
Kitchen Tool 


This Four-in-One bottle and can 
opener and jar opener and closer is 
self-adjusting from a small screw cap to 


a large jar cover and is made of steel 
and a tool steel-tempered blade with a 
long slender point for easy insertion. 
The V-jaw is made of nickel plate. 
Knoepfler Bros., 39 W. 23rd St., New 
York City. 


Makinen Waddle Bug 


The Makinen Tackle Co., Kaleva, 
Mich., is now making this fish lure; for 
bass, pike and rainbow trout. Maker 
claims it waddles like a duck, thus its 
name, Waddle Bug. Headgear attrac- 
tively designed to draw fish, and the 
Waddle Bug comes in eight color pat- 
terns. 








BUY NOW FOR XMAS 


5 INCH POLISHED BLADES. 
E S6SE GS5SE 


24.00 21.00 
Per Doz. Per Doz. 


4"* BLADE #K300—$18.00 PER DOZ. 
Terms: 2% Cash Net 10 Days 
We Guarantee money back if Merehendice 
proves unsatisfactory upon delivery. 
if material Is unavailable, we reserve the right te 
substitute equal or higher cost “yoy of a similar 
nature at No Extra Char 


BERNARD _ GOLDWEBER 


1133 ee... owe evork 10, N. Y. 
WAtkins 9-6693 
WHOLESALERS’ INQUIRIES SOLICITED 











KEEP WARM 
SAVE FUEL 


Seal your home 
against drafts 
and cold, stop 
expensive heat 
leaks! Keep out 
dust, dirt. Just 
press MorrTitTEe 
pliable plastic 
tape around 
windows, doors, pacstiante, 
etc. It’s easy! It’s sure! 


A roll covers about $425 


80 feet, enough for 
5 windows .... 

Higher West of 
Rockies and 


At hardware, paint, Canada 


dept. stores and 3s 


lumber yards. 

4, W. Mortell Co., 508 Burch St, Kankakee, Ili. 
Above is one of the advertisements 
running in national and trade maga- 
zines and Sunday newspapers—build- 
ing a big demand for Mortite. 


ORDER THROUGH YOUR JOBBER 























Greenfield Taps in 
Identifying Packages 





The Greenfield Tap & Die Corp., 


Greenfield, Mass., is packaging 
hand taps in modern design packages 
with different colors to identify the vari- 
ous types. Colors and types are: yellow, 
high speed precision ground; blue, high 
speed commercial red, high 
speed cut thread carbon 
steel. In addition to hand taps color 
identification packages will later be 
used for “practically every other item” 
in the line. Package illustrated is for 
Greenfield taps, } End 
label is large and clear, corners metal 
edged and grease 
proofed. Grooved wooden trays protect 
Taps above one inch 
individually in similar type 
Greenfield machine screw and 
small fractional size taps packages have 
Lumarit for inspection, 


now 


ground; 


and green, 


4 to one inch 
inside of box is 
individual taps. 
packed 


boxes. 


windows, 





grooved wood liner to protect taps and 
end opening pull-out arrangement for 
easy access. 





WHATS NEW 








Swallow’s Tuffy 

The Swallow Airplane Co., Inc., 
Wichita, Kan., is now making Tuffy, a 
new triple purpose screw driver with a 
power-arm arrangement which, says 
Swallow, “gives extra power which un- 
locks rusted screws” with ease. When 
power-arm is folded back into the han- 
dle, it becomes a standard type screw 
driver. Has aluminum handle; blade is 


Seeco Scraper 








The Seed Filter Co., 47 E. Merrick 
Road, Freeport, N. Y., is now making 
this counter display box for their Seeco 
Scraper. Size of box is 54% by 1% by 
35, in. and it holds one doz. No. 27 
razor blade scrapers, which are holders 
for used razor blades and, says Seed, 
can also be used as scraper to remove 
hard spots from glass, tile and other 
hard surfaces; also as seam ripper, pat- 
tern cutter or carton opener when the 
blade is in cutting position. 





drop-forged steel and plated; made in 


c 


5 by %, 6 by 5/16 and 8 by % in. 
length blades. 














_THEY ROLL ON BALLS 
















MODERN, STREAMLINED 
CASTERS .. . STRONG, 
DURABLE, EFFICIENT. 














After Pearl Harbor, our manufacturing fa- 
cilities were converted to production of 
war material. But, in the near future, 
“@eme’’ casters will again be available 
to hardware dealers everywhere. Keep 
‘‘Aemes’’ in mind for quick sales and profits. 

















THE SCHATZ MANUFACTURING COMPANY 
POUGHKEEPSIE, N.Y 
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HARDWARE AGE 
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Dust-Less Carpet 
Sweeper, Caulking Gun 


Dust-Less carpet sweeper is said to 
clean thoroughly because the vacuum 
principle has been combined with the 
improved sweeper. Will take up all the 
lint threads, hair and dirt. Said to save 
wear on draperies, furnishings, shades, 
carpets, etc. Sweeper is finished in 
green. The company also makes Vital 
automatic glazing and caulking guns, 
available in many models and sizes for 
each need. Used for pointing, cement- 





ing, greasing, etc. Operate like an auto- 
matic pistol and will apply several 100 
ft. of compound per hour in any shape 
or size ribbon desired. Applied and 
finished smooth in one operation. 
Sturdily built, and easy to operate, 
guns are filled by pulling the handle. 
Powerful suction draws material into 
gun. All have automatic expanding 
pistons, are finished in enamel and are 


NONE ctw PISTON PISTON ROD Laren © 
Oy. fo 








of the high pressure type. The Vital 
Product Mfg. Co., 7500 Quincy Ave., 
Cleveland, Ohio. 


Green Thumb 
Seed Bed 


Green Thumb, Inc., 40 Wall St., New 
York City, is now making this Green 
Thumb Seed Bed, which was developed 
by Celanese Plastics Corp. in coopera- 
tion with Green Thumb, Inc. It is a 
new prefabricated cold frame with Vim- 
lite plastic glazing and Fiberglas insu- 
lation and 22-gage steel in place of 
wood, complete in a single compact 
package ready, it is said, for assembly 
in 10 minutes. For earlier starting of 
seeds and preliminary rooting of fall- 
planted bulbs potted for indoor bloom- 
ing. Measures 3 by 6 ft. and 22-gage 
frame is dip-coated in rust inhibitor and 
overcoated with green paint; cover of 
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bed is formed by two 36 in. sq. panels 
hinged at back of frame and glazed 
with Vimlite. Packed for shipment, cold 
frame weighs about 45 lbs. and the con- 
tainers measure 72 by 36 by 4 in. 
Booklet on Planning 

The Kitchen 


The Small Homes Council, Univer- 
sity of Illinois, Champaign, IIl., has 
published an eight-page, non-technical 
booklet, entitled “Planning the 
Kitchen.” Tells how today’s house- 
wife can plan her kitchen to save steps, 
time and effort. Illustrated throughout, 
it tells how the three kitchen work cen- 
ters should be arranged, heights for 
maximum working ease, type of wall 
cabinets and size. Also outlets for 
electrical appliances, type and placing 
of lights, and covering and finishes for 
floors, etc. 





Majestic Underground 
Garbage Receiver 


This steel, underground garbage re- 
ceiver has a close-fitting lid and garbage 
“won’t ferment in the summer or freeze 
in the winter,” says the manufacturer. 
Top and flip-up lid shaped of pressed 
¥% in. steel and body made of 16 gage 
steel and is coated inside and outside; 
inner can is 26 gage galvanized steel and 
foot lever is so hinged that when the 
foot is lifted and the lid drops, the lever 
automatically falls over on the lid. 
Underground receiver units offered in 
capacities of eight, 12, 15 and 20 gal. 
The Majestic Co., Huntington, Ind. 





















[/ ELECTRIC 
SOLDERING 
TOOLS 


For professional soldering in 
machine shops, factories, ga- 
rages and other places where 
precision soldering at high 
speed is essential. Vulcan 
Electric Soldering Tools pro- 
duce, conduct and deliver 
constant ample heat. 


SCREW TIP - 10 SIZES 
PLUG TIP - 5 SIZES 
Pygmy pencil type also for use 


where there is little clearance 
or cramped space. 





























Mercury 
A competitive soldering 
tool for home and occo- 
sional use. 










3 Convenient Sizes 


VULCAN 
ELECTRIC COMPANY 


Makers alse of VULCAN Blestrie Seld- 
ering Tools for preductive use, Elec 
trie Clue Pots, Solder Pets end other 
Electrie Heating Devices. 































‘MORE SHOCK’ 


... and that means more sales of 
Hi-line Controllers 
for Electric Fence 


Why do farmers buy electric fence con- 
trollers? To control livestock. How does 
electric fence bold animals? With shock. 

Then doesn’t it stand to reason that 
the best bet for you as a dealer, to satis- 
fy your customers, is the controller that 
5 F wen the strongest shock consistent 
with safety? 

That’s Prime — stronger shock, the 
right kind of shock — plus low opera- 
ting cost, safety and dependability (ap- 
proved by Underwriters’ Laboratories 
since 1939). 

Prime is telling your customers this 
story ina steady stream of farm paper ads. 

To be a leader, tie up with a leader. 
Ask your jobber about Prime hi-line 
and battery controllers. Prime sells 
only through jobbers. T-20 


The Prime Mfg. Co. 


1669 S. First Street, Milwaukee 4, Wis. 





And Events 


Corrected Each Issue 
According to Latest Data 


Ace Hardware Corp., convention 
and exhibit, Jan. 28-30, 1946, inclusive, 
at Hotel Sherman, Chicago, Ill. E. G. 
Lindquist, 1319 S. Michigan Ave., Chi- 
cago 5, Ill, is vice-president and sec- 
retary. 

American Hardware Manufac- 
turers’ Association meeting jointly 
with the National Wholesale Hardware 
Association and the Southern Hardware 
Jobbers’ Association, March 11-14, in- 
clusive, 1946, at the Marlborough-Blen- 
heim, Atlantic City, N. J. Charles F. 
Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, Ameri- 
can Hardware Manufacturers’ Associa- 
tion; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-trea- 
surer, National Wholesale Hardware 
Association and T. W. McAllister, 814 
Metcalf Bldg., Orlando, Fla., is secre- 
tary of the Southern Hardware Jobbers’ 
Association. 

Alabama, Retail Hardware Asso- 
ciation of, May 14-16, 1946, inclusive, 
convention and exhibit at Tutwiler 
Hotel, Birmingham, Ala. Mrs. J. H. 
Crowe, secretary, 1906 N. Fifth Ave., 
Birmingham 3, Ala. 

American Hardware Supply Co., 
convention and exhibit, Jan. 28-29, 1946, 
at company headquarters, 41-43 Termi- 
nal Way, South Side, Pittsburgh 19, Pa. 
William M. Stout is executive vice-presi- 
dent and general manager. 

Arkansas Retail Hardware & Imple- 
ment Association, convention, March 
18-19, 1946, at Marion Hotel, Little 
Rock, Ark. George L. Turner, 322 E. 
Markham St., Little Rock, Ark., is sec- 
retary. : 

Bicycle Institute of America, Inc., 
with meetings of the Bicycle Manufac- 
turers Association of America; Cycle 
Parts & Accessories Association; Cycle 
Jobbers Association and Merchant 
Members, Jan. 22-24, inclusive, 1946, 
at Hotel Commodore, New York City. 
Miss Cecile Meehan, 122 E. 42nd St., 
New York 17, N. Y. 

California Retail Hardware Associa- 
tion, convention, Feb. 19-21, 1946, in- 
clusive, at the Hotel Whitcomb, San 
Francisco, Cal. Le Roy Smith, 417 Mar- 
ket St., San Francisco, Cal., is secretary. 

Connecticut Hardware Association 
convention, Feb. 12-13, 1946, at Hotel 
Taft, New Haven, Conn. Fred T. Blish, 
Jr., Manchester, Conn., is secretary. 

Florida Retail Hardware Associa- 
tion, convention early in May, 1946, 
Anglebilt Hotel, Orlando, Fla. William 
W. Howell, Waycross, Ga., is secretary. 

Franklin Hardware & Supply Co., 





Coming Conventions 





annual meeting, Feb. 5, 1946, in the Jef- 
ferson Room, Adelphia Hotel, Phila- 
delphia, Pa. Open house all day at com- 
pany’s new headquarters which were 
moved to 918-928 N. Delaware Ave., 
Philadelphia 23, Pa. F. Leon Herron 
is manager. 

Georgia Retail Hardware Associa- 
tion, convention early in May, 1946, 
Ansley Hotel, Atlanta, Ga. William W. 
Howell, Waycross, Ga., is secretary. 

Housewares Manufacturers Asso- 
ciation exhibit, Dec. 31, 1945, to Jan. 
4, 1946, inclusive, at Palmer House, 
Chicago, Ill. A. W. Buddenberg, Lisk 
Mfg. Co., 1402 Merchandise Mart, Chi- 
cago, IIL, is secretary. 

Housewares Show, The, managed 
and directed by Mrs. Flo English, will 
be held at the Atlantic City Auditorium, 
Atlantic City, N. J., May 13-17, inclu- 
sive, 1946. Mrs. Flo English has her 
headquarters at the Hotel Pennsylvania, 
New York 1, N. Y. 

Illinois Retail Hardware Association 
convention, Feb. 25-27, 1946, inclusive, 
at Sherman Hotel, Chicago, IIL, C. 6. 
Gilbert, 1321 Merchandise Mart, Chi- 
cago 54, Ill., is secretary. 

Indiana Retail Hardware Associa- 
tion, convention and exhibit, Jan. 29- 
Feb. 1, 1946, inclusive, Murat Temple, 
Indianapolis, Ind. G. F. Sheely, 333 N. 
Pennsylvania St., Indianapolis 4, Ind., 
is secretary. 

Intermountain Association, con- 
vention, Feb. 25-26, 1946, at the Hotel 
Utah, Salt Lake City, Utah. Leon L. 
Weeks, Chamber of Commerce Bldg., 
Boise, Idaho, is secretary. 

International Housefurnishings 
Market to be held Jan. 7 to 19, inclu- 
sive, 1946, in The Merchandise Mart, 
Chicago, Ill. John C. Goodall is gen- 
eral manager. 

Iowa Retail Hardware Association, 
convention and exhibit, Feb. 12-15, 1946, 
inclusive, in Des Moines, Iowa, Conven- 
tion—Hotel Fort Des Moines; exhibit— 
Coliseum Building, Philip R. Jacobson, 
Mason City, Iowa, is secretary. 

Kentucky Hardware & Implement 
Association convention, Jan. 21-22, 
1946, at Kentucky Hotel, Louisville, Ky. 
Morris Jones, Room 315 Kentucky 
Hotel, Louisville, Ky., is secretary. 

Michigan Retail Hardware Associa- 
tion convention, Feb. 19-21, 1946, inclu- 
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sive, Pantlind Hotel, exhibit at Civic 
Auditorium, Grand Rapids, Mich. H. 
W. Schumacher, 1112 Olds Tower Bldg., 
Lansing, Mich., is secretary. 

Minnesota Retail Hardware Asso- 
ciation, convention and exhibit, Jan. 22- 
24, 1946, inclusive, at St. Paul Audi- 
torium, St. Paul, Minn. C. J. Chris- 
topher, Nicollet at 24th St., Minneapolis 
4, Minn., is secretary. 

Missouri Retail Hardware Associa- 
tion, convention and exhibit, March 5-7, 
1946, inclusive, at Jefferson Hotel, St. 
Louis, Mo. Louis C. Kreh, 323-324 
Wainwright Bldg., St. Louis, Mo., is 
secretary. 

Mountain States Hardware & Im- 
plement Association convention, Jan. 
10-11 at Cosmopolitan Hotel, Denver, 
Colo. John T. Bartlett, 637 Pine St., 
Boulder, Colo., is secretary. 

National Wholesale Hardware 
Association’s meeting jointly with the 
American Hardware Manufacturers’ 
Association and the Southern Hardware 
Jobbers’ Association, March 11-14, in- 
clusive, 1946, at the Marlborough-Blen- 
heim, Atlantic City, N. J. George A. 
Fernley, 505 Arch St., Philadelphia 6, 
Pa., is  secretary-treasurer, National 
Wholesale Hardware Association; 
Charles F. Rockwell, 342 Madison 
Ave., New York 17, N. Y., is secretary- 
treasurer of the American Hardware 
Manufacturers’ Association and T. W. 
McAllister, 814 Metcalf Bldg., Orlando, 
Fla., is secretary of the Southern Mard- 
ware Jobbers’ Association. : 

Nebraska Retail Hardware Associa- 
tion convention, Feb. 19-21, 1946, in- 
clusive, at Fontenelle Hotel, Omaha, 
Neb. C. A. McCoy, 325 Insurance Bldg., 
Lincoln, Neb., is secretary. 

New England Hardware Dealers’ 
Association, convention and_ exhibit, 
Feb. 20-22, 1946, inclusive, at the Statler 
Hotel, Boston, Mass. Russell R. Muel- 
ler, 189 Dartmouth St., Boston 16, Mass., 
is secretary. 

New England Housewares Show, 
13th Annual, sponsored by Housewares 
Club of New England, Feb. 11-15, 1946, 
inclusive, at the Parker House, Boston, 
Mass. Albert B. Patterson, Wagner 
Mfg. Co., Boston, Mass., is chairman. 
Address—c/o Housewares Club of New 
England, Room 282, Parker House, 
Boston, Mass. 

New York State Retail Hardware 
Association, convention and_ exhibit, 
Feb. 5-7, 1946, inclusive, in Rochester, 
N. Y. Convention, Seneca Hotel; ex- 
hibit—Convention Hall. N. H. Kiley, 
508 Hills Bldg., Syracuse, N. Y., is 
secretary. 

North Coast Retail Hardware As- 
sociation, convention, Feb. 11-12, 1945, 
at the Multnomah Hotel, Portland, Ore. 
D. D. Stewart, 714 American Bldg., 
Seattle, Ore., is secretary. 


DECEMBER 20, 1945 


North Dakota Retail Hardware As- 
sociation, convention and exhibit, March 
26-28, 1946, inclusive, in Fargo, N. Dak. 
Convention—Town Hall, Hotel Gardner; 
exhibit—Crystal Ballroom, Fargo Audi- 
torium, Miss Clarine Sherwood, 21 Clif- 
ford Bldg., Grand Forks, N. D., is secre- 
tary. 

Ohio Hardware Association, conven- 
tion and exhibit, Feb. 11-14, 1946, in- 
clusive, at Netherlands-Plaza Hotel, Cin- 
cinnati, Ohio. John B. Conklin, 175 S. 
High St., Columbus, Ohio, secretary. 

Oklahoma Hardware and Implement 
Association, convention and_ exhibit, 
Feb. 5-7, 1946, inclusive, at Municipal 
Auditorium, Oklahoma City, Okla. R. 
K. Thomas, 711 Wright Bldg., Okla- 
homa City, Okla., is secretary. 

Panhandle Hardware and Implement 
Association convention, Feb. 11-12, 1946, 
at Herring Hotel, Amarillo, Tex. Mrs. 
C. L. Thompson, Canyon, Tex., is execu- 
tive secretary. 

Pennsylvania & Atlantic Sea- 
board Hardware Association conven- 
tion and exhibit, Feb. 12-14, 1946, at 
Bellevue-Stratford Hotel, Philadelphia, 
Pa. W. Glenn Pearce, 400 N. Broad 
St., Phila., Pa., is secretary. 

South Dakota Retail Hardware As- 
sociation, convention and exhibit, Feb. 
19-21, 1946, inclusive, in Sioux Falls, 
S. D., meetings and exhibit, Coliseum 
—convention headquarters, the Cata- 
ract Hotel. Earl Erlandson, Cotton- 
wood, S. D., is secretary. 

Southern California Retail Hard- 
ware Association, convention and ex- 
hibit, Feb. 26-28, 1946, inclusive, at 
Municipal Auditorium, Long Beach, 
Calif. A. C. Kammeier, 112 W. 9th St., 
Los Angeles 15, Calif., is secretary. 

Southern Hardware Jobbers’ As- 
sociation meeting jointly with the Na- 
tional Wholesale Hardware Association 
and the American Hardware Manufac- 
turers’ Association, March 11-14, inclu- 
sive, 1946, at the Marlborough-Blen- 
heim, Atlantic City, N. J. T. W. Me- 
Allister, 814 Metcalf Bldg., Orlando, 
Fla., is secretary of the Southern Hard- 
ware Jobbers’ Association; Charles F. 
Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer of the 
American Hardware Manufacturers’ As- 
sociation and George A. Fernley, 505 
Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of N.W.H.A. 

Tennessee Retail Hardware Associa- 
tion, convention, Feb. 18-19, 1946, at 
Andrew Jackson Hotel, Nashville, Tenn. 
Morris Jones, 315 Kentucky Hotel, 
Louisville, Ky., is secretary. 

Texas Hardware & Implement Asso- 
ciation convention, Jan. 15-17, 1946, in- 
clusive, Adolphus Hotel, Dallas, Tex. 
R. M. Souder, 814-15 ‘I'exas Bank Bldg., 
Dallas 2, Tex., is secretary. 








* IMMEDIATE 
“DELIVERIES 


ROYALBILT 
FISHING 
RODS 


All steel, one-piece, 5-ft. rod. 
Light, strong and sturdy. Cad- 
mium finish; two guides and 
special new, improved end 
tip; strong steel end piece. 
Fine finish wood handle. 


er $2.00 


price 


wigpohoy 


LORD 
WELDON 


FLY ROD REEL 


Flyweight . . . only 4 oz. Preci- 
sion-built; center shaft steel bear- 
ing, lapped and ground for free, 
silent casting. Aluminum spool 
Open frame, Ventilated . . . line dries on 
spool to prevent rot. Holds over 50 yards 
of line. No rough edges to mar, 44 wine 
line. Single action with almost 
silent drag. Metal anodized— $3.50 
prevents corrosion. Crackle 
finish. , 








ROYAL REEL SEATS 





Steel; zinc-plated. Tapered sliding bands te 
hold large or small reels. Size 3/- 32-00 
iach by Gaiman. 0... ccccece. 

per doz 


Write for Circulars and Discounts 


ROYALBILT LINE 


1335 Folsom St. 


Sen Francisco 3 + Califoraie 
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ASCO 


LEATHER and SADDLE SOAP 














































Preserves 
Cleans 
Softens 
Polishes 
All leather 
except 
suede 

. 


FAST SELLER 
25¢ 50c 


GIVES that— 
* Expensive Leather Look” 


THE SECRET IS IN THE 
ASCO L-A-T-H-E-R 


Ask your jobber or write te 


ASCO CHEM. CO., 641 Lexington Ave., B’klyn. 


"The P ack’ 
Your Cw 4 














ners Prefer 


SCREW HY ORAUL'S 


Jacks 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


ESTS 
PRIETPER 4 


A COMPLETE LINE 


What. 


77 Years Ruaulaliors 
in he Traae 


“ YOUR 
\— JOBBER | 
J y 


AMERICAN SHEARER MFG. CO, nasnua nH) 








Remember When It’s 
STOVES— 


Oil—-Gas— Wood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 
Hardware Specialties 


DAVID 8. TAYLOR CO., Inc. 
Wholesalers and Distributors 
101-103-105 Light Street 
Beltimore 2, Merylend 


















COOK’S 
—>NEW— 
SUPER VALUE 
NAIL CLIPPER 
Retail 20¢ 


THE H. C. COOK CO. 
27 Beaver St., Ansenia, Conn. 





Atlanta 3, Ga., 
| the Southern association. 








Triple Mill Supply convention, May 
6-8, inclusive, 1946, at Atlantic City, 
N. J., with headquarters at the Marl- 
borough-Blenheim of the American Sup- 
ply & Machinery Manufacturers’ Asso- 
ciation, Inc., The National Supply & 
Machinery Distributors’ Association and 
the Southern Supply & Machinery Dis- 
tributors’ Association. R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh 22, 
Pa., is seneral manager of the American 
association; Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the National Associa- 
tion, George A. Fernley is advisory 
secretary of the National Association 
and E. L. Pugh, 712 Volunteer Bldg., 


is secretary-treasurer of 


Virginia Retail Hardware Associa- 
tion, convention, Feb. 25-27, 1946, in- 
clusive, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohundro, Jr., Scottsville, 
Va., is secretary-treasurer. 

Western Retail Implement & Hard- 
ware Association, convention, Jan. 28-30, 
1946, inclusive, at Hotel President, 
Kansas City, Mo. Frank H. Spink, 322 
Scarritt Bldg., Kansas City, Mo., is 
secretary. 

West Virginia Hardware Associa- 
tion, convention, Feb. 25-26, 1946, at 
the Stonewall Jackson Hotel, Clarks- 
burg, W. Va. Sam H. Diemer, Box 363, 
Fairmont, W. Va., is secretary. 

Wisco Hardware Co., merchandising 
school and sales show, Jan. 21-23, 1946, 
inclusive. Facilities — University of 
Wisconsin, Wisco Hardware Co., head- 
quarters and Loraine Hotel, Madison, 
Wis. John A. Fitschen, 15 S. Brearly 
St., Madison 3, Wis., is secretary and 
general manager. 

Wisconsin Retail Hardware Associa- 
tion, convention and exhibit, Feb. 5-8, 
1946, inclusive, at Milwaukee Audi- 
torium, Milwaukee, Wis. H. A. Lewis, 
Sevens Point, Wis., is secretary-tres- 
surer and exhibit manager. 





Correct Answers to Test 
Your Hardware Sense 
(Continued from page 114) 


I—Answer. Monthly payment $5.30. 

2—Answer. The standard rule for 
evaluating inventories is “cost or mar- 
ket, whichever is lower.” It conforms 
with the principle of anticipating no 
profit and providing for all losses. 


3—Answer. Cost of chains to dealer 
$3.82 per pair. 
4—Answer. A piece of equipment 


costing $100 depreciated over a five-year 
period by the straight-line method 
would have a depreciated book value of 
$100, $80, $60, $40, $20, and $0.00 the 
several years. 

5—Answer. Margin is 24 per cent 
of sales with cost of $2.05; 35.1 per 
cent margin with cost of $1.75. 








TROY 


BEST 
= Rye Assures better workmanship snd 
to user. It can’t a” 


FILE CARD—cleans files, taps, and dies quickly and 
thoroughly. 


TROY FILE WORKS 


Troy, Est. 1831 N. Y. 








SCREW Hy DRAULIC 


Jacks 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


LEVER 




















COMBINATION 
SQUARE 
with Level and Seriber 


Ready for Immediate Shipment 
Very Reasonably Priced 


Twix Manufacturing Co. 
40-09 21st St., Long Island City, N. Y. 








Gripper Clips 


Registered U. S. Pat. Offes 


7 


GIBSON GOOD TOOLS, INC. « 








Box 268 Orange, Mass., U.S.A. 








‘RUNSHINE 


< 


cHAMOIS 


MADE IN U.S.A 


ASk YouR J08 se 
- POR OUR EXTRA VAL ; 
' SEWED PIECE CHAMOI 


HOYT & WORTHEN TANNING CORP 
HAVERHILL MASS 








Buy an Extra 
Victory Bond 
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AMES" 


THE MOST 
COMPLETE 
LINE AVAILABLE 





PHOENIX socks 
Naam . SHANK 


and 


“‘Ames’ shovels please” 


- Horse and Mule Shoes ... is @ request heard 


These inexpensive, fast selling shoes from consumers around 
build repeat business. Made from the world, because of 
specially annealed forging steel for 
long wear ... designed by experts 
for perfect fit. Backed by 60 years of experience. 
1G CORP Check your stock and order the sizes you need 
today . . . for the heavy work-season ahead. appeal and provides 4 ) 
excellent profits. 4 ~ AMES - ) 


“ ” CLOSED 
Ames” value, known BACK 


since 1774. Every item 
has great merchandising 


Since 


FREE... this book tells how to care for the feet of 
horses and mules. Explains how proper shoeing pre- pak Your Dobler! C 1774 2 
vents lameness. Authoritative . . . concise. . . fully . 


illustrated. Endorsed by leading horsemen and veteri- 
narians. Write today for your copy and the facts 


about our plan of Free distribution to your customers. AMES BALDWIN VWAAel 11 (Cana ee 


PARKERSBURG, W. VA NORTH EASTON, MASS 
Ames Products 
_ PHOENIX MANUFACTURING COMPANY 


Joliet, Illinois Catasauqua, Pa 
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a 
NATIONALLY 
ADVERTISED 


FAST MOVING 
PROFITABLE ITEMS 











A-M-R 
LIGHTER FLUID 


Nationally advertised in leading mag- 

azines and newspapers to create con- 
sumer demand. Attractively colored 
tin containers. Priced right, and ex- 
cellent margin of profit. 4-ounce 
cans packed 36 to the carton. 


“Lights Quick as a FLASH" 


A-M-R 
HANDY OIL 


Oils everything: washing ma- 


chines, sewing machines, vac- 
uum cleaners, baby carriages, re- 
frigerators, roller skates, reels, 
guns, bicycles. Ideal as a rust pre- 
ventive. Attractive 4-ounce tin can. 
Packed 36 to the carton. 





contains 5% DDT 
4+ OTHER DEADLY KILLERS 


A-M-R is a Grade AA Insecticide, 

containing in addition to 5% DDT 

other insect destroying ingredients 

equivalent to 7% Pyrethrum that 
guarantee 100% Kill and 100% 
Knockdown. Meets requirements 
for sale in every state. Populdrly 
priced. Nationally advertised 
Available in lithographed tin,— 
in pints, quarts and gallons. 












KEM 


Liquid Plant Food 


Contains all eleven essential ele- 
ments so necessary to indoor and 
outdoor plant life. Retails at $.10, 
$.25, $.50 and $1.00. 


Order Through Your Jobber or Direct 


Write fer 
descriptive literature. 


AMR 
A-M-R CHEMICAL CO. 


985 EAST 35TH STREET, BROOKLYN 10, NEW YORK 









GARDEX Sot-Pbw 
SAR DEA pete) &. 


Americas Modern Garden 


POPULAR SELLERS 
Over 50 Modern Designs 


Dealers who have investigated 
GARDEX Line of Modern "Soil-Flow" 
Garden Tools find that their easy pull- 
ing principle is creating a big demand. 
Gardeners are going Modern ond 
want Modern Tools. 

Over 50 GARDEX Tools, designed for 
easier, better, quicker weeding—edg- 
ing and soil cultivation. National Pro- 
motion from coast to coast and the 
enthusiastic praise of users are mak- 
ing them leaders by public choice. 


FREE EDUCATIONAL FILM 
**GARDENING—The Modern Easy Way" 
Small and large dealers! — investigate 
this beautiful Kodachrome Sound Film. 
People rave about it. n be shown to 
any type audience. FREE bookings ar- 
ranged through dealers. 

Write for New Catalog No. 146 
VISIT US AT HOUSEWARES SHOW 
Palmer House, Chicago, Rm. 1018 & 1019 


Dec. 30th thru Jan. 4th 





CULTI-WEEDER 





IMPROVED TURF EDGER 





ae uSDAn ea GA ROEX INC. 
Diamond Point Shares MICHIGAN CITY INDIANA 



















































WHEELBARROWS — LAWN ROLLERS -—- CONCRETE CARTS 
SALAMANDERS — DRAG SCRAPERS — MORTAR PANS — 
MORTAR MIXING BOXES 


Satisfy Exacting Customers 


With a complete line to meet the varied needs of 
users, Jackson offers service-proved products which 
can be depended on for quality and service. Their 
universal acceptance has made the name “Jackson” 
a valuable sales asset on which you can capitalize. 


Ask us for the name of the Jackson Wholesaler near 
you who will give you prompt, efficient service. 


Est. 1876 


JACKSON MANUFACTURING CO. 
HARRISBURG, PA. 
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PREMIER 
Electric 
WATER HEATER 
Made with 
CHROMALOX 
1500 watt 
a Heat Unit 
kK 
A Hot 
Write for x P ee 
Folder = ‘ 
and 
Dealer 
Discounts. 


HOW IT WORKS 


Lift pail so as to immerse the 
Chromalox Heat Unit in con- 
tents. Hang on switch lever 
hook. This turns on the heat. 
Remove the the switch 
snaps off. Po 
about 8 lbs. Shock proof. 

Long lasting, heavy metal construction. 


HOW IT SELLS 


Fast! There are dozens of uses for this item. Folder gives 
many suggestions. Easy to demonstrate. Good margin. Folder 











and prices mailed on request. 


THE NATIONAL IDEAL CO. 





906 N. SUMMIT ST., TOLEDO, OHIO 














— 


RETE CARTS 
AR PANS — 


needs of 
ts which 
e. Their 
Jackson” 
ipitalize. 
sear 

ice. 


a CO. 








PROFITABLE HARDWARE STORE ITEMS 


CANVA LASTIC  waterproof- 
ing for awnings, binder can- 
vas tents, tarpaulins, canvas 


automobile tops, linoleum, 
venetian blinds. Dries in 2 
or 3 hours. Not oily or 
greasy. 





























CELLTITE Damproofing water- Cite 
proofs, preserves stone, con- ATERPROOFS 
crete, stucco, tile, brick, bs ‘ 
Plaster, wood, plastics, base- 
ments, silos, gymnasiums, 
cement walks, driveways, 
plastered walls. 

msec | |= 
Py nt ead 
RAIN SHED Waterproofs 








boots, shoes, canvas, leather, 
clothing. MAKES SHOES 
SHINE BETTER. MAKES 
SHOE SOLES LAST LONG- 
ER. 


“ALL THREE EXCELLENT 
ITEMS"’*—LIQUID WAX 


SHEPS SADDLE SOAP a 











cleaner and preservative for 
boots, shoes, saddles, leather 
jackets, other fine leather. 
“A very convenient, prac- 
WETTR PROOFING tical product.” 
Y) WIG 
SHEPS SHOE PASTE water- 
proofs heavy duty leather 
y a exposed to weather—work 
shoes, boots, saddles. Used 
Pt by farmers, miners, factory 
Boots sors workers. 
| rreny "A SUPERIOR 
se PRODUCT" 














Sold by jobbers everywhere. 
Inquire of salesmen 


Mfg. by 


NEATSLENE COMPANY, Omaha 8, Nebraska 
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“LOGAN” ELECTRIC ALARM 
by WESTCLOX 


Newest member of the famous Westclox 
family—and first electric off the West- 
clox production line — is this attractive 
self-starting alarm! Beautifully de- 


signed. Moderately priced. Westclox 


built for long dependable service. 


Westclox products are coming off the 
line in ever increasing quantities—how- 
ever, for a considerable period the de- 
mand will exceed the quantity we can 
make, so it will be necessary to allot the 
available supply among our wholesalers. 
They, in turn, will undoubtedly follow a 
similar procedure and will not be in a 
position to fill your full requirements. 


WESTCLOX, LA SALLE-PERU, ILLINOIS 













































It costs 


no more to own the best. Buy RED DEVIL 
tools. 


modern-line Glass Cutters and painters’ and glaziers’ 


RED DEVIL TOOLS 
Irvington, New Jersey. U. S. A. 











LET YOUR 
CUSTOMERS 
MAKE 
THEIR OWN ||| 


SIGNS 


FOR 90% LESS 
with 
ATTRACTIVE 


WEATHERPRUF 
EASILY APPLIED 


D-O Decal Letters & Numbers 
LUSTROUS BLACK BORDERS AROUND GOLD 
DISPLAY CARDS & DISPLAY LOOSE LEAF 
STOCK BINDER FREE WITH 1376 FIGURES 
Six Sizes for $20.22 — Sells for $33.70 


SOLD DIRECT OR THRU JOBBERS 


D-0 DECAL CO., 462 E. Fordham Rd., N. Y. 58, Nv. Y. 


DEPENDABLE SALES AGENTS WANTED 








FINISH: Green Enamel 


POST: High carbon welded steel 
tube. (Four times stronger than 
common black pipe.) 7 feet 
long x 1%-inch diameter 


HOOKS: New design, strong, 
heavy, with plenty of line space. 


SOCKET: New design, strong, 
heavy, with plenty of line space. 








PACKED: Four complete posts 
wrapped in heavy waterproof 
paper. 


. . WEIGHT: 56 lbs. per set of four 
immediate Delivery == 
— mM | ORDER THROUGH YOUR WHOLESALER 


CHENEY METAL PRODUCTS CO. Dept.H Trenton. N. J. 

















50 years ago, PAGE'S Seeds were the 
highest standard of QUALITY SEEDS. They 
are still of the best quality obtainable. 


We Pledge a Continuance of this 50 years of 
Quality and Satisfaction. We still offer a full line of selected 
and tested varieties of 


FIELD, VEGETABLE, FLOWER SEEDS and 
LAWN GRASS MIXTURES—AT WHOLESALE 
Our Pa-Se-Co Brand Seed Corn is highly recommended. 


WRITE FOR WHOLESALE PRICE LIST 


THE PAGE SEED COMPANY 
P.O. Box B-3 Greene, N. Y. 














NON-POISONOUS 
Preventhem ROACH POWDER 


Cannot harm children or pets. Dust some around 
kitchen and bathroom at night, and sweep up dead 
roaches next morning, or money backl 


Acts faster than any powder we ever tried, much 
faster than 100°, DDT. Guaranteed to contain no 
DDT or other harmful toxic ingredients. Low prices. 
Write TODAY for prices and details 
JOBBERS: WRITE FOR SPECIAL OFFER 


BENGAL CO., 214 St. Nicholas Ave., New York 27, N. Y. 














BATHROOM AND KITCHEN ACCESSORIES 
THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 





For PEACE 


and PROSPERITY 


BUY BONDS 
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THE WORLD’S FASTEST SELLING CAN OPENER 
Vaughan's No. 170 
SAFETY ROLL JR. 


Over 50,000,000 Safety Roll Jr. Can 
Openers have been sold and we are 
pleased to be able to offer this popular 
number again. Sturdy and strong, all 
steel and retails at a low popular price. 


VAUGHAN NOVELTY MFG. CO. 


“World's Largest Manufacturers of Can Openers and Bottic Openers’ 
3211-25 CARROLL AVENUE CHICAGO 24, tit., U.S.A. 











NOW AVAILABLE 
HAND GARDEN CULTIVATOR 


= " 

Heavy Duty, All Pur- 

| pose, Handy 5-Prong 
| Cultivator. Sturdily 
| constructed, yet light 
enough to be handled 
by women. The two 
longer rear prongs can 
be used independently 
by lowering position 
when in use. 

J 


In one piece with ferrule attached from 10 gauge steel with 
hardwood 1|"x48" long handle. 


SPECIFICATIONS 


10 Gauge Carbon Steel throughout; One piece spe- 
cial feature of Prongs and Ferrule; 3 Front Tines 3" 
Long; 2 Rear Tines 334" Long; Overall Width of 
Tines 6"; Green Enamel Finish; Attractively labeled; 
Natural Hardwood Handle |" Stock 48" Long; Fer- 
rule Riveted to Handle. 


Standard packing 36 to carton. Weight 85 Ibs. 
Deliveries in about two weeks from receipt of 
order. Consult Your Jobber 


RETAILS AT $1.15 
McROBERTS & TEGTMEYER 


55 Liberty Street, New York 5, N. Y. 








Now Available 


RUBBER MATS FOR 
TUBS and SHOWERS 


The new KIRKHILL 
STANDFIRM RUBBER 
MAT protects the entire 
family from slipping and 
falling in the bathtub or 
shower. 22 suction cups 
and ribbed surface pro- 
vide sure footing at all 
times. 


Good Housekeeping . .. 
Ladies’ Home Journal... 
Woman's Home Companion 
McCall's . . . Sunset... 
Parents Magazine .. . 
American Home . . 

Better Homes & Gardens 


<annt O8 A UTUnp oy 








B Guaraxteed by > Place order NOW 
oor 05 sovramst> te 


KIRKHILL INC. 


6828 McKINLEY AVE., LOS ANGELES 1, CALIF. 


DECEMBER 20, 1945 





” proFITABLY 


ON THE EASTERN SEABOARD BY 


E. J. MCALEER ano Co. 


F your new product is in the 

houseware field, orin an allied 

field, we have the sales organization 

capable of profitably introducing it to 

leading retail outlets from Maine to 

Florida. Right now Pyrex ovenware 

and the complete O-Cedar line are 

but two of many nationally known products we represent. 
McAleer salesmen are seasoned in the experience of good 
selling: recognize product advantages: know their outlets: 
know consumer needs in their territories, @ E. J. McAleer & Co. 
is one of Philadelphia’s oldest and best established houseware 
distributors. Put this McAleer selling experience and market 
knowledge to work for you now—for maximum post war dis- 
tribution. Write for details. Inquiries will be kept in confidence, 


In peacetime, in addition to being a Itad- 
ing distributor, E. J. McAleer & Co., Inc., 
make metal kitchen and wall cabinets. 


AND COMPANY, INC, 
1422 M, Sth Street 
PHILADELPHIA 22, PA, 




















THERMAL CO. : PHILA. 19, PA. 


STOPS DRAFTS SAVES FUEL 


The wml -Cuird 


PACT mane 


AUTOMATIC 


DOOR BOTTOM 


Nationally Advertised 
-and distributed through jobbers 











INDUSTRIAL 


CASTERS 


@ SPEED UP PRODUCTION 

@ SAVE MAN-HOURS 

@ MODERNIZE METHODS 

@ BRING WORK TO WORKER 
@ PROTECT FLOORS 

write for particulars 


FAULTLESS CASTER CORP 
Evansville, Indiana 


Branches in Principal Cities 








Always In Demand— 


KEES CALF WEANERS 


® Farmers like and buy them be- 
cause they are so easy to put on 
the calf ... merely snap on. Made 
of pressed steel,. rust-proofed. 
They’re effective, humane, and 
inexpensive. 
Ask your hard- 
ware wholesaler 


F. D. KEES MF 6. co. 
Box K-8 Beatrice, Nebraska 
meres Distributed Through Wholesale Hardwere Trade 








FRAV COTTON RATE TM) PAD a bt oe 
oI VU aN Ws ov SAD. sady cCOmpany 
Ps . 


WAFFLE-KNITTED 
IRONING BOARD PADS 
and COVERS 


‘os 


ot 
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® Manufacture of GEP RODS will be resumed just as soon 
as materials and labor are available. It is doubtful, how- 
ever, if many rods will be ready before next year. Ask your 
Jobber to let you know when he receives his supply. 


GEPHART MFG. CO. 
1020 West Adams Street + Chicago 7, Ill. 
Specialists in Steel Fishing Rods for 
BAIT CASTING e FLY FISHING © SALT WATER FISHING 
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“— VICTOR are the TRAPS 


that trappers know! 
NIMAL TRAP COMPANY OF AMERICA _ 


LITITZ, PA 








STAMPS for 
Hard Surfaces 


Now ready for use on tough 

marking jobs everywhere 

in busy American industry, 

these new hand-made Mil- } 

lers Falls tool-steel stamps 

have special tempered faces , 

to stand up where ordinary 

stamps would fail, and 

tempered heads to prevent 

mushrooming or fracturing. Character sizes from 1/20” 
to 14”, letters and figures. Sharp, clear, legible impres- 
sions. Packed in well-made wooden box. Write for details. 


MILLERS FALLS COMPANY WW; 
GREENFIELD . . MASSACHUSETTS 
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Packed with Sales Action! Drain Action! 


UNITED GILSONITE LABORATORIE 
SCRANTON,PA 


Theyre Cash Register 
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SLAYM 
SINCE 1888 
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TOOLS 


Mayhew Cold Chisels 


No. 90 


MAYHEW Cold Chisels, No. 90 Series, are hammer-forged 
of alloy steel. Harder, tougher, with a special knurled han- 
dle Mayhew Chisels are the pride of generations of skilled 
Toolmakers. Available also in Cape, Round Nose and 
Diamond Point styles. MAYHEW Punches, Screw Drivers, 
Burring Reamers, and MAYDOLE Hammers give genuine 
satisfaction to the user and full profit satisfaction to the 
Dealer. 
“Ask your Jobber Salesman” 


MAYHEW STEEL PRODUCTS, Inc. 


KILLS © 


Toxite 5:1" 





ite s:tes 


— ~—__ This powerful dis- 
= were infectant also kills 
f blue bugs, fleas, ticks, cattle lice, termites, 

¥ roaches, ants and similar pests. 








Something to Sell When the Going is Tough! 
Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


CHESTERTOWN, MARYLANS 





BOX B 











HAND AND POWER 
TOOL GRINDERS 
SICKLE GRINDERS 

GRINDING WHEELS 

SHARPENING STONES 


ABRASIVE FILES 
GENERAL 


3618 W. PIERCE STREET 
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Manufacturers of 


Quality 
oat Hardware 


Buy from your regular jobber 


HARDWARE 


VISES 
SKATE SHARPENERS 
LAWNMOWER SHARPENERS 
and GARDEN TOOLS 
LAWN RAKES 
GRASS CUTTERS 
WEED CUTTERS HOSE REELS | 


COMPANY 


MILWAUKEE, WISCONSIN 

















Easy to operate; cuts lids 
OUT of round, square or 
oval cans. 5-year refund 
guarantee 







JUNIOR 
MODEL 






LEAVES Si) SMOOTH SAFE EDGE 





CONTINUOUSLY nationally adver- 
tised in leading magazines, Edlund 
Kitchen Tools are going to jobbers 
in ever-increasing allotments — in- 
cluding war-suspended items in pro- 
duction again with growing mill-to- 
factory shipments of materials. 





THROUGH YOUR JOBBERS 


Ediund Company, Burlington, Vermont 























The Name to Remember! 















E'RE still doing our best to 

supply the best in Wire 
Hardware, Cotter Pins, Plumbers’ 
Specialties, Flat Spring Keys, Riv- 
eted Keys, etc.—living up to a 
policy of “made right, priced 
right!" 











* 
CONTACT YOUR JOBBER 


BRIGHT «2 BRASS 


WIRE GOODS 


HINDLEY MFG. CO. 


60 John St. Valley Falls, R. |. 
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SUPERZLECTRIC 


"Staves for long 
years of OF Ahrvicl 


See the line at the 
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Housewares 


Show in Chicago 


SUPERIOR 


ELECTRIC PRODUCTS CORP. 
CAPE GIRARDEAU MissouR! 


“at the Cape” 


196 




























Evidence increases of Steel-Fashioned growing 

popularity —the preferred deluxe equipment 

among home owners who seek quality first. 

Use the Walters line as one means to maintain 

the leadership of your store in your city; it is 
working for other merchants and will 
work for you. 


WA LTERS 
plang? 










cle COMPANY 


oA KM ON 
ALLEGNENY mOUNTY. PA 
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Majestic 


CIRCULATOR 
FIREPLACE 


Highly Polished Fits any type of 


—— Bail ti e | : mantel — saves on 
justable for . | ° ° 
101 Positions installation costs 


and Uses | 
as — assures perfect 


@ Tarnish-Proof, f 
Focused-Beam 3 fireplace operation! 
Reflector _ Pat. No 
4 75 : 2 i | PALRLIV 4: @ You can get rid of all the prob- 
4 i“ . | lems of fireplace proportioning, save 
e , .{ Another time and labor costs, and get fool- 


proof fireplace performance every 


— c FO RMED STEEL time—by using a Majestic Circula- 


+ . . tor. It circulates heat by means of 
Majestic Unit cold-air-intake and warm-air-outlet 


@ Deluxe Model, 





inne postwar PORTA-LITE today! Seven 
sales-making features, the handiest portable 
electric lantern ever devised. Minimum weight 
with maximum utility. 101 uses... in home, store, 
office and factory, for sportsmen, trainmen, motor- 
ists, truckers, farmers, boy scouts, watchmen, etc. 
Weighs only 29 ounces. Uses 2 or 4 flashlight cells, 
the only type battery replaceable anywhere. New 
patented circuit eliminates corrosion due to elec- 
trolysis, prevents faulty contacts, adds years to 
life of lantern. Beautiful, streamlined all-metal 
case. Weatherproof, fool-proof switch. PORTA- 
LITE is a volume seller, a profit-making traffic 
builder. DEALER PRICE: $38.00 - 
od dozen F.O.B. Packed 12 to case. 

inimum order 1 doz. Shpg. wt. 24 Ibs.’ 


8 MASON-WILLIAMS CO. 
Dept. A-14, 663 NO. WELLS ST. 
CHICAGO 10, ILLINOIS 








grilles. 

Majestic is the really complete 
fireplace unit, featuring a scientifi- 
cally correct dome-damper, insula- 
tion sealing angles at the sides of the 
opening, and built-on hooks for 
exact positioning and “anchoring” 
of the basket grate. Exclusive, 
patented “Radiant Blades” boost 
heat-radiating surfaces 91 percent! 
Sizes for every need. Write! 


The Majestic Company 
1044 Erie Street, Huntington, Indiana 
Nationally Known and Advertised for 40 Years 








Looking Backward 


then 


FORWARD! 


A Better Automatic 


Mouse Trap 


REQUIRES NO BAIT 





This year, more than any other, we 
are happy to send you Seasons’ 
Greetings. And too, you have been 
tolerant, Mr. Dealer . . . tolerant to 
the extreme when we have been un- 
able to satisfy your needs for the 
Gits line of molded plastic products. 
For this we thank you . . . sincerely. 


Wrapped up with these greetings is 
our promise to supply you (through 
the dependable jobbers) with the 
biggest line of lustrously colored, 
utility plastic items on the market— 
in ’46. Again, Mr. Dealer, thank you 
for your patience. 


CATCHES SEVERAL MICE .<@. 


WITH ONE SETTING 


Sells on sight. This au- 
tomatic trip trap winds 
like a clock—and one 
setting is good for up to 
15 mice or small rats. 


Ideal for homes, mills, 
granaries, elevators, all 
purposes. Rodents can be 
destroyed while in trap, by 
immersing in water. 


Made of 28-gauge galvan- 
ized sheet metal. Perma- 
nent, trouble-proof. 


Better than average profit. 
mediate deliveries. Write today 
for illustrated price list. 


Patent No. 1758952 





NOCKONWOOD INDUSTRIES, Ltd. 


Dept. H, Bloomfield, lowa 


4612 West Huron St., Chicago 44, Ill. 


Manufacturers of the famous Gits Flashlights, Knives, 
Savings Banks, Games, Proteet-e-shield, ete, 
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Make Your Store 
Waterproofing Headquarters BOMMER 
GRAVITY PIVOT-HINGES 
come tah af Are THE BEST 
KAY-TITE 


It will positively 
prevent the seep- 





































age of water. 
It’s guaranteed tc SINGLE DOUBLE 
do the job ACTION ACTION 


Any one can apply 
it. Goes on Ike 
paint. 

For— 

Cellier Walls and Fieors 

Concrete Masoar 


Cinder Block Wolls 
Gameut Block Walls TYPE 1331 


Retaining Walls 
—— FOR LAVATORY DOORS ON MARBLE, SLATE, 
GLASS, METAL OR WOOD PARTITIONS 


Copings 
Swimming Pools 
Stucco Surfaces 
Fish Ponds . F , 
Pump, Boiler and Elevete Bommer Gravity Hinges are simple in con- 
‘4 struction: the ball-bearing hardened steel 

Silos roll r intle i ati 
a ° er secured to the pintle in operation has 
continuous contact with the broad cam which 
-— oS ae “ia practically eliminates friction and reduces 
and masonry, also to patch | wear to a minimum. 


concrete. The adjustable pintle permits aligning and 






















Users are always enthusiastic boosters. They will boost your 
store as the place to get rea) waterproofing satisfaction. setting the door to close or hold open in any 
Kay-Tite is packed in 10 Ib. cans. It comes in Grey and White. | desired position after the door is hung. 


A 10 Ib. can will waterproof 100 to 160 sq. ft. 


Write for complete information. Send your Jobber’s name. 
BOMMER SPRING HINGE CO., INC., BROOKLYN 5, N. Y. 


KAY-TITE COMPANY, West Orange, N. J. | CHICAGO SALES OFFICE: 180 N. WACKER DRIVE 
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WATERBURY HANDY PLUGS | (¢ o——o J 


are available again! 














TWO POPULAR 
STEVENS’ LEVELS 


Stevens No. 399 Torpedo Level, Black walnut, 


highly polished, one level, one plumb, one 45° 























vial. Plated steel top plate. Weight each 3 ozs. 
Weight per doz. 214 lbs. List price, each: 75 


cents. 


Stevens No. 400 Torpedo Level. Beautifully 


finished in natural cherry. One level, one 








TO ASSEMBLE SIMPLY INSERT WIRES AND SCREW ON CAP 
@ No Bare Wire—No Short Circuits 
@ Easy to Attach 
@ Uninterrupted Service 
© Safer for Public Use 
Write for complete Information 


plumb. Plated steel top plate. Weight each 
24 ozs. Weight per doz. 214 lbs. List price, 
each: 50 cents. 


E. A. STEVENS LEVEL CO. 


NEWTON FALLS, OHIO 











WATERBURY COMPANIES, INC. No. 400 
FORMERLY WATERBURY BUTTON CO., EST. 1812 oS === = 
SUPERIOR AVE., WATERBURY, CONN. | ——— ® | 
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JATIONALLY ADVERTISED 





T101-A 
meee. 110 MODEL 1035 LEVER GUN— 


PUSH-TYPE 
A high-quality, heavy-duty gun. It has 


GREASE GUN— 
a 19-ounce capacity and develops 
All-steel construc- 10,000-ibs. pressure. It can be filled HANDY FITTING ASSORTMENT — Corefully 


tion. Distinctively either with a Lincoln Filler Pump or selected grease fittings for tractors, form 
styled with features by suction. Other Lincoln Lever Guns implements, passenger cars and trucks pro- 
found only in the Lincoln are the Standard and the Utility vide immediate replacements for those fittings 
“Eleven Hundred” series Models having 17-ounce capacities. that are lost or damaged. This assortment 
Push-type grease guns is the former's pol. 

Available in 9- or 15-ounce 

capacities. (9-ounce capacity, 

Stondord type illustrated). 








MODEL 1271-A BUCKET PUMP— 
A 25-lb. capacity grease gun 
thot dispenses heavy os well as 
fluid lubricants. Ruggedly built to 
withstand hoard usage. Develops 
high-pressure with ease. 





MODEL 1213 FULLER PUMP — Hos o 
25-lb. capacity. Provides a fast, clean 
method of filling all Lincoln Filler Type 
25-Ib. pail into a 25-Ib. high- Grease Guns. Sturdily constructed of 
pressure grease gun. Pump is heavy-gauge steel. 


MODEL 1266 HANDI-LUBER— 
This unit converts original refinery 


easily attached without removing 
the lid. Lubricant is kept clean 


emma — 


ae incoln’s previous Farm Consumer Campaigns have resulted in out- 
4B / 


standing sales for aggressive dealers who stocked an ample supply 
of these profitable items. 
Another large space advertising campaign, scheduled for the spring months 
of February, March, April and May, will create an even greater demand 
for Lincoln Farm Lubricating Equipment—Take advantage of this 
advertising Order your stock now-Be prepared to get your share 
of this profitable business. 


—, 


f 
— 
Ploncen Gullders of Engineered Lubricating Equipment 


ORDER FROM YOUR LINCOLN WHOLESALER 
TODAY, OR WRITE US... C3516 


LINCOLN ENGINEERING COMPANY 


5701 NATURAL BRIDGE AVE., ST. LOUIS 20,MO., U.S.A 
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IT’S NEW—SELLS ON SIGHT! 
TO SPORTSMEN, FARMERS 
AND OTHER 
OUTDOOR WORKERS 


Van's Boot Saver is a smart, simple 
device for the proper drying and be- 
tween-season care of all types of 
boots and other outdoor footwear. 
Easy to carry, even in coat pocket— 
folds flat. 


Prevents cracking—long boots do not have to be 
folded. Rising warm air circulates through boots, 
quickly drying them. Indestructible— Van's Boot 
Saver will last for years. 
For easy sales, a convenient vending display 
which holds stock—occupies less than a square 
foot of counter space. Consistent advertising 
planned in leading sportsmen's magazines. 
Retail price $1.25, leaving you a good profit. 


If your jobber cannot supply you right now, 
we will give your order prompt service. 


NOEL VAN TILBURG COMPANY 


1027 Washington Ave. $.E. — Minneapolis 14, Mina. 








“a 
Radically New and Improved 


Offer You Bigger 
More Profitable 
Housekeeping Glove Sales 


Extraordinary popularity of new Ebon- 
ettes is your chance for large continu- 
ing household glove sales. Women 
want Ebonettes’ short fingers, snug 
fitting to tips, no floppy ends — new 
comfort of curved fingers, roomier 
palm — easy-on like a cotton glove — 
Only really non-slip finish—and the longer 
3 Sizes P . 

To Meck service of Pioneer processed neo- 
PR prene. Women who won’t wear 
a oar rubber gloves like Ebonettes. Cash in 

—order from your Jobber or write us. 


assortment that 
sells out. 
THE PIONEER RUBBER CO. 
306 Tiffin Road Willard, Ohio, U.S. A. 
New York Los Angeles 


Over 25 years of Quality Glove Making 








Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletie 
Equipment, together with an acute shortage 
of essential raw materials, have created pro- 
duction difficulties. 


It is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 
distributors’ needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home front 
and in every far-flung outpost of the world. 


THE DRAPER-MAYNARD CO. 


400 VORK STREET CINCINNATI, OHIO 

















For Sales Action Sell 
HOPPE’S No. 9 


Shooters go for Hoppe’s No. 9 in a 
big way because they know from 
personal use or the recommenda- 
tion of others that Hoppe’s No. 9 
is a sure remover of primer, pow- 
der, lead and metal fouling and 
a dependable protector from rust. 
Over forty-two years of use plus 


Millions of Satisfied Users 


and continuous year in and year out advertising 
have established the name Hoppe as a buy word 
for dependability. In other words when you sell 
Hoppe’s No. 9 Solvent, Hoppe’s Gun Cleaning 
Patches, Hoppe’s Lubricating Oil, Hoppe’s Gun 
Grease and Hoppe’s Gun Cleaning Packs you dre 
selling the finest gun cleaning equipment that 
the market affords. Your jobber will verify this. 


FRANK A. HOPPE, Inc. 


2314A North 8th St. Philadelphia 33, Pa. 
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Here’s The Way To Step Up 
Flashlight Battery Sales 


For the first time in battery history, you can 
make this suggestion. And for the first time, your 
customers can have spare batteries on hand without 


fear of them going dead waiting to be used. 


SEALED IN STEEL 
TOP, BOTTOM & SIDES 
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MILKER 


that selis right off 
the shelf?! 








U. S. and Foreign 
Patents Pendina 





Opening a 
New, VOLUME 
Market for the 
Dealer— 


Look at this dealer profit picture on the Globe “Grand 
Champion” Milker. A complete, self-contained 
PACKAGED unit. Sells right off the shelf. A clean 
sale, and VOLUME profits. 

Designed for the AVERAGE farm, with J2 plus fea- 
tures for BETTER milking, including exclusive 1-2-3-4 
MILKING ROTATION, POWER UNIT ON 
PAIL, SANITARY, EASY TO CLEAN, 1-PIECE 
MILK TUBE, LOW VACUUM, AUTOMATIC 
CLAW, many other advantages. 

DEALERSHIPS NOW OPEN—Write today for our 


attractive proposition. Globe “Grand Champion” Milk- 
ers will be available early in 1946. 


GLOBE MILKER, 


A Subsidiary of Globe Machinery & 
104 East Court, 


INC. 


Supply Co 
Des Moines 6 





lowa 








ALLEN’S “Bull Dog” Cast Brass Clincher 





Meet 


ACCUMULATED 
\ DEMANDS 


ALLEN 


Sprinklers, Nozzles and Garden Hose Accessories 


@ 1946will beagreat 
year for hardware 
dealers for the sale of 
sprinklers, hose cou- 
plings,and other gar- 
den accessories. Mil- 
lions of homes need 
these Allen items 
that have been un- 
obtainable during 
the war years. 






Prepare to take care 
of pent-up demands 
. .. Ask your jobber 
about Allen’s 1946 
Line...It’s complete 
and improved. Fea- 
ture Allen garden 
hose accessories for 
full, fast profits. 





| Se, 
“ANACONDA” Revolving Lawn Sprinkler 


Sprays 5 to 7 gallons per minute—in 32 to 34-foot circles. Dis- 
tributes water evenly and efficiently. Anaconda sprinklers are 
redesigned —modernistic—have real sales appeal. 


wa 
_ he —_ 


Hose Couplings and Menders 


Popular, fast-selling hose connections that do not rust or leak. 
Heavy, rugged CAST BRASS BODY —with rust-resisting plated 
steel fingers—stands a world of abuse. 


ORDER FROM YOUR JOBBER 


W.D. ALLER 


Established 1887 
MANUFACTURING CO. 


566 West Lake Street 28 Werren Street 
Chicage 6, lilinois New York City 7, New York 
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d New fame 


arb 


Hi-Carb is the new name for Ferry Cap Hexa- 
gon Head Screws made of high carbon C-1038 
steel and double heat treated, black satin finish. 














It’s an easy-to-remember name and saves time 
in ordering. No need to describe the product 
—simply write: 


Hi-Carb NC or Hi-Carb NF 


This means hexagon head screws of high car- 
bon steel, double heat treated, black satin fin- 
ish—with NC or NF thread. The hexagon 
heads are die made; points machine turned 
and chamfered. 

Both Hi-Carbs and Shinyheads are carried in 
stock and furnished in packages or bulk. 


Shinyheads Hi-Carbs 
Hexagon Head Cap Screws Hexagon Head Screws 
Standard Full Finished Double Heat Treated 
Mirror Bright Finish Black Satin Finish 
Material C-1038 Material C-1038 

Write for A-3 folder containing descrip- 


tion, steel specifications—chemical analysis 
and physical properties. 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD « -« *e « CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS © CONNECTING ROD BOLTS e MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS e AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS e FERRY PATENTED ACORN NUTS 
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DEARBORN 


WORLD'S FINEST, SAPEST 


GAS HEATERS 


Increase your profits. Join the swing 

to Dearb the lete line of 
vented and unvented hesters offering 
outstanding Safety and Convenience 
features plus Match) Perf 

) It's the Quality line that leads in sales 
from coast to coast. 


FEATURES THAT SELL 


Ultra-smart Appearance—Air Insulated 
Cabinets—Hi-Crown Burners — Auto- 








proval. 

Dearborn heaters truly Outstanding. 
They Offer a Talkable — Visible and 
Saleable difference. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 











Easily installed — just bore 

one |” hole, insert 6 screws. 

Fits 1/" to 1%". All popular 

finishes. List $9.60 doz. 
One 


Ideal ver. Latch 


Recommended For Storm, Screen, Aftic, 
Basement, Brooder House, Cabin, Cottage, 
Apartment and Garage-service Doors 


NATURAL PUSH-PULL ACTION 


LATCHES POSITIVELY without slamming door. 
TROUBLE FREE. EASILY INSTALLED, bore one 
l-inch hole through door and insert screws, no 
mortising or notching. 

Get display model and a supply of latches from 
your jobber. If he can’t supply you write us 
direct. 

"SATISFACTION GUARANTEED" 


Ideal 15rass. Works 


250 E.5% STREET 
ST. PAUL 1, MINN. 

















The Hack Saw Frame That 
“CUTS AROUND CORNERS” 


As shown cutting a feed line inside an aircraft 
wing section, this sturdy saw frame makes cuts 
impossible with conventional frames. The K-D 
No, 99 is a one piece noncollapsible all steel frame, 
quickly changed to take 3”, 6”, 8”, 10” and 12” 
blades. One 3” and one 12” blade furnished. 
Ideal for Maintenance 
Engineers, Plumbers, 

Janitors, etc. From your 
Hardware Jobber or 
direct from the factory. 


Write for full information about other K-D Hard- 
ware items: Ratchet Wrench Sets, Pliers Sets, etc. 


LANCASTER, PENNSYLVANIA 
25 years of ‘Making Hard Jobs Easy” 





“SPEE-DEE” Fabric Cement | 


now on the market, is used for repai all 
fabric and canvas goods including clo 

It is waterproof and flexible. All hardware 
dealers should stock this product for the de- 
mand is very good, especially from farmers. 
Also do not fail to order a stock of “Spee-Dee” 
Utility Cement. This is an all purpose cement 
and works on any material. It gives the best 
of satisfaction, and has a big demand. Your 
jobber can supply you both of these products. 


OWOSSO PRODUCTS COMPANY 
Manufacturers of "Spee-Dee" Products 


| OWOSSO, MICHIGAN 


HARDWARE AGE 





WEPICIENCY 





Swine: Any 














More SWING-A- 
WAY CAN OPENERS 











ee 


Space heaters and furnaces equipped with “DL” Float 
Valves substantially broaden your heating market.+- 


Because there are so many places where these heaters and 
furnaces can be sold, either as replacement units or for 
new construction. 


Hundreds of thousands of small homes building or built, 
stores, garages, gasoline stations, offices, small churches, 
need modern heat. 





time. 


“DL” Float. Valves provide one of the important essentials 
to a: good heater—Years of’ satisfgctory, trouble free 
comfort. They're sipple, easy to service on the rare occasions 
when they need i® They compensate automatically for fuel 


viscosity variation due to temperature change. 


They're good valves—good products have them. 


DETROIT 8, 





Dien Lusricator Company corel oreo mca en 


om Peron of Aimar Rasuon & Standard Saniters coroner ras 


peti sneer, Sl — RAILWAY AND ENGINEERING SPECIALTIES LIMITED, MONTREAL, MONTREAL, IGROWTO, winuPEG 








te 


“DL” Heating and Refrigeration Controls © 


Engine Safety Controls © Safety Pleat Valves and Ol Burner 
Accessories © “Detroit” Expansion Volves ond Refrigeration Accessories ¢ aa a oe 


ee Ae 





Ranges and woter heaters often moy be sold at the same 
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Wise Lamp Dealers are 


LOOKING AHEAD WITH 


Westinghouse 


] Westinghouse is out to help them build 
© a bigger share of profitable lamp busi- 
ness in 1946. 




















C 


9 Westinghouse is planning greater ad- 
® vertising and point of sales promo- 
tions than ever before! 



















3 Their customers have unlimited con- 
® fidence in Westinghouse Lamps for 





every lighting purpose. 





Win New Customers with Westinghouse Lamps! Fill your 
bins with Westinghouse Light Bulbs—the famous, bright, 


long lasting lamps that are pre-tested and inspected { 


° e e A WG 4g, 
480 times from raw materials to finished \ > % j 
packaged product! °° f 
- Sale 
Fer full information regarding the Westinghouse 


Lamp Franchise, write to Dept. HA-7, Lamp Westinghouse presents John Charles Thomas, Sunday 2:30 PM E.S.T,— 
NBC. Tune inTed Malone, Monday through Friday, 11:45AM E.S.T.—ABC. 


| 
| 
( 
( 


Division, Westinghouse Electric Corporation. 


© 1945 Westinghouse Electric Corporation 


estinghouse 


PLANTS IN 25 CITIES OFFICES EVERYWHERE 


Lamps 


Bloomfield, New Jersey. 








Sandvik Bow Saws 





ARH “iit sie is 


iil 








FAST SELLING Because 
They Are FAST CUTTING 


© Pulpwood @ Mine Timber 
@ Poles & Ties © Firewood 


For Speedy Turnover and Quick Profits Stock The 
Complete Line of Sandvik Saws. 
Ask your jobber’s salesman or write: 
SANDVIK SAW & TOOL CORPORATION 
47 Warren Street, New York 7, N. Y. 











ROYAL 


FIREPLACE GAS 








FURNISHINGS (og HEATERS 


LOOKING FORWARD 
TO SEEING YOU 
at the 


HOUSEWARES 
SHOW 


Dec. 30th thru Jan. 4th 


PALMER HOUSE 
ROOM 795 














CHATTANOOGA IMPLEMENT & MFG. CO. 





CHATTANOOGA GB, TENN 








standards. 


to come first, today. 


“BITS THAT REALLY BITE” 


SNELL MANUFACTURING CO., FISKDALE, MASS. 


Inc. 


GENERAL SALES AGENTS — JOHN H. GRAHAM & CO., 
105 Duane Street, New York 8, New York 


Yeu have to go back 155 
years to the origin of precision 
and unmatched quality which 
has marked every Snell Auger 
Bit. The remarkable workman- 
ship of those days has been 
steadily matched by every suc- 
ceeding generation of Snell 
craftsmen and by modern im- 
proved machinery and equip- 
ment. When Snell Auger Bits 
are once more released to you, 
they will meet these same high 


As long ago as the War of 
1812, the U. S. Navy had first 
call on Snell Wood Boring Tools. 
Both the Navy, and the other 
branches of the service continue 



























HEAVILY es DRAWERS 


BALL BEARING 


DRAWER 
SLIDES 












No. 36! Drawer Slide 


e Large, heavy drawers pull out at a touch. 





BIG No sticking or jamming. 

DEMAND e Ball bearing action... smooth and quiet. 
for pantry and @ Drawers pull out all the way. Ail contents 
closet drawers, easily reached. 
ea oath @ Drawers easily lifted out, but cannot fall 

~ : out 

abi- a 
a wee out © Standard lengths from 15” up. 
shelves, etc. WRITE FOR BULLETIN No. 39-30 








GARDEN CITY PLATING & MFG. CO., INC. 


OGDEN BLVD. & S. TALMAN AVE * .CHICAGO 2, ILL. 


HARDWARE AGE 
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BETHLEHEM 
BOLTS 


BETHLEHE)y 
STEEL 


DECEMBER 20, 1945 


Best way to judge the true worth 
of Bethlehem bolt-and-nut cartons 
is to give ‘em a thorough try in 
your store. Chances are you'll find 
them very much to your liking, 
and for two reasons— appearance 
and ruggedness. 


Dull black in color, with an at- 
tractive red-and-white label on one 
end, Bethlehem bolt-and-nut car- 
tons make a_ neat-looking dis- 
play on store shelves. They keep 
bolts from becoming lost—protect 
threads from damage, too. And be- 
cause they’re made of sturdy card- 
board, they can stand plenty of 
handling before showing wear. 


As for Bethlehem Bolts, they're 
all that you and your customers 
could look for in a bolt. Bethlehem 
Bolts are high-quality bolts in every 
respect, because they're manu- 
factured from strong, tough steel 
by men who know bolt-manu- 
facture from beginning to end. 
Threads are clean and sharp, 
shanks straight and true. And the 
sides of heads and nuts are accu- 
rately formed for perfect wrench fit. 


Bethlehem Bolts are well worth 
stocking, for with their combina- 
tion of strength and dependability, 
they're the kind of bolts your cus- 
tomers will buy again and again. 
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Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $5.00 
All capitals, maximum 50 words..... 6.00 
Each additional word......... 10 


Positions Wanted 


a Rate) set solid, maximum, 
CE ~~ resentedchaubhi dh ence am 


| Allow Seven Words for Keyed Address 


er Your Address 











BOXED DISPLAY RATES 
$8.00 Per Column Inch 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 
5% discount for 4 or more insertions 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise 
ments. 

REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, ———- +o Cata- 
logs, etc., will not be forwarded . 
number advertisers unless pon eh 
sufficient postage for remailing. 





es. AGE is — every 
other Thursday. Classified forms close 15 
days previous % date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 








100 East 42nd St., New York 17, N.Y. a 











{eo —— —=—— = ——=== = 


EXPERIENCED HARDWARE CLERK 
WANTED FOR POSITION in wholesale and 
retail hardware company. Must be capable, will- 
ing to work, and a high school graduate. Attrac- 
tive position and chance of advancement to right 
man. Only experienced hardware men need apply. 
Address references to Schofield Hardware Co., 
Box 672, Florence, S. C. 





AUTOMOTIVE PARTS MAN WANTED 
By Reliable Firm interested in advancing this 
line. Must have thorough knowledge of the line 
and able to purchase as well as sell. Must be 
willing, cooperative, and a high school graduate. 

opportunity for an alert and capable man. 
Address References to Schofield Hardware Co., 
Box 672, Florence, S. C 





WANTED — SALESMEN CALLING ON 
Hardware Dealers and Lumber Yards to Sell 
Medicine Cabinets as a side line. The following 
territories are open: New England, North and 
South Carolina, Florida, Georgia, Alabama, Mis- 


sissippi, Louisiana, Arkansas, Oklahoma, Texas, 
North and South Dakota. Address Box K-356, 
100 East 42nd St., 


care of Hargpware Aor, 
New York 17, N. Y. 





BUYER OF HARDWARE, AUTO ACCES- 
SORIES or Merchandise Development, Testing 
and Comparison, 7 years’ merchandising experi- 
ence. Now employed by large chain store organ- 
ization. Mechanical engineering graduate. Mar- 
ried, age 32. Can go anywhere. Address Box 
K-376, care of Harpware Ace, 100 East 42nd 
St.. New York 17, N. Y. 





MANUFACTURER’S REPRESENTATIVE, 
VETERAN, Desires to Handle Additional Side- 
line—12 years selling direct to large hardware 
dealers and lumber yards. Metropolitan area, 
New Jersey, West County. Large Clientele, ex- 
cellent references. Address Box K-375, care of 





Hanpware Aor, 100 East 42nd St., New York 
17, N .Y. 
AVAILABLE JANUARY 1. IN EXECU- 


TIVE CAPACITY—Man, age 50, broad busi- 
ness experience, as your Branch or Sales Mana- 
ger. Past training includes accounting, credits, 
hardware selling or distrihution, with legal edu- 
—_ Plenty of drive for getting things done, 

character, deep sense of loyalty, respon- 
Gale with foregoing qualifications are what you 
want, then let us negotiate at once. Address Box 
K-366, care of Harpware Aor, 100 East 42nd 
Street. New York 17. N. Y. 





A High Caliber Sales Manager now ere 
in East would like to return to 


WEST COAST AS 
DISTRICT MANAGER 
or REPRESENTATIVE 


Here is a real opportunity for the right com- 
pany to secure a competent man to take over, 
or set up, West Coast Office. An excellent 
salesman as well as an able executive. Able 
to set up and manage distributor organization. 
Knows the West and also knows how an East- 
ern Manufacturer would like to bave his West- 
ern Business taken care of. Aggressive, reliable, 
college graduate (Architect), age 40. Now 
earning a top salary but would take a great 
deal less for the right position on the West 
Coast. 


Please write as fully as possible. 


MANUFACTURER’S REPRESENTATIVE 
Calling on Jobbers, Department Stores, Chains 
and Appliance Distributors, Could Handle One 
More Good Line for Lower Peninsular of Michi- 
gan. Address Box K-359, care of Harpware Ace, 
100 East 42nd St., New York 17, N. Y. 





BRAZIL—RELIABLE SALES ORGANIZA- 
TION ACCEPTS REPRESENTATION on com- 
mission basis, for hardware, tools, automotive tools 
and access., raw materials, electrical tools and 
appliances, saws. Please write to Inter Comer- 
ade Industrial Ltda.—Caixa Postal $2-Sao Paulo, 





RESIDENT EXPERIENCED REPRESEN- 
TATIVES WANTED NATION WIDE by Old 
Well Established Wholesale Hardware House to 
Call on Retail Trade Handling Hardware. Five 
per cent commission on original orders and di- 
rect repeat orders. No objection to you carry- 
ing non-conflicting side lines. Write Chas. Wei- 
land, Inc., 149 Chambers St., New York, N. Y. 


OREGON AND WASHINGTON. AGENT 
([NTRODUCED to Hardware-Cutlery, Department 
and Drug Stores Seeks Repres. of National Known 
Company. Address Box K-383, care of Harpwaar 
Ace, 100 East 42nd St.. New York 17, N. Y. 





LINES WANTED FOR 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acqyainted with 
Hardware Automotive, Electric Supply Jobbers 
and Chains. Boston Showroom and Warehouse, 
Dun and Bradstreet rated. Address Perkins 
Sales Co., 610 Newbury St., Boston 15, 


NEW ENGLAND 





MANUFACTURERS’ AGENT, ACTIVE 
SERVICE MAN, recently discharged, with many 
years of successful selling experience and good 
jobbing contacts, desifes a high-class hardware 
line for Western Canada on commission basis. Ad- 
dress Box K-382, care of Harpware Acr, 100 
East 42nd St., New York 17, N. Y. 





SALESMEN WANTED TO CARRY PAINT 
ITEMS IN GREAT DEMAND, as a Sideline. 
State experience and territory. Reference re- 
ow ae “y Paint Co., 139 Front Street, New 

o 





Are ey osagar ye sence 
To Sell Jobbers, Chains and De 
Stores on Fast Selling Toys at io 
ware Items, and Liquid Soap. Advise Ter. Ter- 
ritory you cover. 


Address Sales Mana 


301 Forest Avenue, St. Louls 19, Missouri 











Address pa K-378, care of HARDWARE aes 
100 42nd St., New York 17, WN. 








Distribution—Present and Postwar 
Established—Reliable—Aggressive 


New York - Phitadelphia - Detreit - Chucage - Cievetand - Loulsville 
Covering al) classes of jobbers. We will carry the 
sccounts or you can bill direct 

Write for further information and references 











210 


HARDWARE STORE WANTED. Have up 
to $10,000.00 Cash for good going business in 
medium sized City of Western Penna. or 
Western or Central New York State. Write 
full particulars to Box “wy care of Harpwarz 
Ace, 100 East 42nd St., New York 17, N. Y. 





LONG AND WELL ESTABLISHED CHIL- 
EAN IMPORT AGENCY Desires Manufactur- 
ers Representations in hardware and associated 
lines—hammers, saws, pliers, etc.; electrical fix- 
tures and appliances—lamps, heaters, fans, etc.; 
radios. Take advantage of our progressive and 
action getting organization to get your Product 
firmly established now! Representative now in 
U. S. Address Box K-378, care of Harpware 
100 East 42nd St.. New York 17, N. Y. 


wenadl 


WELL RATED AUTO PARTS JOBBER 
Wishes Lines of fishing tackle, bicycles, bicycle 
parts, and other sporting goods to distribute 
through Eastern Kentucky and South Western 
West Virginia. We have two full time salesmen 
covering the territory. Address Box K-381, care 
S. se Ace, 100 East 42nd St., New York 





SALESMAN, CALLING ON HARDWARE, 
APPLIANCE, Furniture aud Departments, cov- 
ering Texas desires to represent manufacturers 
lamps, houseware, small electrical appliances, 
tables, novelty furniture, and = priced case 
goods. Thorough coverage. J. F. Orn, 1122 East 
Powell St., Ft. Worth 3, a Ry 





MANUFACTURER! WE ARE THE REP- 
RESENTATIVES YOU WANT in Illinois, In- 
diana, Iowa, Minnesota and Wisconsin. Capi- 
talize on the combination of youth and experience 
we 3 men have to offer. Be assured of aggres- 
sive competent representation. Your line wil 
not be a sideline to us. Address Box K-313, care 
of Harpware Ace, 100 East 42nd St., New York 
17, N.Y 





COLOMBIA AND PANAMA MARKETS. 
Manufacturers’ Agent with United States refer- 
ences offers complete Sales representation for 
Colombia and Panama _ Republics, commission 
basis, to manufacturers of household hardware. 
furniture and builders’ hardware, screws, hinges 
all kind of wires, tools and hardware specialties 
kerosene oil stoves, cutlery, plastics, novelties, toys 
and the general line of hardware goods. Air 
mail address: LUIS FERNANDO PRADA. 
Carrera 52, No. 70-220, BARRANQUILLA 
Colombia Republic, South America. 





DISTRIBUTORS WANTED 


MANUFACTURER OF AN OUTSTANDING LINE 
OF KITCHEN ELECTRIC VENTILATORS, BOTH 
WALL AND WINDOW TYPE, IS SEEKING AG- 
GRESSIVE DISTRIBUTORS THROUGHOUT THE 
UNITED STATES WHO ARE IN A POSITION TO 
COVER ALLOTTED TERRITORY AND CARRY 
STOCK. WE ARE INTERESTED IN DISTRIBU- 
TORS WHO CONTACT BUILDERS, BUILDERS’ 
SUPPLIES, HARDWARE, LUMBER AND ELEC- 
TRICAL APPLIANCE DEALERS. GIVE ALL IN- 
FORMATION IN FIRST ease AS TO TERR!I- 
TORY COVERED, N OF SALESMEN 

TRAVELING AND LINES’ CARRIED. NO OBJEC. 


DISTRIBUTORS AND MANUFACTURERS’ 
AGENTS. 


Address Box K-369, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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Classified Opportunities Section: .. 











N.Y. 


EXPERIENCED HARDWARE BUYER 


and Merchandise Manager seeks Position with re- 
sponsible jobbing house, in the Middie States, West 
or South. Has had long, successful experience selling 
and buying heavy, genera) agricultural hardware and 
plumbing goods. Age 45, married, good health. Ex- 
cellent references. 
Address Box K-350, care ef HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


WANTED 
SMALL MANUFACTURER 


with National Outlet to Manufacture and Dis- 
tribute Unique Lawn Tool retailing for jess 
than $1.00. 
Address Box K-374, care of ey gg AGE, 
100 East 42nd St., New Yerk 17, N. Y. 








ATTENTION MANUFACTURERS: 
DO YOU WANT VOLUME SALES? 
WE SPECIALIZE IN HARDWARE, ELECTRICAL 


AND HOUSE FURNISHING ITEMS. COAST- 
TO-COAST COVERAGE. 


ALLEN SALES CO. 
366 BROADWAY NEW YORK 13, N. Y. 
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SALESMEN WANTED 
To Cail on Hardware, Department, Variety and Paint 
Stores, for Eastern Jobber—Handling All Paint Sun- 
dries, Paint Brushes, Houseware, Electrical Appliances 
and Specialties. We do our own billing. One Sales- 
man for each State. 

TERRITORY OPEN 
Entire Country East of Mississippi ro When re- 

plying, state age, experience, type of ¢ 
Address Box K-372, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 


WANTED 
MANUFACTURER'S REPRESENTATIVES 


SELLING to hardware and house furnishings 
field, to sell new, exclusive item with extremely 
wide sales possibilities. Excellent proposition 
for reliable, hard-hitting individuals and organ- 
izations. 


Address Box K-380, care of HARDWARE AGE 
100 East Forty-second Street, New York 17, New York 











WANTED 
ADDITIONAL ITEMS TO SELL 
to oe Jobbers, Chain Stores, Department Stores, 
and ! Order Any in i., Mich., Ind., lowa, 
Wise. wane Minn. Have established contacts with major 


accounts ef twenty years standing. 


JENWOOD SALES 
221 N. LaSalle St. Chicago, Illinois 











SIDELINE SALESMEN WANTED! 


We offer prompt shipments on 
AL MEDICINE CABINETS 

ouanni BASKETS—PINUP LAMPS 

OVELS—DUSTPANS, ETC., ETC. 


The Walter S. Kraus Co. 
Woodside New York 


TO MANUFACTURERS 
OF HIGH STANDING 


A Ready Made Efficient High Speed Sales Organ- 
ization Covering All Or Any Part of The Pacifie Coast 
is At Your Serviee. For Action, Address ALAN P. 
OLINE AND mop gg Sg 116 New Montgomery 
St., San Francisee 5, Calif. Manufacturers’ Repre- 
sentatives Covering the Wholesale Automotive, Hard- 
ware and Chain Stere Trade. 


WILL PURCHASE FOR CASH 
ENTIRE STOCKS 
HARDWARE — PAINT — TOOLS 
We also buy and sell Hardware Fixtures. 


WILLIAM BROUDY 
72 Sumner Ave., Brooklyn, N.- Y. 
Tel. Evergreen 8-2547, 8-1729 








SALESMEN WANTED 


Akron, Ohie r Has @ New item 
fer homes A. butidiogs of bt types for sale to 
Housefurnishing and Department Stores, Hardware 
and Lumber Stores. Several territories open te right 
parties. Commission basis. Automobile necessary. 
— for detalls, giving connections, experience and 
reference. 


THE AKRON PRODUCTS COMPANY 
204 Second National Bidg., Akron 8, Ohio 








MANUFACTURERS — 
ARE YOU REPRESENTED IN THE 


HAWAIIAN ISLANDS? 
Financially Responsible Organization Will Give Com- 
plete Coverage of All Outlets. Guarantee any mini- 
mum. Lines accepted will not be competitive to other 


li 7 
nes: PACIFIC SALES FACTORS 
Bex 93! onolulu 8, T.H. 





We are Discontinuing Business and Have the 
Following Items to offer: 


HELLER FIXTURES AND EQUIPMENT 
BOWSER SELF-MEASURING PUMP AND 
STORAGE TANKS 
LARGE JR. EDGER GLASS MACHINE 


Address Box K-362, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





























New York Office: 
M. S. Koch 
1150 Broadway 











Be sure to visit us 
Room #1043-W 


during the Housewares Manufacturers Association 
Exhibit, Palmer House, December 31 - January 4 


Featuring new tubular 
furniture steel products 


Creators of housewares and toys 


(Entrance 10 W. 23rd St.) 











New York Office: 
Walter Enoch 
186 Fifth Ave. 
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SELECTED FROM THE HAGN MERCHANDISER 
AS A CURRENT VALUE LEADER 


grain. Semi-stitchless 





BROWN or BLACK leather, embossed 


type construction. (No exposed stitching to deteriorate.) Has 
Bue divider, 2 utility pockets, replaceable 8 window pass 
older. 


No. 412L155 new low victory price $7.80 per dozen. 
Send Fer The Hagn Merchandiser 
JOSEPH HAGN CO. 


WHOLESALE DISTRIBUTORS SINCE 1911 
217-225 W. MADISON STREET « CHICAGO 6 

























RIXFORD TOOLS 


Famous since 1812 


We have been producing genuine hand 
forged and hand tempered AXES for 
55 years and quality scythes for 123 
years. 

Exclusive agencies granted to leading 
hardware stores in all sections of the 
United States. We also manufacture 
weed cutters, bush hooks, corn knives 
and grass hooks. Send for catalog and 
prices. 


= RIXFORD MFG. CO. 
East Highgate, Vt. 





Rixtord Axe 

















Anderson’s (} Equipment 
SANA-FOUNTS 


EOn 0 llechic 
= = 

BROODERS = 

Low priced, build good will, 
yield excellent profits. 

Send Trial Order for Several Doz. 


“E-CON-O” Sr. 









“E-CON-O” Jr. 


CHIC! 300 CHICKS Save time and labor; jar ex- 
158 ms $225 UST FOR ONLY $goo tends beyond base keeping 
UST FOR ONLY Me F & high a water clean; safe for medicine 

Cc t at nt br lb any features of high-pric 5 sa 2in2 
Dperates on ligh ay Set ee No. 1541 ( allon) 1: in 2 pkg, 
Fiber canopy x2 x32 in. Gal ment, thermostatic control, fi- 7 . 
vanized metal legs, socket ber canopy 46x46 in. Galvanized | No 569 (Quart Jar) base only 
and cord metal legs, cord and plug as Sa 











REGULAR DISCOUNTS 








THIS AD 


ORDER FROM 


ANDERSON BOX COMPANY ee 





(ye ei ae SILENCE 
LENTLY - SOFTLY - SMOOTHLY 


=! & FLOORS - CREATE QUIET 


Leok for 
Domes of Silence — Insulated Cushion Glides 


name 
"Domes of Silence" 
For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





Atk your Jobber If bh 


JOMES of SILENCE ne 














Ondex Slc Adwertinen 





A-M-R Chemical Co............... 190 
Adirondack Chair Co............. 188 
eo a rerer rer eer eye rrr. 10-11 
Alabama Manufacturing Co...... 135 
Albert Lea Foundry Co........... 77 
Allen Mfg. Co., Nashville, Tenn... 83 
Alien Mfg. Co., W. D...........- 202 


Aluminum Company of America.. 55 
Aluminum Cooking Utensil Co.... 9? 
American Chain & Cable Co.....194 
American Shearer Mfg. Co.. .... 188 
American Steel & Wire Co....... 57 
American Thermos Bottle Co., The 42 
American Wire Fabrics Corp..... 44 
Amerline 
Ames Baldwin Wyoming Co......18? 


Anderson Box Co...............+- 212 
Animal Trap Co. of America...... 195 
Apex Oil Products Co. .......... 33 
Armstrong Bray & Co.............172 
Armstrong Products Corp.......... 29 
Ic cacsesiacuecsevencat 161 
Asco Chemical Co. .............. 188 
Automatic Products Co. .......... 166 


Automatic Washer Co. ..........154 


Raaee Gain WR cacicccccscccccs 192 
8 
Baker Manufacturing Co. . .. 132 
Benet GG cde cisscccccccacscoces 192 
Bethlehem Steel Co. .......... 209 
Bison Laboratories ..............123 
Blackhawk Snow Shovel Dept.. .. 169 
Blackstone Corp. ................ 8 
Bommer Spring Hinge Co.........198 
Brewer & Sons ........... oseuee ae 
Briggs & Stratton Corp...........12! 
Brooks & Sons, M. S.......... .. 182 
SA GEE GID heressecdccosccten OM 
By-Chemical Products Co Koad caus 194 
Cc 
Camillus Cutlery Company .. 74 
Carborundum Co. .......... 125 
Casein Company of America .... 54 
oo Implement & Mig. . 


Cheney Metal Products Co.... ©. .192 
Chicago Roller Skate Co......... 75 


y a ge a” ere 176 
Clark Co., ee Sivesech sre tecndd 5 
Cleveland abs & Mfg. Co. Fay ses 120 
Cleveland Model & Supply Co....213 
CNS ice nndbs ccegasiaeoenea 23 
Columbia Steel Co. .............. 57 
Columbian Vise & Mfg. Co....... 72 
Consumers Glue Co...............147 
Continental Can Co. ............ 117 
FO. ae ee 188 
Cook & Dunn Paint Corp........ 5 
SE OK acaodecsnssisedaee 14 


Corning Glass Works (Consumer 
Products Div.) . 43 


oe Gentleman, Curtis Pub. 


Covert Manufacturing Co. 
Crescent Bronze Powder Co....... 34 


EY TS. Sckccdeotoscanctanie 16 
D 
D-O Decal Company ...... 192 | 
Darra-James Corp. ..... ia . 70 
Dearborn Stove Co. ....... . 204 
Delco Appliance Div. .......... 68-69 
Delta Manufacturing Co. ........ 52 
Detroit Lubricator Co. ...........206 
Dobbins Manufacturing Co.......119 
Domes of Silence ......... = 212 
Dominion Electrical Manufactur- 
Th, MOM. sn aeesoncs Kaan ast 
Drake Electric Works, Inc.........182 
Draper-Maynard Co. eer 
~ + de Nemours & Co., Ine. 
. (Nylon Bristles).. cote Se 
Scaae S.. ossdas ete «tae 


E 
Economics Laboratory, Inc.........130 
TUE: ddacuahdec. coatelsas 1% 
Ekco Products Co............. a 
MI WE ha cugekesststcsvccd 20 
Enterprise Mfg. Co. of Pa....... I 
Evans Products Co.............. 26-27 
F 
Faultiess Caster Corp........... 1% 
Ferry Cap & Set Screw Co.. 203 


— Stove & Furnace Lining 
| 


Fitler Co., Edwin H............... 1% 
Floquil Products Co., Inc......... 72 
Freeport Machine Works....... _ 
Frigidaire Div (General Motors 
MND -s0tdccavessciecdeseees 
GS ‘ 
Garden City Plating & Mfg. Co..208 
7 Pr reer 190 


General Electric Co. (Home 


EE nck taubetinigipeecens 70 
General Hardware Co.......... 195 
Gephart Manufacturing Co....... 194 
Gibson Good Tools, Inc...... .... 18 
Gilbert Clock Co., William L....18 
Gits Molding Corp.............. 197 
NY ND cacdincdicsdinctee 202 
Goldweber, Bernard ............ 183 
Goulds Pumps, Inc................. 73 
vg Neck Saw Manufacturers, - 
a4 GE Wc dasctcccciinssesi 156 

H 
Haga Co., Joseph............... 212 
Hanover Wire Cloth Co....... .& 
Heller Brothers Company.......... 65 
Hill-Shaw Company .............- 6 
Hindley Mfg. Co...........-..+4- 1% 
Hodell Chain Co............2..000- % 
Hodgman Rubber Co............. 12 
Hoppe, Inc., Frank A....... 200 
Hoyt & Worthen Tanning Corp... . 18 
Hudson Mfg. Co., H. D.......... 48 

I 
Ideal Brass Works.............. 4 
Ideal Novelty & Toy Co....... 14 
Ideal Rubber Co........... nae 
Industrial Management Corp......143 

J 
Jackson Manufacturing Co........ 190 
Puree GAS oc ccsicssecseccce b4 


Johnson & Son, $C. ... 





Johnson Steel & Wire Co,. Inc.... 180 
K 
K-D Manufacturing Co. .......... 24 
Kaul Importing Agency, Inc., Leo 16 
Kay-Tite Company ............... 1% 
Kees Mfg. Co., F. D. ............ 1% 
Kellogg Brush Mfg Co. .......... 1% 
| Kellogg Switchboard & Supply 
Te Nevegiduencns pancedasan 46-47 
| ee rire 9 
Klein & Sons, Mathias Kieadini 44 
| 
L 
Leipzig & Lippe, Inc. .. - 46 
Lenk Manufacturing Co. ......... 19 
Leyse Aluminum Co. ....... 150 
Liberty Distributors ............84% 
Lincoln Engineering Co. ...... 19 
Lionel Corp. ......... ..628 
Lockwood Hdwe. Mfg. Co. “Pe ae 9 
Louden Machinery Co ........... 56 
Lux Clock Mfg Co., Inc. ......... 7 





HARDWARE AGE 














Majest 
Mali T 
Mallec 
Marshe 
Mason 
Master 
Master 
Mayhe: 
iMcAlee 
McGill 
McKee 
McKinr 
McRob 
Metalo 
Miller, 
Millers 
Minute 
Miracle 
Molly | 
Mortell 
Murray 
Myers | 


Nation 
Nation 
Nation 
Nation 
Nation 
Neatsle 
Noblitt. 
Nockon 
Noma 


Oster h 
Owosso 


* Page Se 


~ 


Paine C 
Parago! 
Parker 
Pecora 
Pennsyl\ 
Petroleu 
Phoenix 
Pioneer 
Pioneer 
Plomb ' 
Plumb, 
Premax 
Preventh 
Prime h 
Protecte 


Queen | 


Ray-O-V 
Raybest 

ustric 
Red De 
Reflecto 
Remingt 
Reo Mo 
Republic 


Reynold: 
sil Dis 


Ridge 7 
Riegel 1 
Rieger | 
Rival M 
Rixford 
Roy Too 
Royal EI 
Royal bil! 
Ruby Cl 
Russell, 

Nut C 





DECK 









Yr Ge... 203 
ace Linin 




















Dudex “lo Adwentiaena 


EE ees eee 197 
SE I. achdnaeacapedadeses 72 
Malleable Iron Range Co. ...... 58 
Marshalitown Trowel Co. ....... 194 
Mason Williams Co. ......... 134, 197 
Master Lock Co. ...............+. 17 
Master Rule Mfg. Co.. Inc. ..... 157 
Mayhew Steel Products Co. ...... 195 
McAleer and Co., Inc., E J..... 193 
McGill Metal Products Co. ..... 172 
Se GONG GO. co ccscsccccccece 4 
McKinney Mfg. Co. ............. 163 
McRoberts & Tegtmeyer ......... 193 
Metaloid Co., The ............... 158 
Miller, Inc., Robert E. ........... 212 
Millers Falls Soa. .............005 195 
Minute Mop Co. ................ 170 
Miracle Electtix Sa. ............. 3 
STEEL, Gahitens coeadscoccocce 72 
a OS, ee 183 
Murray Ohio Mfg. Co., The ..... 19 
Myers & Bro Co., F. E. .......... 135 
N 
National Brass Co ............... 214 
National Ideal Co., ............. 191 
Nelenal Leck Ca. .....cccccccccs 152 
National Mfg. Co. .............. 179 
National Screw & Mfg. Co. ...... 215 
PE MN: civcnashedevesduces 191 
Noblitt-Sparks Industries, Inc..... 59 
Nockonwood Industries, Ltd. ..... 197 
Noma Electric Corp. ............ 79 
°o 
Oster Manufacturing Co. ........ 177 
Owosso Products Co. ............ 204 
P 
SD SOS 5 os cccssessesianss 192 
Se Gee, TE oc ocadusaceedecdgsn 173 
Paragon Utilities Corp. ........ 80-81 
Parker Manufacturing Co. ...... 148 
Sg Serre 176 
Pennsylvania Salt Mfg. Co. ..... 159 
Petroleum Solvents Corp. ........ 165 
Phoenix Manufacturing Co. ...... 189 
Pioneer Gen-E-Motor Corp. ..... 25 
Pioneer Rubber Co. .............. 200 
ST oh edeasccag ace 40 | 
Plumb, Inc., Fayette R. .......... 15 
Premax Products Div. ............ 176 
SOO GO. sc iccscccscceses . 192 
Prime Manufacturing Co. ....... 186 
Protected Steel Products ........ 18! 
9 
Queen Stove Works, Inc. ........ 77 
R 
PN GMs... .csnacsncnveses . 201 
Raybestos-Manhattan, Inc. (In- 
dustrial Sales Div.)............. 145 
Red Devil Tools ...... ciaennaat ee 
Reflecto Letters Co. ....... — 
Remington Arms Co., Inc......... Wt 
"rer pain 
Republic Steel Corp............ 71 
Reynolds Metals Company (Uten- 
gt RSE yrorey 113, 151 
MO Teel CO... oc ccccsccccccse UF 
Riegel Textile Corp. ........-.. . 14 
Rieger Manufacturing Co. ......35-38 
Rival Manufacturing Co. ........ 174 
Rixford Manufacturing Co. ...... 212 
Roy Tool & Engineering Co. .... 169 
Royal Electric Co., Inc. ......... 174 
Royalbilt Line ........... . 187 
Ruby Chemical Co. ............. 213 
Russell, Burdsall & Ward Bolt & 
i Wb, éddcesccavecnas 153 


DECEMBER 20. 1945 











s 
Samson Cordage Works ........ 213 
Sandvik Saw & Tool Corp. ....... 208 
Sani-Wax Company ............. 129 
TIS. naoriseccossseecssa 192 
Schatz Manufacturing Co. ....... 184 
Selbra China Corp. ...........0- 139 
Sentinel Radio Corp. ............ 51 
Shapleigh Hardware Co. ........ 216 
Sharon Bolt & Screw Co.......... 172 
Sheffield Bronze Paint Corp...... 213 
Sherrill Instrument Co. .......... 160 
NE TI, ic idicostusssecaecs 7 
Siebring Manufacturing Co. ..... 172 
SE -,  E Wiiesastccesscacdnse 131 
Slaymaker Lock Co. ............ 195 
Snell Manufacturing Co......... 208 
Socony-Vacuum Oil Co., Inc...... 45 
Sound Equipment Corp. ........% 71 
Sporting Goods, Inc. ............ 13 
Stanley Works, The .............. 88 
Stevens Level Co., E. A.......... 198 
Superior Electric Products Corp.. 196 


Superior Paint & Varnish Co..... 31 
Swan Rubber Company .......... 39 
Swing-A-Way Steel Products Co. 205 


T 

Taylor Co., David B............. (88 
Taylor Manufacturing Co. ....... 1344 
Templeton, Kenly & Co........... 188 
Tennessee Valley Associated Mar- 

DN. ‘dhsensvebasanecnssstaxtaes 14 
TE TED. cv wsccpdcceventagses 194 
WOE GO. nccescccsctisvesasss 194 
Toastmaster Products Div. ...... 133 
Toxite Laboratories .............. 195 
Triangle Manufacturing Co. .... 150 
Telplen Sevew Ce. ..scccccceceses 124 
so ye 188 


Twix Manufacturing Co., Inc..... 188 


U 


Union Hardware Co. ........... 155 
United Gilsonite taboratories... 195 


United States Plywood Corp. 
(Weldwood Div.) .............. 140 


United States Steel Corp........ 57 
Utica Drop Forge & Tool Corp... 179 


v 
Van Tilburg Co., Noel........... 200 
Vaughan & Bushnell Mfg. Co..... 182 
Vaughan Novelty Mfg. Co....... 193 
Verd-A-Ray Corp............... . 167 
Victor Electric Products, Inc..... 6! 
Vulcan Electric Co. .............. 185 
Ww 

Walters Manufacturing Co. .... 19% 
Waterbury Companies, Inc. ..... 198 
Westclox Div. (General Time In- 

struments Corp.) .............. 191 
Westinghouse Elec. & Mfg. Co. 

>) ere ss ee 
White Organization, Bob .... ... 173 
Whitlock Supply Co. ........... 134 
Wickwire Spencer Steel Co...... As 
Wiss & Sons Co., J. .... hese ee 
Wittie Mfg. & Sales Co. ........ 60 
Wood Shovel & Tool Co........ 86 
Wooster Brush Co. ........ 2 


Wright Steel & Wire Co., G. F. 135 


Y 

Youngstown Mfg., Co. ......... 49 
Zz 

Zim Manufacturing Co. ......... 126 


















n the Air 





Forces Build’ 


A t 
WOERBOL 
Republic p-47 = span 3094" 







co. 


ircraft— 


ar "1919" ond 2, Onle 


Cleve! 














e We Couldn't Improve 


KLEEN-A- 
BRUSH 


So We Improved the 
Package and the 
Counter Display 


© Biggest I0¢ 
value on the mar- 
ket. Put it on your 
counter—watch it 
sell. Order TO- 
DAY. Ask about 
Sheffield's "40 
Fast Sellers”. 


SHEFFIELD 


BRONZE PAINT CORP. 
Cleveland 6, Ohio 








RUBYFLUID SOLDERING FLUX 


PASTE OR LIQUID 
SELLS FAST—BUILDS GOOD WILL 








See Your Jobber or Write Direct 


RUBY CHEMICAL CO. 
58 McDowell St., 








because it’s 
@ Fast Acting 
@ Economical 
@ Easy to use 
@ No harmful fumes 


Columbus, Ohio 








abating ei nc. SN 





Do you think we're playing Santa Claus when we back every 
Dexter Tubular Lock and Latch with its unconditional lifetime, 
written GUARANTEE? Not one bit! Based on figures for the 
\ past twelve months, the number of Dexter Tubulars that have 
4 come back to the factory for replacement under the terms of 
\ the guarantee are in a ratio of only one out of 100,000—less 
than one-thousandth of one per cent. So you can see that 
we're not playing Santa Claus to the millions of home 
owners who use and enjoy Dexter Tubulars every day, 
to our good friends the builders and contractors, or to 
our dealers. The Dexter Tubular lifetime written GUAR- 
ANTEE is just plain good business. It is your assur- 
ance, overwhelmingly borne out by performance 
facts, that Dexter Tubulars are not only easier, 
faster and cheaper to install, but that they have 
been expertly designed and precision built to give 
a lifetime of trouble-free use. 










Unconditional lifetime 
written guarantee packed at 
with every Dexter-Tubular, _ agg _ 


\ 
\ 

; \ 
NATIONAL BRASS COMPANY, Mfrs. 
Grand Rapids, Michigan 
Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohie 
TAMPA DETROIT PORTLAND, Ore. ST. Louis BALTIMORE FORT WORTH 
CHICAGO PHILADELPHIA LOS ANGELES KNOXVILLE 
MAKERS OF BUILDERS, CABINET, SCREEN DOOR 

AND SHELF HARDWARE \ 
Pd 


214 HARDWARE AGE 























TOUGH ENOUGH 
TO TIGHTEN 


TIGHT! 


Build Your, Business On Quality 
With the Complete “National” Line 


Your customers judge you on every single item 
you sell them, large or small. Even on bolts, 
nuts and screws, there can be a big difference 
in quality. 

Why not handle the line of the ONE manu- 
facturer in the country who blankets the field 
by producing ALL the products pictured above, 
with QUALITY second to none? 











~ Continue TO REIGN =F os 
INA PEACEFUL WORLD _ <i 





- Sipps HARDWARE COA 


SHAPLEIGH NATIONAL SERIES NUMBER 2444 








